Jisplay and Sell Morton's 
gar Cure and Tender Quick 
ith other butchering items 


is year make your promotion of home butcher- 
, needs more complete and more profitable. Dis- 
y and sell Morton’s meat-curing products along 
th tools and equipment. They go together like 
on goes with eggs. 


¢ Morton Way of curing meat. with Morton's 
gar Cure and Tender Quick used together, is 
t simple, easy way to get the safest, most de- 
ndable cure and the fine flavor farmers look for 
their home cured meat. 


tional advertising throughout the meat curing 
on, with color page and half-page advertise- 
nts in all the important farm magazines, and 
nouncements over 100 radio stations three times 
tkly, provide a steady and profitable business. 


der Morton’s Tender Quick, Sugar Cure, and 
sage Seasoning from your jobber today. 


RTON SALT COMPANY Chicago 3, Illinois 





Preferred by more than a 
Million Farm Families 


More people use the Morton Way of curing meat 


than any other method. They have used it year after 
year. Morton’s gives them the kind of meat they 
like — full flavor and cured to keep from season to 
season. This all adds up to a steady, dependable, 
profitable business for you when you feature Morton 
Curing products and Sausage Seasoning. 
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Yes, LUMITE retailers sold more LUMITE and made 
more money on this sensationally successful screening 
in 1948 than ever before. 

If you weren't in on this big money-making LUMITE 
“success story” this year, now’s the time to make sure 
you get those extra LUMITE profits next year.’ And 
don't forget—LUMITE will be an even hotter line in '49 
because the new LUMITE national advertising com- 
paign is going to be even bigger and better with more 
advertising messages going to more of your customers 
—month after month after month! 





ORDER THIS NEW SCREEN CLOTH SALESMAN TODAY! 





It's the amazing new LUMITE Display and Dispensing 
Rack—the biggest and best selling help ever devel- 
oped to merchandise screen cloth. Look what it does: 
It dispenses, measures and cuts the six most popular 
widths of screen cloth. Bottom shelves hold another six 
rolls. And how it saves floor space—it's only 40" by 30"! 
—ask your wholesaler about the LUMITE Display and 
Dispensing Rack today! Or write for FREE FOLDER. 


LUMITE DIVISION, CHICOPEE MFG. CORP., 47 WORTH STREET, NEW YORK 13, N. Y. 
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These two are getting the eye wherever 
folks are looking for hardware to spruce up 
their homes. Sales records show their style 
is apparently what people want. 

Or—if it’s knob sets your customers want 
—we can’t do better than suggest the Dixian 
and Rawsian designs shown below. 

On all four: typical YALE security and 
service features—armored front, adjustable 
cylinder, self-lubricating latchbolt, com- 
pensating hub, triplex spindle. 

Your distributor has them. Your custom- 
ers want them. The conclusion is obvious. 























KNOB SETS’ The name Yale helis make the sate 


left DD77501—right CR77501 
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GIMETT8 AddsThe 


To Start Your New Year 












All Set For 
Another Record- 
Smashing Year! 


@ Here are the sensational new Gillette products 
that changed the shaving habits of millions of men 
in a single year . . . the Gillette Super-Speed Razor 
and Gillette Dispenser! Yes, these great new 
shaving aids put plenty of extra dollars in your 
pockets in 1948. But wait . . . you’ve hardly 
scratched the surface. In 1949, you'll have the 
two heavy-seliing favorites, p/us the new 
Dispenser 10’s at 49 cents. They’ll appeal 

to more men than ever ... you'll 
sell more than ever. Stock 










Gillette Super-Speed 
One-Piece Razor and 
10-Blade Dispenser 


\ ' a 1 


a Bn ,o 
ets in Counter 
Display Carton... sQoo 











20 blades 
40 shaving edges 


“98: 


@ Both 10’s and 20's 
come packed in cartons 


10 blades and mounted on counter 
20 shaving 4 C display cards. Your cost 
edges per 100 blades .. . $3.68 














Gillette Is FIRST In Quality... FIRST In Advertising . . . FIRST in Sales! 
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20 blades 
ving edges 
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n cartons 
n counter 
Your cos! 
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Kose Bowl Broadcast 


Off With Extra Profits! 














FIRST TIME EVER SPONSOREDO/ 
ROSE BOWL 


Pasadena, Calif. 
Columbia Broadcasting System 


4:15 p.m. EST 












BOWL 


New Orleans, La. 


American 
Broadcasting Co. 


2:30 p.m. EST 






ORANGE 
BOWL 


Miami, Fla. 






IX HOURS AND MORE OF AIR T 





te, THREE MAJOR COAST-TO-COAST Columbia 
San ie Broadcasting 
saa , System 









1:45 p.m. EST 








Highest-Rated Gridiron Classic 
Of Them All! 


Far and away the greatest football attraction on the air, the 
Rose Bowl sets new listenership records every year. And 
now Gillette has added this brilliant feature to its star-studded 
Cavalcade of Sports. More men and women—millions 
more—than ever before will listen in this New Year's Day. 











|. gee feast of football ever broadcast by a 
single sponsor will be served up to your cus- 
tomers New Year's Day by Gillette to launch you 
on another year of extra sales... extra profits! All 
afternoon long, Gillette will blanket the country 
with action-packed Bowl games, plus sales- 
packed commercials that will send man after man 
into your store asking for Gillette Super-Speed 
Razors and Gillette Dispensers. We'll tell em 
plenty, too, about the new 10-blade Dispenser, 


latest member of Gillette’s money-making team. 
It’s a great beginning to a multi-million dollar 
1949 advertising campaign that will use radio, 
magazines and newspapers on a grand scale to 
hammer home the Gillette story over and over. 
Order early and order generously. Keep Super- 
Speed Sets and both sizes of the Gillette Dis- 
penser on constant display. It'll pay off .. . and 
how! Gillette Safety Razor Co., Boston 6, Mass. 


Copyright, 1948, by Gillette Safety Ravor Compa 


We Tell "Em... . look, ya” feel yw” bey” " .« You Sell Em! 
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Think of the numbers of your customers who must have seen this 
big color page in the November 29 issue of LIFE magazine! And 
think how much it always pays to tie in with such powerfully 
advertised features. Be sure to let people know you have a full 
stock of handsome Club Aluminum Ham- 


WMMED 
mercraft Waterless Cookware ready for imme- “rT \* 
diate delivery—especially that big-ticket _, Club) 
6-Piece Economy Set at $19.95 (six pieces chem =. 


TRADE-MARK REG U $ PAT. OFF 


priced separately at $23.20). It’s a Christ- 
mas gift idea that sells itself! 
CLUB ALUMINUM PRODUCTS CO., 1250 FULLERTON AVENUE, CHICAGO 14 


Listen to “Club Time,’’ with favorite hymns of famous people, ABC network, Tuesday mornings 


This trade-mark appears on bottor 
of every Club Aluminum uten 





© 1948 CAPCo 
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Every LYO Be Steel Kitchen Cabinet 


\\X Wott | SEAL 


CARRIES THE QUA APPROVED BY 
To carry this seal, a cabinet must meet QUALITY 


quality standards—of construction, operation and 
finish—based on laboratory tests that equal T FE ST F D 
20 years of use. 
——— STEEL 


KITCHEN CABINET 
INSTITUTE 


COPYRIGHTED 1940 






















That’s Important to You and to Your Customers 


@ The retailer who sells LYON cabinets can offer 
complete kitchens—virtually custom-built. He can 
also offer single package units in a wide range of 
sizes and types—all with the beauty, efficiency and 
long life finish so characteristic of LYON cabinets. 














With a more plentiful supply of steel, we will 
be able to expand our production. Then we will have 
more of this highly profitable line to offer new 
dealers. Meanwhile... 


Fa 
Fl 
3 
2 
& 





Some dealers have found it possible to furnish 











. this f 
or IMM ' ; 
And Stain| vaae “a 7 ERY ptm DEALERS us with cabinet steel—22 gauge cold-rolled. In such 
fully tj a os Oa om ops we . inets and cases we will buy the steel from you and ship 
- full inoleum (steel base) Sink Tops with Cabinets  yitchen cabinets promptly — pound-for-pound — at 
Lengths 66”-72"-84"-96" + All 25”D x 36"H plus 4”B regular published prices. 
LYON METAL PRODUCTS, INCORPORATED 
General Offices: 1223 Monroe Ave., Aurora, Illinois © Branches and Dealers in All Principal Cities 

“ A PARTIAL LIST OF LYON PRODUCTS 

* Shelving © Kitchen Cabinets @ Filing Cabinets © Storage Cabinets © Conveyors © Tool Stands ¢ Fiat Drawer Files 
$0 14 ° Lockers © Display Equipment © Cabinet Benches ¢ Bench Drawers © Shop Boxes Service Carts © Tool Trays ¢ Tool Boxes 
‘ * * Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches e Bar Racks © Hopper Bins © Desks * Sorting Files 
rnings * Economy Locker Racks ©¢ Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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Your customers for 
fractional horsepower 7 
motors are seeing these new 


Hoover Motor advertisements. Yr" 

They are reading the “inside story” _ ex a if ; 
on what makes a good motor good— ner remain farm 30P ; * 
presented in a fresh, new way. the nar ‘tor® eae 

They are learning about the quality <r are avaitjeov® “a 

features of Hoover Motors, Order ot Motors -e 

advertised with the honest conviction —_ 

of good workmanship that ger Mato 8 ip . 

leads direct to sales. * —<" wre 

Be ready when they ask you if you ne oem 


have Hoover Motors in stock. If you don’t 
carry them now, write us for details. ovE® corn a 


= 
ELECTRIC MOTOR DIVISION Electric MO She 


THE HOOVER COMPANY 


North Canton, Ohic 
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SEE THE BLACKSTONE 
DIAMOND JUBILEE EXHIBIT 
AT THE 
JANUARY CHICAGO MARKET 
SPACE 544-A 


N 
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Here’s the ONLY asbestos ironing board cover fabric that 
is nationally advertised to a market of 15,084,896 homes 


ASBESTON. 


2,000,000 HOUSEWIVES PROVE SALES-APPEAL 





Asbeston fabric 
developed for 






fire-‘ighters now 






brings new 






safety into 





the home. 
’ la 


Manufactured into Ironing Board Covers 
by Reliable Manufacturers 


Yes—women who have ironing board covers for manufacturers to use this miracle fabric 
made with Asbeston fabric rave about ’em. in new ways. The Asbeston label on an iron- 
Yet the market has hardly been scratched. ing board cover is a proven sales maker. 

Millions more homes are waiting for the safety, 
convenience and easier, finer ironing they get 
on Asbeston Fabric. What a promotion for 


every wide awake store. What an opportunity 


For names of manufacturers of Ironing Board Covers 


made with Asbeston, write this company. 


@® MADE BY TEXTILE DIVISION 


UNITED STATES RUBBER COMPAN Y 
1230 Avenue of the Americas - New York 20, N.Y. 
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hat : 
& 
¢ ; 2 
es WSIEILE LO SE 
BECAUSE IT°’S—easiest to set up. 
easiest to use. 
easiest to fold away... 
AND BECAUSE IT’S 
. ~e 7 N 
NATIONALLY ADVERTISED 
Over 50,000,000 readers of Ladies’ Home Jour- 
nal and Better Homes & Gardens, during the next few 
“i months will read why Arvin is the most convenient 
00! ironing table ever developed. 
ic 
oll Women want ARVIN when they see these plus-features: oa pres age = 
e Opens and closes with one motion e Rigid, strong tubular legs. Non- Can’t work loose 
from either end. skid rubber feet. Releases with one finger. 
e Perforated top carries away mois- e Beautiful, durable baked enamel * 
ture for easier ironing. finish. Table top white, frame- ree Seg ay ee 
é k black rite today jor Pyar areon on 
e New Safety Lock fastens auto- ates P how to cash in on Arvin’s pou 
matically. Absolutely secure. erful national advertising. 
e Lighter and easier to handle. 
e Stands or hangs from either end. the name on mony profit-building products of 
NOBLITT-SPARKS INDUSTRIES, Inc., 
Columbus, indiana 
oisreisuren ay Sabgpanton & Co, tc. 
— ) @ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ ALL-METAL OUTDOOR FURNITURE ~ 
1948 
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It isn’t easy to judge aluminum paint 
quality by just looking into the can. 
They’re all packed the same way... 
all labeled... all called 


**Aluminum”’, At first glance, inferior 


are are 
grades may look the same as _ top- 
quality SYNCHROME. And that’s 
why the famous SYNCHROME 
quality guarantee is so important to 
you. It is your assurance of results 


that mean customer satisfaction, every 


t glance they. 


It’s the same 
inner quality 


look alike. 


but 


THERE'S A BIG 
DIFFERENCE! 








with Aluminum paint. You can’t judge 
by external appearance alone. Be sure 


you're getting the best, insist on 


Cres-Lite SYNCHROME 


time. Cres-Lite SYNCHROME is a 
quick-drying, synthetic resin oil paint 
guaranteed to contain only pure 325 
mesh aluminum and the highest 
quality grades of oil, pigment and 
synthetic resin. 

It’s good business to handle SYN- 
CHROME 
on the sales appeal of the quality 


Stock it now...cash in 


that’s famous as ‘‘the Aluminum Paint 
of 1001 Uses’’. 


CQEOUENT BRONZE POWDER cane’ 


116 WEST ILLINOIS ST., CHICAGO 10, ILLINOIS e 1841 SOUTH FLOWER ST., LOS ANGELES 15, CALIFORNIA 


1948 
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HERE'S A 
PAINT BRUSH DEPARTMENT 


in TWO FEET 


OF SELLING SPACE! 





... up. your paint brush sales this modern, up-to-date way... 
a hard-hitting display ...a well-rounded stock... 

in a minimum of counter space! Available in a variety of 
assortments of varnish 
and wall brushes 
TaMmiiclalekelgeh 
competitively 

priced styles. See 
your wholesaler for 
Star Dispensers. 

Star Brush 

i Nelalehielaitiaiare 
Company, Inc., 


Boston 18, Mass. 


Star 

Sales-Getters 

Permanent... all N 
metal .. . nickel . 
plated . . . colorfully \ 
attractive... 








telan ololamma-relligiale) 
only 23” x 9” 


counter space... 


Wor 


| 


loop” design Se re eee ees 
reduces pilferage. Assortment No. 1 — Paint and Varnish Brushes 
Write f detail Suggested 
vyrife Or cerais on . * ° : 
le Length Retail P Each 

Contains , Brist! » beng etail Price Eac SALES RETURN $37.80 
rol dalsd ane spensers 4 doz. 1 1 16 25¢ 

2 doz. 114" 11946" 29¢ YOUR COST $25.20 
Zo) amo} fal am ole) ole]fol 1% doz. 2” 2%" 49% — 

Ya doz. 22" 2%" 69c PROFIT $12.60 
assortments of wall Ya doz. 3” 22" 98c 
sacl n Burgundy and Clear Handle Colors— All Pure Chinese Bristles, Double Thick. 
and varnish brushes. 


® ips [oY 4, 


No Shed...No Streak...No Spatter 






_ Oe _ 








Rope Gets Its Start In Columbian’s Philippine Bodegas .. . 





in ee ba SPREE. ee 


Loose bales of Manila fibre from the provinces are being received at the Columbian Rope Bodega (grading and packaging plant) in the Philippines 


Cokcunbiat Field Force Assures 


Best Manila Fibre For COLUMBIAN ROPE 


From fibre-producing plantations now gradually 
being restored in the Philippine Islands, comes the 
selected manila fibre that goes into Columbian Tape- 
Marked Pure Manila Rope. 

Columbian representatives, constantly in touch 
with the better plantations, contract for the raw fibre 
before it is ready to pack or bale — to make sure of 
getting the best quality. The selected manila fibre, 
tied in bultos for easy handling, is transported to 






There is no finer rope! 


Columbian’s warehouses, or bodegas, where it is 
graded and baled for shipment to our mill. 

Entirely rebuilt since the war’s devastation, Colum- 
bian warehouses and other facilities are completely 
modern, strategically located, and managed by ex- 
perts in judging and buying fibre. Columbian main- 
tains this on-the-scene service to guarantee the best 
in manila fibre supply. You benefit from this far- 
reaching program, get better, more dependable rope 
when you select COLUMBIAN — The Rope of the Nation, 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, "The Cordage City,"' N. Y. 





MARKED 
PURE MANILA ROPE 
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When you assist contractors, or home 
owners, to solve their water seepage 
problems with Kay-Tite, you ring up a 

nice long profit sale. 


For more than 20 years hardware and isaes 
building supply dealers have been cash- 
ing in on Kay-Tite. 


{ FOR CONTROLLING WATER SEEPAGE... 


y For the farmer or city home owner with the problem of moisture penetra- 
een VRAGED aunen. tion or stopping water seepage thru porous masonry Kay-Tite is in a class by 


PRICE. 10 Ib. $2.90, 50 Ib. itself. Can be applied easily with brush or spray. 


KAY-TITE HAS GIVEN MORE THAN 20 YEARS OF 
SATISFACTORY PERFORMANCE 


KAY-TITE NOW IN 8 COLORS: WHITE, GRAY, BRICK RED, 
ROSE, CREAM, BUFF, SPANISH BUFF, GREEN AND BLUE. 


KAY-TITE PRIMER — 


This compound conditions non-porous surfaces so that regular 
Kay-Tite may then be applied. This primer adheres to any 
painted or unpainted surface. FAIR TRADED RETAIL 


PRICE, 10 ib. $2.90, 50 Ib. 
$11.00. 


















AT YOUR WHOLESALERS OR WRITE 


KAY- ITE COMPANY 








WEST ORANGE NEW JERSEY 
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REAMER KELLER 
FAMOUS SATURDAY EVENING POST 
AND COLLIER’S CARTOONIST 





“| planned for hungry in-laws when | built my house. 


SEE? 


- Evorithing Hinges On Hager/” 


© 1948 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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— 
“the best 
sy ° s | ‘ aos ey 4 a oo a 
TRAFFIC BUILDE 
in my store”’ 
it forms 9 
2 
rougher, mor 
durable film 
“A HANDY (TEM OW 
EVERY WORK BENCH® 
PUT THIS NEW FREE Pol-mer-iK DISPLAY CARD 
AT THE CASH REGISTER OR WRAPPING COUNTER! 
@ Unusual profits can be produced by increas- VaeRMRETAKRERERR ee. - 
ing the “‘traffic-sales’’ of Pol-mer-ik Linseed Oil + 
in cans. Send for your free display today. ™ ARCHER-DANIELS-MIDLAND CO. 
™ 684A Roanoke Building * Minneapolis, Minnesota 
4 
mrPRr Ae m@ That free display looks good to me. Send it to: 
* INCR! i Li rs) 
H mM Nome ne ‘ —— 
~ ' ve 
* INC r N Ver ¥ Address — 
Bed 
* IN( re f A — City State ae 
948 # We purchase our oil from: 
a — —— 
ARCHER-DANIELS-MIDLAND COMPANY © 
ICE ROANOKE BUILDING MINNEAPOLIS. MINNESOTA gy guy gy gy gy op eye ee ee oo 
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~ANWISS garden tools are 


3 BIG SELF-SELLING 
DISPLAY UNITS! 






WISS 


LAWN, HEDGE AND SHRUBBERY KIT 
#G.T. 100 








Get extra profits this Spring with this popular and proved fast 
seller. Everything the gardener needs for care of lawn, hedge 
and shrubbery. Kit contains one pair each: Hedge shears, grass 
shears, pruning shears, garden gloves and pruning guide. Excellent gift item for Easter, Fathers’ 
Day, etc. Kit makes an attention-getting display for window or counter. 


Fast Turnover with these Eye-Catchers'! 


Place these pruning shears displays in your win- 
dow and on your counters. Small, compact, color- 
ful. Shears easily removed for examination...and 
once the customer gets a pair in his hand you 
usually ring up a sale! 


HP! is the #908 WISS “Hy-Power,” anvil-type 
pruning shears. 


HP2 is the #906B, the handy pocket size pruner, 
and for people with small hands. 


y/ HP! DISPLAY HP2 DISPLAY 


Quality for over a Century 
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Crit Sled 


Thousands of dealers concentrate on WISS Garden Tools because every 
number in the line — not just one or two —is a best seller. Also, selling 
the WISS line is easy because WISS tools are nationally advertised. 











WISS HY-POWER PRUNERS “BY PATTERN Say, 
HEDGE SHEARS ~ = 
Let your customers test before 
buying on a dowel or a particu- Notch and cutter for heavy branches 
larly tough branch. Wiss Anvil- Hot drop-forged blades of hordened 
type blade operates instantly, and tempered steel, hollow ground, full 
with less pressure, leaving a clean polished. Well balanced, expertly de- 
“unchewed’’ cut. #908 8’’—$2.50. signed. #8'2B, 8'2" blade, $3.75, #9'2B, 
#906B 6°—$1.95 (for small 92” blade, $4.00. 






HEDGE SHEARS 





FORGED GRASS SHEARS 


As accurately and carefully adjusted as the finest cloth cut 
ting shears, but made to cut the toughest grass. The pro 
fessional’s choice. $2.25. 





SHOCK-PROOF 
HEDGE SHEARS 


Balanced shears fitted with rub- 
ber absorber assuring shockproof action. Cuts 
heaviest hedge with least arm fatigue. Blades 
have notch and cutter for heavy duty. #812 E, 
812’ blade, $4.75. #912 E, 9'2'’ blade, $5.00. 






¢ 


#700 WISS-CLIPPER 
ey GRASS SHEARS 
NEW, UNIQUE as Vertical action handles 
FLOWER CUTTER-HOLDER . —- make these shears the 


Cuts and holds out-of-reach flowers with — cco. $198. #801, not 
ht me 


one hand action. Fine for cut flowers and lig Nt oe $1.75. #001, not it 
pruning. Made of aluminum, weighs just 5 ounces, ~F Pee 
18 inches long. $3.50. ae 





NOTE: Prices ore slightly higher in Denver and West 


STOCK UP NOW... DISPLAY, RECOMMEND 
AND PROFIT WITH WISS TOOLS! 






/ 






Aras y J. WISS & SONS CO., NEWARK 7,N. J. 
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HIS year we're telling Christmas shoppers 
to come right to you for colorful, high- 
unit-sale Pyrex dishes and sets. Early in De- 
cember this ad will appear in the Saturday 
Post and leading Sunday newspapers from 
coast to coast. Stock up now on featured items. 
Tie-in and bring extra traffic to your store! 











NAME OF STORE 


Gift Headquarters 
for Pyrex Ware! 
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YREX WARE FROM 29¢ yp 
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Pyrex Double 


For your local newspaper advertising, use these 
attention-getting 1,2 and 3 column tie-in mats. 
Identify your store as Pyrex ware gift headquarters. 





soc 2 ‘ 

ue 

ig cur psacors on pouns sonst 
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This beautiful four color mounted re- 
print has already been mailed to you. 
Use it for your special window or counter 
displays of Pyrex ware! 


NAME of StORes 


Gift Headquarters 
for Pyrex Ware! 







THERE’S ONLY ONE 
PYREX WARE AND 
IT’S TOPS FOR 
CHRISTMAS GIFTS 














CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS, CORNING, N.Y. 


“CORNING” "PYREX”" and" DOUBLE-TOUGH ” are registered trademarks of Corning Glass Works in the U. § 
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It’s easy to see why your customers still find it 
difficult to get their Du Pont Sponges. We're 
turning out more than ever before. But every- 
body wants one for washing walls, windows, 
dishes, automobiles or for the bath. 

Keep asking for the Du Pont Cellulose Sponge 
and insist on a genuine “‘Du Pont.’’ We’re doing 
our best to supply you. 


"6. ys rat OF 


BETTER THINGS FOR BETTER LIVING 
-+»-THROUGH CHEMISTRY 
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Ger ely Cre on yout ti 


THE AMERICAN THERMOS BOTTLE COMPANY 


NORWICH, CONNECTICUT + THERMOS BOTTLE CO., LTD., TORONTO+ THERMOS LIMITED, LONDON 
Appearing in full-color in TIME, December 6 


The new Christmas season finds Thermos brand vacuum ware more popular than 
ever before. This is the cumulative result of years of faithful service and friendly 
advertising — advertising, like this, which keeps the public eager to own, and willing to 
wait for, “Thermos” brand merchandise. 
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No. AG-51 
top. Corkg: 
List Price. . 


No. AG-57 
length. List 
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THE MAKERS OF ACTIONROD ANNOUNCE 





THE GREAT NEW DEVELOPMENT IN GLASS RODS! 


® Here’s the new ACTIONGLAS—different ACTIONGLAS is designed for experts, 
from any glass rod you’ve ever seen! yet priced to appeal even to the occa- 

ACTIONGLAS is glass all the way sional fisherman. 
through—precision-made of hundreds of Check these features: ACTIONGLAS — solid 
tiny glass threads permanently molded (1) (2) glass with live action! 
into square or hexagonal shape. Ounce (3) (4) Cresecection Cee dees 
for ounce, it packs more punch—more Remember, it’s ACTIONGLAS—the new how hundreds of tiny glass 


strands are permanently 
molded into hexagonal 
or square shapes. 


real live fishing action—than ever has word for the last word in glass rods! 


been possible in glass. 


ACTIONGIAS pop 


No. AG-8—All-purpose fly rod. 
Hexagonal tip. Two sections. 710” 
overall length. Complete with cloth 
bag and plastic rod protector. 
Ee ee ee 


ACTIONGIAS pops 


ORCHARD iT) 

DU 
No. AG-51—Square blade, Carboloy guides and tip- STRIES, INC. . DETROIT 
top. Corkgrip on Deluxe Actionrod handle. 5/1” length. 
PE sent nae s aig case ee OSE 





No. AG-57—Same rod in hexagonal shape and 5’7” 
NT NN 6 vcs s ccGuvencveueNeueson $26.50 
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rosion had been ruining this 

farm. Much of the valuable top 
soil was already washed away. But 
the owner decided to do s 
things about it. He planted hillsides 
and gullies with young trees and built 
a new fence to protect the trees fron 
grazing stock. The trees took hold 
and bound the soil, reducing erosion 





















damage. 

A complete Farm Soil Conservation 
program also includes contour strip- 
cropping, terracing, crop rotations 


with plenty of grass and legumes, 
pasture renovation, and many other 
practices. They check erosion and 
increase productivity of the land. 


Every dealer who sells to farmers 
should be actively backing the soil 
conservation program. A farm ruined 
by erosion and poor farming methods 
is a liability to the community. 

The farmer who starts a soil con- 
servation program is soon in the 
market not only for fence but dozens 
of items you sell. He needs fence to 
rearrange his fields and pastures and 
to keep livestock out of woodlots and 
areas to be reclaimed. For this use 
nothing surpasses U-:S-S American 
Fence. Write for the booklet, “It’s 
Your Top Soil.” Address American 
Fence, 410 Rockefeller Building, 
Cleveland 13, Ohio. 


py 


/hies muUs.S. AMERICAN FENCE on «ce Wan anit Car Ceara 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 


NiteEobD 2 at ee $s’ €2 4 
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H & R TOP-FEATURE LINE 


Rifles, shotguns, revolvers — they’re 
all included in the balanced line of 
H & R firearms. There’s an H & R 
model to suit every customer 
preference and pocketbook. 

Due to the unique H & R “‘direct- 
to-retailer’? sales plan that eli- 
minates middleman profits, you 
get higher mark-up on costs... 
a bigger profit margin! 

To satisfy your customers... to 


build sales and lengthen profits ... 
feature the H & R lines. 


Write or wire today for cost prices. 


TO HELP YOUR H & R SALES 


falion Ae felvetiieg 


Year ‘round, large space advertising 
in sports, farm and hobby magazines 
is consistently creating consumer de- 


mand for H & R arms. 


¢ 
pinelon sae Disp 
Available FREE on request, a full- 
color display that holds three H & R 
guns. It’s a handsome eye-stopper for 


store and sidewalk traffic. Send for 


yours. 


DEALER HELPS 


Statement inserts for monthly mailings 
.. advertising mats afd electros... 


all available FREE on request. 











Quality Arms 
since 1871 
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DOOR CLOSERS 








Sininentinedeeees 


PROVIDES RIGHT-HAND, LEFT-HAND, 
HOLD-OPEN OR NON-HOLD-OPEN 

OPERATION IN ONE STANDARDIZED 
UNIT... Without Mechanical Change 


When you sell the new EAGLE Door Closer, you don’t have to 
worry about the correct hand for any installation. It automatic- 
ally adjusts itself to the proper hand when installed. Here’s why: 


Unlike other closers, this advanced-type EAGLE unit uses all 
available space for mechanical performance. Two pistons work in 
two cylinders with two springs to give twice the efficiency of liquid 
displacement, through simple one-screw regulation. The field control is 
automatically regulated by “V” slots correctly machined in the cylinder 
walls. Thus, the regulating screw controls only the latch speed. Further- 
more, with the EAGLE closer it’s easy to obtain the hold-open or non- 
hold-open feature through proper installation. 


The EAGLE LOCK Company 


Eagle Industries, Inc. 


With 4-in-1 versatility like this, youll do better with less inventory by 

featuring EAGLE’S standardized door control. 
National Sales Representative 

110 North Franklin Street, Chicago 6, Illinois 


Cmeviews Fitut Truly Universal tydriaulle Door Ces 
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SOCKET CAP SCREW 





CHICAGO Safety Plus 


| SOCKET SCREW PRODUCTS 
ND, sce Secie 


N Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
ZED wear—speed assembly time. 


nge 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 





ave to 

natic- 

) why: Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 

es all distribution of stress and permit the use of small counter- 

ork in bores and more accurate tapping to speed assembly time. 

liquid 

trol is Over 75 years of dependably uniform 

linder quality are behind every Chicago 

rther- “*“SAFETY PLUS'’ Screw Product. 

y non- “° 
S| AN ETI AEE AE 5 MA TIE 

—= Chicago “SAFETY PLUS" Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for “SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 1026 so. H 
Set Screws °* Fillister Head Cap Screws * Flat Head Cap 

Screws * Taper Pins * Milled Studs * Semi-Finished i. 

Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 


Wy Castellated Nuts < 


Ask for “CHICAGO” products when 
ordering from your hardware distributor 
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AS ADVERTISED currently in Popular Mechanics, Popular 


Science, Popular Homecraft, The Home Craftsman, Carpenter, 





and Industrial Arts & Vocational Education. Counter displays 
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. «+ And no other kind of magazine 
reaches them effectively 


In a recent national farm survey, Crossley, 
Inc. found that: 

Nearly two-thirds of Country Gentleman’s 
women readers read none of the four leading 
monthly women’s magazines—and over 
three-fourths of them read none of the 
three leading weekly magazines .. . 

More than four-fifths of Country Gentle- 
man’s men readers read none of the three 
leading weekly magazines. 


No.1 with Rural Dealers 


In a nationwide survey by R. L. Polk & Co. 


Hardware Dealers gave Country Gentleman 


a 116% lead 


over the next magazine when voting for 


the farm magazine “most effective in help- 


ing sell rural customers.”’ 





UMry 


* 


No. 1 with Advertisers 


Advertisers invest more advertising dollars 


in Country Gentleman than in any other 


farm magazine. 
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Richards-Wilcox No. 999 Garage Door Hard- 
ware is designed for easy and simple appli- 
cation on single piece doors or on two doors 
fastened together to form a single piece door. 
All hardware required is packed complete in 
one carton, 





Richards-Wilcox Door Hardware is available 
in complete “packaged” units that include all 
necessary hangers, track, and installation pieces, 
for doors of any specified size. Remember, 
Richards-Wilcox means “a hanger for any door 
that slides.” 


For Increased Profits in ’49 
Recommend R-W Packaged Door Hardware 


Even the most efficient Santa Claus helper 
couldn’t put more convenience and customer- 
appeal into one package. Richards-Wilcox 
Packaged Door Hardware is delivered com- 
plete—with everything needed for the instal- 
lation and operation of any size sliding door. 
No need for guess-work, exchanges or delays. 
The customer merely specifies the door size 
and he gets all the hardware required—packed 


Indianapolis 


OVER 68 YEARS Los Angeles 
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to specific order—in one convenient carton. 

Backed by years of engineering and manu- 
facturing skill, and made with finest quality 
materials, R-W Packaged Door Hardware as- 
sures you of a pleased customer and worth- 
while profit. Call or write your nearest Rich- 
ards-Wilcox office, today, for free folder con- 
taining all the facts about R-W Packaged 
Door Hardware. 


“A HANGER FOR ANY DOOR THAT SLIDES” 


AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 





























32 


All set and ready to roll... 
Manager John Constable, 
Walter H. Bisnett, Inc., De 
Laval Dealers at Watertown, 











N. Y., stands at the door of 
his ultra-modern De wie 


/ 
/ 


Z 
B28 
Delavals profitable, 
Dealers who like sales activity like the De Laval line. It’s =n a. 
steady ... it has warm farmer acceptance . . . it’s heavily = aya) 4 F/-T 
advertised . . . it’s profitable and it makes lasting friends. fast movin line 
It’s a line that can be developed into substantial volume g 


in every territory where dairy cows are kept. It’s an interest- / SOF, . 
ing line to merchandise . . . it really pays off and dealers / & SA 


sales and service truck. 








find that it returns with good dividends the sales energy ’ 

raed onenttg keeps dealers’ route trucks 
That’s why more and more alert merchants . . . mindful — 

of the long pull ahead . . . are depending more and more =a 


on “going places’”’ with De Laval. 





y, ‘onthe go’ all the time 











WRITE YOUR NEAREST DE LAVAL OFFICE 


FOR FULL DEALERSHIP INFORMATION 
THE DE LAVAL SEPARATOR CO. — 


165 Broadway, New York 6 on 
427 Randolph St., Chicago 6 
61 Beale St., San Francisco 5 


HARDWARE AGE, DECEMBER 2, 1948 








GE 
FOR Sl 


HARDWAI 





b| na SURE... 
| soePROFITS 








This year told the story—Reo dealers made 
more money than ever before... more sales 


le, 
a than any other comparable power lawn 





zs mower line! Here’s proven, public accept- 
of ance backed by actual demand for the 
st famous Reo name. It’s the one sure way to 
y, increasingly profitable power mower sales next year. Tie in with this great 
line of lawn mowers. For next year’s selling season, Reo offers power lawn 
mowers with the exclusive Reo-Built engine—an even more dramatic adver- 
| tising campaign that will be bulging with sales—and the kind of quality, 
| value and profits you expect from Reo... . the leader! 


Another Unprecedented Advertising Campaign 


Reo is stepping out again in ’49 with those big, colorful, full page 
advertisements that made easy, extra sales for every Reo dealer. 
The national power of the 14,000,000 readers of the Saturday 
Evening Post and the local impact of the 28,000,000 American 
Weekly readers are going to be felt in a big, profitable way by 
every Reo dealer. Attention-getting, sales-stimulating FULL 
PAGE advertisements in FULL COLOR month after month 
will be seen, read and acted upon! 


Act now! Sign up with your Reo jobber. Get your full share of 
this record-breaking promotion. Get your Reo sales helps: a 
complete list of window streamers, store identification decals, 
envelope stuffers, newspaper ads, radio commercials and a com- 
prehensive sales training manual. They're all designed to help 
you make more sales more quickly, more profitably! 








CALL, WRITE OR WIRE YOUR REO JOBBER OR: 


REO MOTORS, INC. 


Copyright 1948 


GET THE REO LINE 
FOR SURE PROFITS IN ’49 
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IN WATER SYSTEMS 


A GALA 


te] aid to) lelen meler Vale an 
ADVANCED ENGINEERING. 
ADEQUATE PROFIT. 
COMPREHENSIVE 
MERCHANDISING 

AND ADVERTISING 


THE PEERLESS MAN 

will tell you the Peerless story. 
Write to the nearest district 
office for full details. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


FACTORIES: 
INDIANAPOLIS, INDIANA; LOS ANGELES 31, CALIF. 
District Offices: New York 5, 37 Wall Street; Chicago 
40, 4554 North Broadway; Atlanta Office: Rutland tne 
Building, Decatur, Georgia; Dallas |, Texas; Fresno, 
California; Los Angeles 31, California. 
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,space! Shows at a glance 


the ORIGINAL 
glass-top fuse 


THEY'LL SELL THEMSELVES 
IN THESE SALES-BUILDING 
PROFIT-MAKING PACKAGES! 


HANDY 5-PACK 


SELLS 5 FUSES INSTEAD OF 1 




















Little package . . . big 
selling punch! Displays 5 
“Crystal” fuses in little 
space; increases unit sale 
5-fold. Handy to keep 
spare fuses for emergency 


100-PACK DISPLAY 


Holds 20 handy 5-packs in 
less than 6” of counter 


the superior features of 
“Crystal” fuses; perfect for 2 : 
counters and windows. ‘: tay 


ORDER FROM YOUR 
WHOLESALER 








PLUG and 
CARTRIDGE FUSES + FUSTATS 
WIRE «+ CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-I- 
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DON'T EXPERIMENT! 
There is no substitute for BRON ZE 








FREE SCREEN WIRE 











New 1949 
Square Footage Bronze Screen Wire | 
CHART Width: 24”-26”-28”-30”-32”-36”-42”-48 
“Everlast Aluma-Kote” Screen Wire 
Width: 24”-26”-28”-30”"-32”-36” -42” -48’ 
* Galvanized Screen Wire Galvanized Screen Wire 
* " Aluma-Kote" Screen Wire Width: 24”-26”-28”-30”-32”-36” -42”-48 
. Hardware Cloth Wire Galvanized ae Cloth Wire 
* Ace "Lite-O-Glass" Width: 24”-30"-36"-48” 
FIRM PRICE Galvanized Hardware Cloth Wire 
GUARANTEED DELIVERY 14” Mesh 


All rolls of screen wire packed and shipped Width: 24°-30"-36"-48" 
in 100 lineal ft. rolls and stonewall cartons. All Prices Freight Prepaid 














siren ACE 
= “LITE-O-GLASS" 


Per 100 S$ 5 Freight 
Sq. Ft. _——— Prepaid 


100 Lin. Ft. Rolls 


% Insures Sunlight *% Waterproof 
%* Crystal Clear % Flexible 
% Shatterproof % Butyrate 


Everyone has a use for all-purpose ACE “LITE-O-GLASS,” 
a fine mesh galvanized screen wire, imbedded in a solid sheet 
of waterproof, transparent glazed coating. Super strong and 
longer lasting, ACE “LITE-O-GLASS” insures light penetration 
with a diffusion of ultra-violet rays. Serves as insulation, re- 
taining heat and keeping out cold. May be cut with shears 
and tacked anywhere. Available in 36” widths. 






ACE WINDOW SCREEN CO. of America 
1634 SOUTH PULASKI ROAD - - CHICAGO 23, ILLINOIS 


West Coast: 6605 Hollywood Bivd. Gulf Coast: 711 Main St. 
Los Angeles 28, California Houston 2, Texas 
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h oq la 
: Cnet it een 
| This amazing offer All times Perare? oti. 
| on Fred W. Wappat 7S at 


Saws is advertised to 
YOUR CUSTOMERS! LIST 


Ask your dealer to order 
one for you, without any MODEL A-9 \ BoTH 


eee be yon font 3-7/16" Capacity SAWS 
agree that it’s the bes 
electric hand saw you $1 3 5 -O Oo — 
can buy, return it, and it 
hasn't cost you one cent! DEPTH 


MODEL A-8 
2-5/8" Capacity ane 


115.00 | cus 


If your dealer can’t 
supply you, write direct 
to Fred W. Wappat, Inc., 
Mayville, New York. 
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‘Buy NOW at ‘47 Prices! 


Mole 


FARM SUPPLIES 





No. 805 


No. 810 


MOLINE STEEL TACKLE BLOCKS 
FOR MANILA ROPE 


STRONG ... STURDY .. . DEPENDABLE 


Made with heavy steel side plates and 
U-brackets and strong oversized forged steel 
hooks and thimbles. Single, double and triple 
sheave for % to 1” manila rope. Side plates 
have rounded edges which increase rope life. 
Finished in lustre enamel. 


Moline Heavy Duty Load Binders 


Double Swivels For Flexibility 






Constructed of high strength, heat-treated malleable 
iron. Has improved, comfortable hand grip. Bright 
enamel finish. Three sizes. No. 744 for 4” chain; 745 
for %” chain; No. 746 for chain over %”. 


Moline Safe-Lock Wire Stretchers 


Stretches longer fence 
wire easily and quickly. 
Steel roller bearings make 
for smooth operation. Have 
hardened sleel axles and re- 
fined malleable wire grip and hook 
with chain at one end and wire hook 
at other. 







Write Dept. HA-10 for complete catalog. WE SHIP QUICK! 


MOLINE 


IRON WORKS 


a 
MOLIRE ILLINOIS u.S 
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—Stuart A. Russell 


J. Russell & Co., Inc. | 





“You can look at the future two ways. One 
way — the intelligent way — is to do your 
best to keep customers sold on quality lines, 
constantly reminding them that quality 
saves money in the long run, That’s why 
RB&W’s T.F.E. is so smart —it shows 
that True Fastener Economy is the lowest 
total cost of handling fasteners, not neces- 
sarily the lowest initial price. 

“The other way — you see buyers taking 
the whiphand and ordering poor grades of 


EAR S¢§ 
,OF PRO GR ES y 




















supplies in order to cut initial cost. The 
inevitable consequence — smaller profits 
for the distributor and dissatisfaction on 
the buyer’s part because 6f poor perform- 
ance, 

“By promoting T.F.E. ourselves, we an- 
ticipate greater success in maintaining vol- 
ume and profits on this quality liné.” 

Follow RB&W’s advertising of T.F.E. 
in the leading magazines read by your 
customers. 





103 Years Making Strong 





SCREWS + ayy 




















the Distutbulors That Make dmevica Strong Ss 

RUSSELL, BURDSALL & WARD g & THE COMPLETE é 
BOLT AND NUT COMPANY wt Ce S QUALITY LINE e 

Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, ae ¥ ; 

Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, q Fa 

Oakland, Portland, Seattle. Distributors from coast to coast. » Altien gast® 
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HIT the “JACK POT’ 
for all it's WORTH! 


Point for point... stitch for stitch... 


inside... outside ...JACK POT is a 











stand-out in the work glove field! Put 
it to work for ‘you, and watch that 


cash register ring! 


per doz. Nh € 
Also available with Safety 
cuff...at $10.50 per doz. 







S GLOVE Co. 


CHAMPAIGN, ILLINO 


GI) 


— 






t 





‘ 
t 
one are example 


can take it, and give it, too. 
e 


the big new Indestro Too! Bulletin. 


* riage ~isilig 


No. 3164—64-pc. HEAVY DUTY SOCKET SET, including 
¥, in. drive sockets to 11/4 in. These special chrome alloy 
steel sockets are ‘Hot Broached”, not cold formed, for 
perfect fit. . . and for 25 per cent extra tensile strength 






Schubert, Chicago 33, Ill., U.S.A. 


$7 ]9° nn AV 





For the latest in Indestro Tools for Service, write 


l 


INDESTRO'S BIG Boys 


SPECIALLY MADE TO KEEP BIG UNITS ROLLING 


These are not smaller tools “bigged-up"; 
they are specially designed, of special 
chromealloys, forthe special jobof servicing 
buses, trucks and such big-engine units. 
Indestro’s %-in. Sockets and Box Wrenches 

s. Indestro Sockets are 25 per 
cent stronger because they are of special 
alloy, “Hot Broached”, not cold formed. 
Mechanics the world over like the balance 
and dependability of Indestro ‘Big Boys.’ 
So does Management! There’s nothi: 
extra-fancy here, but when you've us 
Indestro “Big Boys’ you'll agree that they 


2..Q 


for 


INDESTRO MANUFACTURING CORP., N. Kildare at 


For hard-working, well- i oe 0 E STR oO 





- mighty fine when you jerk on a tough nut. Each 
socket is properly centered; no thin walls to tear out. 
And special alloys cut excess metal, make these sockets 
streamlined, able to reach the difficult spots. 
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balanced ‘’Tools of Serv- 
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IN SIX PRACTICAL SIZES 





Here is a large selection of PlumbNational Axes 
(1%, 2%, 3, 334, 4 and 43g pounds). Your cus- 






tomer will find the axe he wants in this group. 





HOW TO GET DISPLAY 


As an introductory offer only, this display will be furnished 

by your jobber without charge, and will be packed with 

Ya dozen Plumb National Axes at regular price as follows: 
Solid weights—3, 342, 4, or 4% Ibs. 
Assortments—3 to 4, or 3% to 412 ibs. 


Regularly furnished with 36" Straight Handles as illustrated. 
Can be furnished with 36" Bent or 32" Straight or Bent 
Handles when required. 











NAME 


Illustrated: the co 
Sander} he t 

the useft 
that answers & 


MAIL THIS COUPON TODAY TO: 


HOLT MANUFACTURING COMPANY 
651-681 20th STREET - OAKLAND 12, CALIFORNIA 





ed Whirlwind 


n : 
ent ports i 
: king rental t#0 





120 


Please send me free floor care booklet and catalog: 





ADDRESS 





CITY 


STATE 









Oakland 12, Calif 
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HOLT MANUFACTURING COMPANY 


Newark, N J 
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Home and Garden Gloves 


i ic Knit Linin 
This Bluettes with Elastic Kni g 
display SELLS rugged new mate to [Bb oncttos 


takes less counter . . 
space than a pack of They re taking the country 


cigarettes! by storm—these handsome 
blue neoprene dandies that are 
johnny-on-the-spot for every household task — 
| indoors and out! Enthusiastic buying response 
everywhere Bluettes have gone on sale. 





Here's why! 


Elastic Knit Lining inside tough liquid-tight DuPont 
neoprene, completely flexible, new comfort even in 
scalding dishwater — grease-proof, sun-proof. 


Easy On and Off — a happy feature when telephone 
or door bell rings! 


Short Curved Fingers — fit every hand snug to tips. 


Amazing Pioneer Non-Slip Finish 
— grips wet slippery things as 
if dry. 

Small Stock to Carry—only 3 
sizes, small, medium, large. 


Over 40 Million Ads in National 
Magazines this fall to sell for you. 





Banded in pairs in an attractive 
sales-making counter Display 
Carton — holds 6 pairs — moves 
"em fast. 





| Order Bluettes from your jobber today — or write 
for full profit story and prices. Immediate delivery! 


MEG DONT FORGET Etenettes 


Pioneer’s premier all-neoprene , 
housekeeping glove — and proved % 
moneymaker. Sells off counters 
fast. Same important comfort fea- 






tures as Bluettes — without the 
elastic knit-lining. Stock up now! 
Write to 





it OF sae 
ci tone a 


me 2 

>" Guaranteed by ”) 

Good Housekeeping ) 
te» ry 


The Pioneer Rubber Company 
306 Tiffin Road ° Willard, Ohio 
Los Angeles, California 


OVER 30 YEARS OF QUALITY GLOVE-MAKING 
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Don't let any bird tell you... 
“ONE Aluminum paint 
can do EVERYTHING” 






ALCOA NATIONAL ADVERTISING 
HELPS YOU SELL THESE THREE 


Get the FACTS in this Free Book! 


ALUMINUM METAL AND Many paint manufacturers now offer “3 types of aluminum 


MASONRY PAINT 


—hard drying, durable, water-re- 
sistant. With sufficient oils to pre- 
vent cracking and peeling. For 
steel, brick and concrete—hard 
surfaces, indoors and out. 


paint for 3 uses”—all made with the best aluminum pigment— 
Aleoa Albron Pigment, and so identified on the label. And 
Alcoa national advertising is telling your eustomers what these 
paints will do... why three paints are necessary. 

ALUMINUM HOUSE PAINT 


—made with a vehicle rich in oil, 
full-bodied, to produce an elastic 
film that clings tightly to wood, 
expands and contracts with it. 
For priming or finishing all 


Get the jump on competition. Establish yourself as “3 for 3” 
headquarters! The first step—an easy one—is to send for the 
well-illustrated 24-page book, “Paint It Bright”. This book 


answers frequently asked questions on aluminum paint. . . 





weather-exposed lumber. 


ALUMINUM ENAMEL 


—heat resistant, satin smooth, 
chrome-like fast drying. For 
decorative interiors, touch-up 
work, and protection of heated 
surfaces indoors. 


includes coverage tables for easy estimating ... suggests correct 
uses of aluminum paint. 

Send a penny post card for your free copy. Address: Paint 
Service Bureau, ALUMINUM Company or America, 1984 Gulf 


Building, Pittsburgh 19, Pennsylvania. 








. ALUMINUM PAINTS 


MADE BY MANY PAINT MANUFACTURERS USING 
ALCOA PIGMENTS 
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EXCLUSIVE 


COUNSELOR 


MICRO-REGULATOR 
For Life-Long Accuracy 


Manufacturers of precision timepieces have known 
for centuries that it is essential to compensate for 
wear, climatic conditions, accidental jolts and 

jars. Asa result, the finest timepieces costing many 
times the price of a personal scale have fast-slow 
regulators to maintain accuracy. 


The Micro-Regulator* found in Counselor exclusively 
serves a similar purpose as do these fast-slow 
adjustments. It compensates for the inevitable and 
assures accuracy over the years. By simply loosening 
a set screw, the Micro-Regulator can be moved 

to the exact point of correct weight recording. 


The Micro-Regulator, greatest of all personal 

scale improvements, is one of the many reasons why 
Counselor ...the leader... is the finest personal 
scale ever built. 


You can sell Counselor with full confidence that 
you are offering the one scale with real lifetime 
accuracy. 


“Patent Pending 
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A Complete line of registers and 





> NEW 


Profitmakers 
for you 


oNEW! 


Wing mirrors that 












move in a 90° arc se// 
this new and different 
bathroom cabinet. 
Piano hinaed door. 
Mirror size 16" x22". 
Priced to sell. 


MODEL 1200 





oNEW! 


Lowest priced, top 






quality cabinet sold 
with 15 watt fluores- 
cent bulbs. This cabinet 
is specially priced to 
the trade in lots of six. 


MODEL 1400 


' The fancy cabinet for your 

"fussy" customers. Distinc- 
\ tive styling at a popular 
price. Mirror size 16''x24". 


MODEL 3000 


R-| slant roof ventilator is part 
of complete line, including 
louvres, in all sizes and styles 





grilles in baseboard and sidewall 
models, 





Write for low prices and complete catalog. 


Gey vere Standard Steel Cabinet Co. 


| 3713 MILWAUKEE AVENUE, CHICAGO 41, ILLINOIS 


THE BREARLEY CO, ROCKFORD, ILL. 
New York Representative, A.W. STERN, 1123 Grocdw cy EE i 
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75% PROFIT 


FOR YOU 


Stock Mouse Seep* for profit! This carton of 14 twenty- 
five cent packages costs you $2.00. You make $1.50—75% 
profit on every carton! 

Mouse SEEp* consists of tiny, chemically treated seed, 
the kernels of which mice eat—then they die. Seed is put 





in saucer and placed where mice 
appear. 
Excellent results for over 50 
years. Consistently advertised in 
newspapers and magazines 
to 27 million mice-hating 


homes. 


If your wholesaler hasn’t 


MOusE 
ing his 


Wholesalers: Write 


for complete information. 


*(Mouseed—Reg. U. S. Pat. Off.) 


WwW. G. 


8 Mill Street, Port Chester, N. Y. 















Easy. Clean. Convenient. 


SEED*, write us, giv- 
name. 


Sales - mak- 
ing cello- 
phane window 
package. Attractive 


display carton, occu- 
pies only 53/,” wy, 





REARDON LasoraTorigs, INC. 
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OLESALERS—DEALERS 
TIE IN NOW! 


The Dare Set-Eze Adjustable Steel Electric 
Fence Post—plus spring promotion—equals sales. 
Here's a chance for everyone to make sales. Our 
spring program is designed to help YOU. Don't 
miss this opportunity to boost your sales volume. 
Backed by advertising support. 


MamrvSO0Q UMORnHOQDY 





“IMM W wD aM Sen BD 


WHOLESALERS write us today for our sales program 
for the first quarter of 1949. 


DEALERS order now from your wholesaler. If he does 
not stock write direct and give us the name of your 
favorite wholesaler. 


DARE 


PRODUCTS, INC. 
BATTLE CREEK, MICHIGAN 








| The Line of 


BARROWS - 


| = 
JACKSON DEALERS have a big sales 
dvantage ... because: 


. Quality and dependability are traditional with the trad: 


Oo CO OCC mT EC o>. 
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Why do smart hardware men 
stock EAGLE 


Hydraulic Pump Oilers? 


* Because they are easy to operate, and 
they give long, trouble-free service— 
making them readily salable. 





* Because Eagle Hydraulic Pump Oilers 
have these outstanding features: 


— detachable seamless welded steel spouts 
\ no soldered connections 
ball valves 
no pump leathers 
leakproof construction 
pump any oil that flows 
* Because Eagle Oilers cost no more but 


give so much more in performance and 
completely satisfy the user. 








* Because the name Eagle means quality 
—and quality means Sales! 


“Oil with an Eagle Oiler” 


Order from your Jobber, or write 


EAGLE MANUFACTURING COMPANY 
Dept. HA 1248, Wellsburg, West Virginia 
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REG. U.S. PAL 


CONCRETE CARTS 


MORTAR PANS + DRAG SCRAPERS 
MORTAR MIXING BOXES 
SALAMANDERS - LAWN ROLLERS 








mark of “Jackmanco” products. 


.Sturdiness in design and construction as well as_ fin 


finish are obvious to the most critical purchaser. 


. Price is right for the quality of merchandise offered. 


.. The line is complete and the service behind it is de 


JACKSON MFG. CO., Harrisburg, Pa. 


pendable. 
Full details are available from the nearest 
Jackson Wholesaler—or write us 
for his name. 


Est. 1876 


Dealer Preference 
aACKMANGD) : 


| 
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SETS THE STAGE FOR ‘49... 





( “2. 
t now it’s all YOUR show 
6 . 
” for Increased Sales and Profits 
al 
We’ll bet you’ve never had a merchandising EYE-CATCHING GREEN SPOT PACKAGES— 
once plan for garden hose equipment with so much Perfect for counter displays— printed in attrac- 
get-up-and-go . . . and it’s all yours completely tive black, yellow, and green—metal edge boxes 
ves a free. Look how GREEN SPOT will help you —clearly labeled on both ends with quantity, 
cash in on some big-time profits: catalog number, and product pictures. 
iS © NEW DON HEROLD BOOKLET — Your cus- IDEAS FOR SMALL AND LARGE DISPLAYS 
Ss tomers are familiar with ‘don herold’s famous —Diagram sheets on the back of every GREEN 
cartoons. Now he has written a booklet which SPOT product card show how to set up the 
tells amateurs how to water lawns properly. most effective display for whatever space you 
It’s funny . . . informative . . . and a perfect have open. . 
iS sales-maker. 
© NEW BONUS ITEMS — These are the FOCUS TAGS FOR GORE SHES — Thay 
GREEN SPOT items that most folks would ce Rew te we Te oN aan Gow 
- ; related items to bring customers back for repeat 
buy if they only knew the many conveniences oie 
of having them. When you point them out and 7 : 
explain their many uses, you’ll find they mean Fill out the attached coupon and get the com- 
additional sales and profits. plete story on how the 1949 GREEN SPOT 
MERCHANDISING PLAN can make extra 
© NEW SELF-SELLING DISPLAY CARDS— Profits for you. 
“a Colorful and attractive, these new help-your- 
les self product cards designed by ‘‘don herold’’, 9 an en on ae on an ae a ee ee an ae a ee 1 
catch the browser and the buyer. | Geovill Manufactusion Company | 
ail ite: | 36 Mill Street, Waterbury 91. Conn. | 
; ‘ 2 —_ és r Please send me my copy of the 1949 “GREEN | 
finn (I2ZZ iY SVYs's’. SPOT” MERCHANDISING PLAN and all 
| ‘ l 7 tes | the details on how it means more sales and 
om 4 q | profits for me. 
GARDEN HOSE EQUIPMENT ‘7 ok cc vcidaustuuuaeenh 
& PRSOST OF SSHUNE | MEE cvescamenstasacdineres say terete | 
D KEEPS THAT SI sits | ere err errs | 
a. SPRINKLERS + FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS §) Address....... 2.2.2... eee eee ee eee | 
—— COUPLINGS + HOSE MENDERS + CLAMPS - NIPPLES - GOOSENECKS . oo = 
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HOPPE PRODUCTS GIVE 
YOU EVERY ADVANTAGE 


For over forty-five years these well known gun 
cleaning products have been used, respected and 
constantly demanded by experienced shooters 
everywhere. Ask YOUR Jobber about 

Hoppe's No. 9 Solvent 

Hoppe's Gun Cleaning Patches 

Hoppe's Lubricating Oil 

Hoppe's Gun Grease—and 

Hoppe's Gun Cleaning Packs 
Give him your order and start the New Year right 
—with the most widely used and most extensively 
advertised gun cleaning products in the market. 


FRANK A. HOPPE, INC. 


2314A NORTH 8TH ST., PHILADELPHIA 33, PA. 





























It's a known fact that the better business gets, 
the less time you can take off . . . but profitable 
business, the kind you do with Garba-Vators, 
gives you more sales volume per hour of effort. 
So maybe you can take time off to go fishing 
next summer after all . . . if you concentrate 


on Garha-Vator sales. 





*The Garba-Vator is a unique new garbage can 
rack—tip-proof, dog-proof, wind-proof and kid- 
proof. It ties in with the national rodent control 
program now being vigorously promoted nationally. 








For complete sales information, sent airmaii, write today. 


HIGHLAND INDUSTRIES, INC. 


2225-55 So. Delaware St. 
| SORES Oe te 


Denver 10, Colo. 
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The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 














Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 








WRIGHT GALVANIZED WIRE STRAND 
(Clothesline) 
CONNECTED LENGTHS marked every 50 feet, four and 
six strand, No. 20 gauge. Cushion center cable, best clothes- 
line construction known . . . 50’ lengths. Solid . . ..50’ and 
100’ lengths. WRIGHT quality wire brightly galvanized. 


GE WRIGHT 


STEEL & 
WIRE CO. 
WORCESTER *: MASS. 
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Jacobsen dealers can get an added share of this year’s 


big Christmas buying through a timely promotion plan 
featuring Jacobsen Power Mowers as Christmas gifts. 


Advertising will appear in leading national magazines 

suggesting that the family give Dad a Jacobsen power mower 

for Christmas, Appealing messages such as the one shown at right 
will appear in December issues of: 

POST (December 4 and 11) 

HOLIDAY 

HOUSE BEAUTIFUL 

BETTER HOMES AND GARDENS 


And here’s the merchandising tie-up. Cellophane wrappers 

for the Jacobsen Lawn Queen or Bantam, together with an 
attractive display card, are available to Jacobsen dealers. These 
make an effective and striking window display. In addition 
dealers will be supplied with colorful circulars to hand out 


CaTIiIDNn A* PULSER ALS 
SATURDAY EVENING 


or mail prospects. 
The Jacobsen franchise is valuable. It includes 

not only the best known and most widely accepted 

power mower line — but also a merchandising 












program to give you a year-round market, If 
you are not a Jacobsen dealer, there may be a 
franchise available in your territory. You can 
still participate in this Christmas program. 


For complete information write 


us at once. 





SUBSIDIARIES 
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Ghesar CHRISTMAS and a 
happy new grass-cutting experience, ie 
Dad. You're going to enjoy guidin 7 ee 
a dependable, smooth-runnine 
Jacobsen Power Mower on cual 
lawn next spring — and many more & 
seasons to come : 

It’s so simple to handle even the sy 
youngsters can run a Jacobsen with 
ease — that is, if Dad lets them —be-. : 
g cause he's going to find out as thou 
sands of others have that Gr 
Cutting Is Fun With A Jacobsen. ns: 

Give this useful gift this Christmas 
It not only makes a wonderful pres 
ent but also assures Dad of aJacobsen 
power mower next spring. See your 
Jacobsen dealer now or write us 
one — An all-around favorite & 
q ‘awns. 15-inch cutting width 

a _— Price $122.50, f.0. b. factory 
\ j JACOBSEN LAWN QUEEN — A 

‘ nation-wide choice for & 
larger suburban and 
country lawns. 20 
inch cutting width 

















Price $145.00, f. 0. b 
factory 


4 MANUFACTURING COMPANY 
RACINE+WISCONSIN 


MANUFACTURING COMPANY ¢ Racine, Wis. 


Worthington Mower Compeny, Stroudsburg, Pennsylvania 
Johnston Lawn Mower Corporation, Ottumwa, lowa 
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DIAMALLOY 
PLIERS AND WRENCHES 
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Diamalloy, Single End 
Adjustable Wrench 




















CRANDALL-RICKER SALES CORPORATION 
1169 Paul Brown Bldg. St. Louis 1, Mo. 


REPRESENTING: 


Cleveland Cap Screw Co. 
Cleveland, Ohio 


Freeway Washer & Stamping Co. 
Cleveland, Ohio 


SS ASSOCIATE SALESMEN: 
Paul W. Kane C. J. McAvoy 
St. Louis, Mo. Memphis, Tenn. 
Diamalloy J. E. Dameron Lou Gudgel 
Combination Plier Cedar Rapids, lowa Louisville, Ky. 
Clay Gudgel Joel H. Spragins 
Evansville, Ind. Little Rock, Ark. 


al Glass Co. 
Angeles, Calif. 


Original Enderes Co. 
Guttenberg, Iowa 
Sandee Mfg. Co. 
Chicago, Illinois 
. Co. 
le, Pa. 


Great Lakes Screw Corp. 
Chicago, Ill. 


The Billings & Spencer Co. 
Hartford, Conn. 














Diamalloy Linemen's 
Side Cutting Plier 






for you 


Diamalloy Long Nose 
Side Cutting Pliers 











Strong .. . Dependable. Drop forged of 
special alloy steel. Cutting edges elec. 
tronically hardened giving them extreme 
hardness with toughness and strength in 
the rest of the tool. Inquire about the full 
line. 


ARMS 







Arm-Glaze... 
the Elastic Glaz- 
ing Compound for 
MILL GLAZING is 
another famous 





WRITE FOR CATALOG! 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 


Armstrong Com- 
pany product. 
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TRONG'S SS 


FAR SUPERIOR to any putty, it 
pays to sell this ELASTIC Glazing 
Compound. Unlike putty, our “33” 


N is weather-proof. It won’t crack, 
\ crumble or chip off — won’t dry 
Nout in an opened can. 

N 

N Try “33” yourself on wood or 


metal sash — then recommend it to 
contractors and home handymen. 
Packed in 1, 5 and 10-lb. containers, 
also larger drums. Order from your 
jobber, or write our nearest office. 


MSTRONG COMPANY 


17 CHICAGO 9 * DALLAS 1 
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. SELL 
STANLEY BLACK 
ORNAMENTAL HARDWARE 





Stanley Black Ornamental Hardware gives added 
charm and distinction to Colonial, Early American, 
Modern and Spanish architecture and decoration. 


Popularly associated with natural wood finishes 
like knotty pine and pecky cypress, Black Hardware 
is just as attractive with Early American painted 
surfaces— white, ivory, red and blue. It is ideal not 
only for summer camps, lodges and guest houses, but 
also for single and multiple family dwellings, apart- 
ments, and private executive offices. 





Your customers will appreciate the extra beauty 
Stanley Black Ornamental Hardware gives to their 
homes. Recommend it. Descriptive folder written 
i 
ng 
a Works, New Britain, Conn. 
ck, 
ry 


for the consumer gives full details. The Stanley 





+ Ask your jobber about this attractive 
Black Ornamental Hardware display. 





Reg. U. S. Pat. Off. 
HARDWARE + HAND TOOLS - ELECTRIC TOOLS 
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The complete line of 
“C. Q.” Grindstones 
is fully described in 


e THE STREAMLINER—an easy- 
running. motorized unit for econ- 
omical, expert sharpening. Beau 
tifully finished to last many extra 
years. 


e THE BUCK- 
EYE—A popu- 

ular bench grinder. 

powered to turn the se 

iecied siune at correct speed to 
prevent burning. Excellent sharp 
ening results at low cost. 


¢ THE HARVESTER—extra-strong P 
and durable to withstand the id 
hard knocks of years of w” 
sharpening service. Motor a 
ized for easy. low-priced i 
operation. 














@The No. 120-The newest 
member of the “C. Q.” Line. 
~, Light weight, but durable and 
has all features of other mod- 

els. Superior sharp- 

ening results every 
time. 












this folder. 
SEND FOR IT! 








GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing 
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SELL MORE 
STEEL TAPES 





~2 Menor inay 
STEEL TAPES 
& TAPE RULES 





Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 





NCREASE your sales of WYTEFACE* Steel tapes and jobber for either one of the two assortments which come 
Tape Rules by putting this new merchandiser to work in to you packed in this handsome display. 
your store. It takes less than 1 square foot of space, yet: You, as a hardware dealer, already know the sales ad- 
e It displays a popular assortment of WYTEFACE Steel vantages of WYTEFACE Tapes. The black markings on 
Tapes and Tape Rules where more customers the white background are easy to read in any 
will see and buy them. light. The patented white surface prevents rust- 


* Its glass front and sturdy metal construction 
discourage pilfering. 

® It has a roomy back compartment which 
holds a complete stock. 


| J ing and will not crack, chip or peel off—and 
Ft it is easy to keep clean. 

[ \ Now, with this new merchandiser, you can 

sell WYTEFACE Steel Tapes and Tape Rules 














Drafting, s 
© It has sales helps printed on the back to aid Reproduction, faster than — before. For complete details, 
, : Surveying Equipment ask your jobber or write Keuffel & Esser Co., 
your clerks in making sales. and Materials. Bchohen, N 
° Slide Rules, oboken, ° J. 
Next time you order WYTEFACE Steel Measuring Tapes. *Trade Mark, Wyteface Steel Tapes are protected by 
Tapes and Tape Rules and Refills ask your U. S. Patent 2,089,209. 
KEUFFEL & ESSER CO. 
EST. 1867 


NEW YORK * HOBOKEN,N.J. © CHICAGO °¢ ST.LOUIS * DETROIT * SAN FRANCISCO * LOS ANGELES * MONTREAL 
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GOLDBLATT 
TOOLS for 


All Masonary 
Craftsmen! 


A Complete 

Line of First © 

Quality Tools for YY 

All Masonry Trades 
IMMEDIATE 
DELIVERY 
Illustrated Catalog 
Mailed on Request \ 
Attractive Dealer Discounts 


1s# Choice 


of Plasterers and 

Cement Finishers 
Nationally Advertised Since 1885 
GOLDBLATT TOOL CO. 


1622 WALNUT STREET - KANSAS CITY &, MQ 











DmfAR.:... NEW! 


FORGED SQUARE eéo"tino stack 
SCREWDRIVER ASSORTMENT 


Extra Heavy Duty Handles Unbreakable—Shockproof 
Highly Polished Forged Square Blades of 
Correctly Hardened and Tempered Tool Steel 
Pr 28 agN 
A NEW / \ 
DEPENDABLE TOOL 
WITH A SURE GRIP 


a HE ' 
ON EXTRA PROFITS | SUPER 24sec SCREW DRIVERS 
FOR YOU 
we oR Pa f 


‘i ~~ —_—— 


<< ~ 


Attractive Three-Color 
COUNTER DISPLAY 
CARD 
with easel... 

ITS OWN BEST 
SALESMAN 
eee 
STOCK NO. S-500 
consisting of 
4 each $-3164, S-4166 
2 each S-4165, S-5166 
PACKED {| DOZEN TO BOX 
WITH # DISPLAY CARD | 
WEIGHT PER ASSORT- 
MENT—3'_ Ibs. 
eee 
OPEN STOCK ALSO 

AVAILABLE 
PACKED | DOZEN TO BOX 
Sold by leading jobbers 


AMALITE, INC. 
1884 Pitkin Ave. 
Brooklyn 12, N. Y. 








(ul 


‘ VEMPERED TOOL STEEL BLADES 











CENTRAL 
STANDARDIZED DRIVES 


A COMPLETE PULLEY STOCK 
AT YOUR FINGER TIPS 


This powerful counter display holds your com- 
plete stock — for faster, easier selling. The com- 
plete package includes 27 assorted pulleys and a 
colorful wooden display board. 

% For workshops, homes, 


farms, wherever 
drives are used 


% Diamond bored to 
+.00S” 
% Finished in silver- 
aluminum 
ORDER FROM YOUR JOBBER 
WRITE FOR LITERATURE 


CENTRAL DIE CASTING & MFG. CO. 


2935 W. 47th STREET ¢ CHICAGO 32, ILL. 











CUSTOMER 
SATISFACTION 


' When you install 
Skillman you are 
sure of Superior 
Quality,gained by 
70 years’ experi- 
ence in the man- 
ufacture of fine 
hardware. 








SKILLMAN sizes: 
MFG. COMPANY 
TRENTON 4 ,N.J. 
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FARMERS 
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REPAIRMEN 





Cleveland Drills are highest quality 


—and the biggest dollar value, too,! > 


\ 


because they give more holes per grind. y 
Best of all, they’re easy to sell when you ; 
feature a complete set in a handy, compact container. <> Below are illustrated ° 
six of the popular C&eeland Drill Sets. Fraction and wire gauge sizes 
—carbon or high speed steel. For full information and prices, ask 


your jobber or write to our nearest Stockroom. 











Set No. 460. Wire 
gauge sizes No. 1 to 
No. 60. Also available 
in other assortments of 
high speed and carbon 
drills. 


Set No. 58, High Speed. 
(No. 51, Carbon). Frac- 
tion sizes 44” to 4%” by 
64ths. Also available in 
other assortments of high 
speed and carbon drills. 





THE CLEVELAND TWIST DRILL CO. 


Chicago 6 «+ Dallas 1 . 


Stockrooms: New York 7 ¢ Detroit 2 « 
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Set No. 13. Bit stock 
carbon drills for 
metal or wood, in 
clear plastic case. 
9 fraction sizes— 
ye” to %”. 


e 1242 East 49th Street e 





San Francisco 5 * 


Set No. 57, High 
Speed. (Set No. 26, 
Carbon). Eight frac- 
tion sizes—lKy” to %”. 


Los Angeles 11 


~ 





Set No. 56, High 
Speed. (No. 22, Car- 
bon). Contains 11 
drills, from 4%” to 
\y". Tough fiber 
cloth container rolls 
up into a snug, flat 
package which fits 
in pocket size en- 
velope of same ma- 
terial 


Set No. 84, High Speed. (No. 80, 
Carbon). All sizes of straight shank 
drills from No. 1 to 60. Holes in 
stand are plainly marked; even num- 
bers on one side, odd on other side. 


Cleveland 14, Ohio 


London W. 3, England 






















Merry 
Christmas 
and 


New Haven 


ha” company 
New York 


RADINGI Gas. 
CONMBASKEI 


Chicago 


proper for any fire- 
place, yet a real 
: Heotmaker 
VwKwKw 
A rodiant heater 
with simulated Coal 
Radiants of heat- 
reflecting refractory 
All cast-iron basket 
--€lectroplated. 
-K-) 
28.000 8.TU. CAPACITY 


BRITEIANT FIRE 


ARNUPACTURING CO 











eal 


ELECTRICALLY TEMPERED 
fi 
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DIAMOND POINT TESTED cece samme 


TOOLS THAT SELL asec’ wma sold! 


Thousands of dealers know that the DASCO mer- 
chandise display, illustrated above, is a valuable 


selling aid.. 
the tools.. 


. first, because it prominently displays 
. second, because the high quality and 


fine finish of the tools themselves quickly convince 


the consumer. 


DASCO 





Forged Kanud (ool: 


DAMASCUS STEEL PRODUCTS CORP., 


ROCKFORD, ILL., 














ARCHITECTS and BUILDERS 
Who Want the Best 





Triplex Lavatory Spring 


Hinge Type 2242 


Specify 


~«( CHICAGO) 
SPRING HINGES 


Over 60 years of experi 
ence and knowledge 
into the design and manu- 
facture of every Chicas 
Spring Hinge. This advair 
tage of experience, t 
gether with our earnest de 
sire to produce the finest 
Spring Hinges obtainable 
has given our products 
enviable reputation wit 
Architects and Builders 
who want the best. 








Hardware Dealers who 


Chicago Spring Hing: 
know that they are not 
only easier to sell, b 


what is more importar 
they give lasting satisf: 
tion to Architect, Builde 
and Owner 


There is No Substitute 
for Quality! 





Chicago Spring Hinge Co. 


CHICAGO 


HARDWARE 


NEW YORK 
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Month after month, Mechanix Illustrated makes sales for you. In 
more than 700,000 prosperous homes, a couple of million hobby- 
happy, mechanically-minded men see something, want it, and buy 
it, because its smart manufacturer advertised it in ‘’M.1.’’ 


Leading new advertisers, like those shown on this page, are joining 
up with “’M.1.” in each issue. You sell their good products. Sell 
more, by showing you sell them. Display the merchandise seen 
in “‘M.1.”’ Tie in to cash in on the hardware customers “‘M.1."’ sends 
to you ready-made. 


MECHANIX ILLUSTRATED 


67 WEST 44TH ST. 360 NO. MICHIGAN AVE. 643 SOUTH FLOWER ST. RUSS BUILDING 








NEW YORK 18, N.Y. CHICAGO 1, ILL. LOS ANGELES 14, CALIF. 


SAN FRANCISCO, CALIF. 








MI! makes 
them buy 
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WIL-BOND 


SAVES WORK! 
* 


... that's why it has become 
such a fast-selling favorite 


Everyone likes to do things the easy way. And the easiest 
way to prepare any surface for refinishing is with Wil- 
Bond. This easy-to-use liquid eliminates the need for 
sanding . . . for messy washing down with soap and water. 
Actually does three jobs at once! Cleans, dulls, and leaves 
the surface slightly “tacky’—a perfect base for the new 
finish. 

Dealers everywhere are cashing in by recommending 
this time and work-saver with every paint, varnish, and 
enamel sale. Are you getting your share? 


And don't forget... 
IMPERIAL Rapid BRUSH CLEANER 


Your customers will welcome fast-acting, ready- 
to-use Imperial Rapid—the brush cleaner that , | 
leaves bristles with their original spring and 
liveliness. 








Order from your jobber 





WILSON IMPERIAL COMPANY 
Dept. H-128, 115 Chestnut St., Newark 5, N. J. 





MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 














$0-HARD 
SCREWS 


SHEET METAL 


Types A and B 








Made of steel, stainless steel 


and brass. 


Good inventories now of 
standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 


, ; “ - “ - ’ 1 a, ‘a E . 
Est. S@UTHINGTON, CONN. £- 











OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
> triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 






of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetticld Zrovege 


PAINT CORPORATION 
CLEVELAND 6, OHIO 
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The "DANDEE* Line 
OF PLUMBING, HEATING AND 
OIL BURNER SPECIALTIES 


Water Gauge Sets 
Medicine Cabinets 
Basin Faucets 

Sink Faucets 

Relief Valves 
Regulating Valves 
Pipe Fittings 

Pipe Nipples 
Compression Fittings 


Tubular Traps 

Cast Traps 

Ballcocks 

Boiler Stands 

Pipe Joint Compound 
Ridgid Tools 

Soap Dishes 

Stop & Wastes 


Gate Valves Mixing Valves 
Radiator Valves Gas Hot Plates 


Gauges Bathroom Accessories 
Gas Space Heaters Toilet Seats 


Gas Cocks Grease Traps 
Plumbers Chemicals C. |. Specialties 


Sweat Fittings China Handles 
Copper Tubing Washers of all types 


Watts & Minneapolis Honeywell Controls 
Many Other Kindred Products 
WRITE FOR CATALOG AND PRICE LIST 








Insist on **SDANDEE”’ 


PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 
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‘Clarke machines rent themselves,”’ says a dealer in 
New York state. ““My complete Clarke rental unit— 
sander, polisher, edger and portable sander-polisher— 
rents on the average of twice a week. Believe me, 

that brings in steady easy profits. Clarke’s are really 
built well and thus maintenance is low. I get additional 
profits on sandpaper, floor finish, wax, etc., and more 


store traffic. I’m for Clarke rentals . . . 100%!” 


So says one of 11,500 Clarke dealers—and all of them 
are making similar profits—easily. Join these profit- 
makers now . . . write or wire today! 
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RENTALS 


are the easiest part 


of my business 


MV-8 and LV-8 SANDERS 
P-12 POLISHERS 


V-5 EDGERS 
DUO PORTABLE ELECTR] 
SANDER-POLISHERS ‘ 


Sales and Service Branches in All Principal Cities 
CLARKE SANDING MACHINE COMPANY 


3012 CLAY AVENUE MUSKEGON, MICHIGAN 


‘ 


5 
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, 
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a BUY line for your 
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MANUAL E 


Ef 


F.. nearly a century, Ro 
Murphy and Sons have made quality knives for 
every purpose. Knives that are sharp, durable 
and especially designed to do a particular job. 
R. Murphy Knives are painstakingly fash- 
ioned from the finest, tempered steel, uni- 
formly hardened by an exclusive process and 
honed by hand. They are precision joined to 
custom built handles that provide the proper 
rip. 
. Customers don't "go by", they come buy 
i when you carry R. Murphy Knives. 


ADJUSTABLE 
CARTON 


Order today from 
your jobber. Display 
and sell with confi- 
dence and profit. 
Write for descrip- 
tive catalog showing 
the complete line of 
R. Murphy Knives. 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS. 











CHAMPION 


SCREEN HARDWARE 


Now is the time to place your Screen Door Hinge 
orders for the 1949 season to insure prompt de- 
livery after January Ist. 

Steel is still very much in short supply. It is 
our desire to take care of your needs as promptly 
as possible. You can insure your requirements will 
be met by placing your order now. 


To the right is shown one 
of the fast selling items in 
the big CHAMPION line 


of Screen Door Hard- 
FINISH NO. 

Dull Brass Plated 130 CS 

Japanned 130 JS 





Packed 1 set in a box, 
3 dozen sets in a case 





No. 1305S 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 














CHAMPION HARDWARE C0. 


GENEVA. OHIO 
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MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES! 


It's a Promise! You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. Cus- 
tomers eagerly PAY UP TO $5 PER 
DAY in rentals alone. 


Besides, each rental customer 
invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORF. 


PROFITABLE SALES. 
Install This New Lincoln 


SPEED-O-LITE 7” 
Hi-Speed Rental Sander 


Take advantage of Lincoln’s 
Easy Payment Plan which en- 
ables you to retire your invest- 
ment out of increased profits. 







Write for Proof of the Big Money 
Making Power of Speed-O-Lite 7" 
Time-Payments to Suit Your Needs. 


Representatives in All Principal Cities 


FLOOR MACHINERY COMPANY, Inc. 
1252 WEST VAN BUREN ST., CHICAGO 7, ILLINOIS 








¢ the 


Throvahn” “best 


count . te 
seller” 


5-year gue 

stationally © oaver” 
rise 
packaged: 


attractively 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Giant Values 
Fast Sellers 


“IDEAL” 


Sell For $19.20 
Buy For 12.80 
PROFIT $ 6.40 


“IDEAL DISPLAY” 


Suggested Retail: 


$.20 ea. — 3 doz. 1” Brushes 
2” Bristles, 5/16” thick. 
.30 ea. — 2 doz. 142" Brushes 
2” Bristles, 5/16” thick. 
-40 ea. — 1 doz. 2” Brushes 
2” Bristles, ¥%” thick. 


“= K’’ 


Sell For . $23.58 
Buy For 15.63 
PROFIT . $ 7.95 


“O K” DISPLAY 


Suggested Retail: 


$.30 ea. — 2 doz. 1" Brushes 
2” Bristles, ¥%” thick. 
A5 ea. — 112 doz. 12" Brushes 
2%," Bristles, 7/16" thick. 
.69 ea. — 1 doz. 2” Brushes 
2%" Bristles, 2" thick. 











fine 


MMONEYV- MAKERS. 










® All our brushes are made of pure 
black Chinese Bristles and set in vul- 
canized rubber. Handles attractively 
finished in gold and blue, and boxed 
in a beautiful gold and blue display 
package. 


Sell Jacobus long bristle and nylon 
painter tools—best since 1835. 


SS ER A a wee 





b 


JACOBUS 
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Order TODAY from your jobber, or send this 
coupon: 

A. G. JACOBUS’ SONS INC. 

770 Bloomfield Avenue, Verona, New Jersey 


Please ship at once 
0 “Ideal” Display cartons (@ $12.80 
() “OK” Display cartons (@ $15.63 
C) Free Catalog showing complete line of paint brushes 


Nome 


Street City Stote 


























Model 76A Power King is a thoroughly dependable 


product resulting from nearly 70 years of specialized 


MODEL 550 DELUXE lawn mower manufacturing experience. You can offer 
Lightened by aluminum alloy— this quality power job to your customers with ab- 
yet shock-proof, sturdy and dur- solute confidence. 
able. Smooth running, prompt 
acting, easy to propel, An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 
pick-up to the reel, 





Completely modern design, precision built. a ‘y L 
Many desirable features:—Aluminum alloy i} AWN 
castings. Tubular steel handles. Attractive MOWERS 
baked enamel finish. 5-blade ball bearing 
SINCE 

reel with take-up for wear. 20” cut, ad- 1880 
nae. —/_ justable for height. Positive clutch, Highly 

Naf liabl +R 2 
» a a eo reliable power unit, Rugged tires, 


stands vertical for easy 
storage. Rubber grips. LIG 
10” wheels. Tires wd 












semi-pneumatic, 5- STRONG 
blade ball bearing MODERN 
reel, 16” cut. + 
Rubber roller 
‘ WEIGH LY 
Weight 29 Ibs. 87 og 
Information 
MODEL 776A POWER KING on request 











MANUFACTURING COMPANY 
- SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 


5 Reason : CRITE | 








ANEW KIND OF VISE PLIERS 


SELLS ITSELF! 












FINGER-TIP RELEASE— (2) 

Opens Jaws Instantly DOUBLE-ACTING 

Without Banging Knuckles! ADJUSTMENT SCREW— NEW-TYPE JAWS— 

A flick of one finger opens powerful jaws without mak- = Adjust Jaws Twice As Fast! Prevent Slipping and Side Twist 

ing handles leap apart. This revolutionizing feature 

saves knuckles, saves time, places complete control in Right and left hand threads give double Flat jaw on top, curved jaw on bottom, give greater 

one hand, and lets you release, readjust and relock speed on jaw adjustments. You grip and holding power than ever before . .. more than double 

without changing position. Dealers say this exclusive adjust with same jhand—easily, quickly—a resistance to slipping and side twist. Teeth especially 

new feature alone sells Gripso on sight! big advantage in “hard-to-get-at’’ places. heat-treated—tough, long-lasting. 

THESE THREE EXCLUSIVE FEATURES bring ‘‘on-sight"’ GRIPSO sales to craftsmen, never before reached by conventional vise pliers. If you are an established wholesaler 

farmers, and “‘home-workshopmen."’ And GRIPSO's many other advantages—making and volume sales appeal to you, send this coupon or write today for full information 

it ideal as pliers, hand-vise, pipe-wrench, clamp, and nut-wrench—open up markets and selling plans on GRIPSO. 

I EEE ee ee ee BY 88 eee 

ADDRESS. ’ cael 
Street City State 





A PRODUCT OF H. R. BASFORD CO., + DEPT- B-1, 235 I5th STREET +» SAN FRANCISCO, CALIFORNIA 
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OR BOILERS « ‘HOT WATER 
HEATERS « SMALL : 
Model 2 A- my WEL on FrLrer 
FURNACES em Luxe moo 
SPACE * PM ittae «=: 2-300 

HEATERS | in %" Pipe 

“y: my ; “on ~ | Several, ‘ Openings. 

High. 4-5/16” As ; 

Ab: meives 3 e YEARLY 
» Unit Surface DIVIDENDS 


Model 1A-25. vs Pipe Open- — After making the original sale of a GEN- 
434," Hig h Sa ane. ings. ERAL FILTER, dealers make a dividend each year 


“nn; : through the sale of replacement cartridges. The customer, 
317" Dia. Fil- at Rare 

Unit S$ oe of course, returns to the dealer who made the original installation 
ter — -" ‘ -and installation is so simple that it can be made in less than two minutes. 
face 3 Sq. ‘Sie eee If you haven’t already done so, investigate the profit possibilities of GENERAL 
In. ¥% Pi pe FILTERS. See that each one of your customers has one. 


Cpanings. WRITE tad TS nA OF YOUR NEAREST JOBBER 


GENERAL FILTERS — 7. a 7 i 12890 WESTWOOD AVE. 
INCORPORATED ' She" . DETROIT 23, MICHIGAN 
NCH: GENERA “Cat D., 173 STRACHAN AVE., TORONTO 3, ONTARIO 




































‘Sell Burpee Seeds 


and i increase your spring sales 
Write Today for Burpee 1949 Red List 


—Wholesale Prices for Dealers 


Highest Quality Color Packets 
Seeds in Bulk Sale or Return 
Burpee's Red List has low wholesale You get 100% mark-up on these 
prices on flower and vegetable seeds best-known, most advertised flower and 
in bulk, in whatever quantities needed vegetable seeds, in attractive color 
to supply your trade—ounces, '|/, Ibs., packets and free display racks. Sell 
Ibs., 10 Ibs., 100 Ibs., and more. more with Burpee Seeds! 


New Burpee Super Packets Sell Faster — Don't Miss Them! 


Send Postcard or This Coupon Today 


— Be Ready With Your Seeds When 
Your Customers Want To Buy 


The Best-Known and 
Most-Advertised Brand 





hiladelphia 32, Pa. 


W. Atlee Burpee Co, | clinton “iowe 


| Sanford, Florida 


"Burpee Seeds Grow'’ are Household Words 
Wherever Gardens Grow in America 





Rush to me as soon as printed Burpee'’s new 1949 Red List; 
wholesale prices on Flower and Vegetable Seeds, including 


W. At | ee a u r p ee C re) 7 : colored packets on sale or return basis. 7 


Vegetable and Flower Seed Growers sae 


Philadelphia 32, Sanford, Clinton, 
Pennsylvania Florida lowa 


Street (or Box No.) 
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WANT TO 


TURN GLUE * 34 
INTO GOLD? pee 


STIC RES! 





— 
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- + 
WELDWOOD Gives You That Midas Touch! 
Yes, Weldwood Glue can work sales magic for you. Hobbyists, 
homeowners, and handymen . . . woodworkers of al/ kinds . . . 
are sold on the easy-to-use, quick-setting strength of this modern 
plastic bonding agent. Cash in on Weldwood Glue’s popularity 
by keeping a carton prominently displayed. Folks who work with 


wood will come back again and again for Weldwood Glue. They'll 
make your store headquarters for all their hardware needs. 





And it’s so easy to make new friends for you. . . and Weldwood 
Glue ... Just point out these six sure-fire selling points. 
1. Tremendous strength 4. Spreads smoothly and evenly 
2. Joints made stronger 5. Mixes easily with cold tap 
than the wood itself water 
3. Bacteria and rot-proof 6. Stain-free and moisture resistant 


Sell Weldwood Glue for 15¢, 35¢, 65¢, and 95¢. Larger sizes, too. 
Ask your jobber for complete details and samples, or write us for 
attractive counter display (give your jobber’s name). 


UNITED STATES PLYWOOD CORPORATION 


Industrial Adhesives Division, Dept. 420 
55 West 44th Street, New York 18, N. Y. ¢ x 
WELDWOOD PLASTIC RESIN GLUE 


SS 











WOODRUFF KEY 


CONTAINING 100 oer vn es 
stanpane seast Cd ones 











TAPER PINS * STRAIGHT PINS * COTTER PINS 
WOODRUFF KEYS * MACHINE KEYS 


AND OTHER "STANHO" STEEL PRODUCTS 





NEW STANDARD BRAND 
HORSE SHOE NAIILS 











HORSE NAIL CORP. 


SINCE 1872 
PENNSYLVANIA 


STANDARD 


NEW BRIGHTON ° 











WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 
4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 








FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your jobber. Write direct to us for new Catalog Sheet 
Iustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 
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RIGHT Quality Diamond bored. 
Individually tested for true run- 
ning. 

RIGHT Line. Complete line of V- 
belt, variable speed and _ step- 
cone pulleys, V-belts and flexible 
couplings. 

RIGHT Packaging. Individual 3- 
color boxes with lots of eye ap- 


peal. 
RIGHT Prices. Low prices mean WRITE 
r Be x dis ts an 
promt. ee ee re for CATALOG 


See us at Booth 211, Hardware Show, October 12-16 


CONGRESS °::::0° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 
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Ya” Drill 


HOME-UTILITY Sales ae 
are Climbing cul MBING . = 


® The Home most versatile Drills and acces 
ies, at popular prices, 5 workshops, farms and repair kits 
i ! 
P _ HOME- 
users 1m every month of the yea": h 1 a UTILITY 
i Christmas, Father's Day: aie $3.35 
: 35 








consumers. 

The Home-Utility Line gives you 
store panners, envelope stuffers, 

advertising ts to help you tie in 
4 
HOME- 

features by Black & . ME-UTILITY 

. a Vertical 

) Bench Stand 


campaign: 
Utility Line is puilt with quality 
ufacturet of portable electric tools- 

27 Black & | $11.45 


The Home 
world’s largest man 
e benefit of any one o 
prompt repair and guarantee 


& The Home-Utill 
Decker Factory Service Branches 
Pp . 
“+e and Wire 


replacemen 


der these f 
| Brushes from 

























So or 
Whee 


HOME-UTILI 
‘ Co- 


9” Vertica 
SOLD TH 
R 
Ho LEADIN RIBU 
TORS EV 
0 yo 
E 


ME-UTILITY 


$17.45 


Product 
s of THE BLACK & DECKER MF 
G. CO 


Black 









HOME-UTILITY 
Yq" Drill 


$35.95 
Drills 
ry Drill Stands ° — 
ire Wheel Brushes 
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Ask Your Jobber For This Quick-Selling 


HAMMER CORP 4 


TWIX ito ince 
ADJUSTABLE BENCH LEVEL FORGED 


.of high tensile steel 


for greater strength 


@ Revolutionary tool 
for home or profes- 
sional use. 


@ All metal with 3 
spirit levels for hori- 
zontal, vertical or 
angular position. 


.- construction throughout 


for durability 








The angular 
spirit level works 
on a patented 
adjustable 
thumb screw to 
give you any 
angle up to 90 
degrees. 


Even cheaper 
than ten inch 


levels lacking 
the patented ad- 
justable feature. [ _of all uses, 











order today! 
WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. tin go wewey CHENEY “280 


40-09 21st STREET, LONG ISLAND CITY 1,N.Y oer LITTLE FALLS, NW. Y., U.S. A. 
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There $ real quality in Metco 


precision-made ° 
d for extra 


Wrenches - ° t the finest 
e tool steel, 
nished in gleaming, 


Metalit heat-treate 


strength Plate. fi 


rust- 


vl 
resisting nickel-chrome- Tapered design, O° 


Pavicohic Pastiale) and scief 
ment at stress points give greater Ww 
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There's tremendous sales power in 


this metal dispensing display rack. At- 


tractively jithographed in 3 colors. Contains 


76 fast-moving Metco 
y. From coast-to-coG 
es fast with this stream- 


Wrenches in the most 
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Co-ops Express Enthusiasm 


Over Election Results 


CCORDING to a news story 
in Printers’ Ink the Co-ops 
are quite pleased with the 

election results. The story is 
signed by Harold E. Green as Mid- 
West Editor and reads in part a= 
follows: 

*“Minneapolis—Enthused ove: 
the defeat of key co-op foes in 
the recent elections, the 16th 
biennial congress of the Co-op- 
erative League of U.S.A. this 
week mapped out an aggressive 
program embracing many eco- 
nomic and social objectives. 

“As outlined by Jerry Voor- 
his, executive secretary of the 
league, they include: 

“(1) Establishing greater fi- 
nancial self-sufliciency through 
co-op banking and credit facili- 
ties. 

“(2) Developing methods 
and services to meet the needs 
of retail consumers in urban 
and rural areas. 

“(3) Developing public rela- 
tions techniques that will gain 
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greater public support of the co- 
operative movement. 

“(4) Formulating a construc- 
tive and positive approach on 
taxation. 

“(5) Attaining  self-suflicien- 
cy in supply of natural re- 
sources, 

3 Although these objectives 
are restatements of co-op aims 
expressed through the years, 
they take on a new significance 
in light of current events, it was 
pointed out. The Co-operative 
League, after suffering reverses 
in the last 12 months, has re- 
formed its ranks and is advanc- 
ing steadily. The national man- 
ufacturing and distributive 
organization of the consumer co- 
op movement. National Co-oper- 
atives, Inc., is now operating in 
the black through a greatly re- 
stricted program. But its man- 
agement policies and operating 
policies have been strengthened. 
The strong co-op plank in the 
Democratic platform plus the 
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defeat of congressmen who led 

the fight against co-operatives 

indicates a more favorable eco- 
nomic and political climate in 

which to function. A check ol 

bellwether co-op wholesalers re- 

veals additional gains in scarce 
woods and commodities. such as 
oil.” 

If Co-op enthusiasm. as re- 
ported by Mr. Green who was pre- 
sumably on the spot during the 
convention mentioned. is justified 
then tax equality efforts have re 
ceived a setback which calls for a 
continued and even better coordi- 
nated fight to have Co-ops taxed 
the same as privately-owned busi- 
nesses with which they compete. 

If President Truman with his 
control of both Houses in Con- 
eress is going to continue to hold 
the tax exemption advantage um- 
brella over the Co-ops he will be 
penalizing privately-owned — busi- 
ness. Further. he and his adminis- 
tration will be very inconsistent 
when he has repeatedly condemned 
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all kinds of “special privilege” and 
demanded that greatly increased 
tax revenues be raised. If the tax 
exemption advantages of the Co- 
ops doesn’t represent very definite 
“special privilege” I don’t under- 
stand the meaning of the words. 

In the same publication under 
the title “Attacks on Co-ops Swung 
Many Rural Votes to Democrats” 
i read: 

“Attacks on farm co-operatives 
by the National Tax Equality 
\ssn. and certain Republican 
congressmen made up one rea- 
son why rural returns in key 
farm states did not offset Demo- 
cratic majority in cities. Though 
normally Republicans, most 
farmers of consequence, partic- 
ularly in the Middle West, be- 
long to one or more co-opera- 
tives. Resentful of the Republi- 
can-inspired attacks on their be- 
loved co-ops, these farmers cast 
their ballots for the Democrats.” 
In contrast to quotation above 

is the viewpoint expressed by H. 
Paul Dee, president, D & D Com- 
pany. Fort Dodge, lowa, distribu- 
tors of hardware, automotive sup- 
plies and farm equipment. Mr. 
Dee addressed a letter to Governor 
Thomas FE. Dewey which was wide- 
ly distributed and which appeared 
in The Fort Dodge Messenger and 
Chronicle. From this letter to Gov. 
Dewey I quote the major part as 
follows: 

“According to a newspaper 


article edited through the Asso- 
ciated Press, in a speech made 
by Governor Earl Warren at St. 
Louis, Missouri, Tuesday, Sep- 
tember 21st, Governor Warren 
made the following statement: 
‘The biggest co-operative is in 
my state, California, and the sec- 
ond biggest is in New York, and 
Tom Dewey is a member of it. 
Do we want to pitch-fork the 
co-operative — and if so, can 
anybody tell me why?’ 

“The American businessman, 
who has been the backbone of 
our American economy through- 
out all the years, has no quarrel 
with any business organization, 
be it a co-operative, a corpora- 
tion, or any other type of busi- 
ness, if that business organiza- 
tion competes fairly and on an 
equal basis with all the rest of 
its competitors. 

“We do not wish to debate 
the advisability, at the time, of 
the old HR 101 bill, when it 
passed the National Congress 
many years ago. Those old or- 
ganizations were merely mar- 
keting organizations and no 
doubt did deserve tax exemp- 
tion. However, it is not even de- 
batable that this situation has 
changed radically since the time 
this bill exempting co-operatives 
from taxation was passed. 

“The national organizers and 
the national officers of the large 
national co-operatives, with state 


and county divisions, definitely 
state that it is their goal to take 
over all businesses. Even with- 
out these objectives, within fifty 
years, armed with federal tax 
exemptions in most cases, the 
final result could be eventually 
nothing but state ownership or, 
if you please, socialism. The aver- 
age American businessman does, 
therefore, object strenuously to 
this un-American, un-democrat- 
ic, discrimination in favor of the 
large co-operative organization 
so far as federal taxation is con- 
cerned. 

“In view of these indisputable 
facts, thousands of businessmen 
feel that this tax exempt co- 
operative movement is truly a 
part of the socialistic, commu- 
nistic trend in America today. 
Therefore, we feel that this ques- 
tion of co-op taxation inequality 
is a vital political issue.” 
Realizing that many platform 

pledges, of all parties and candi- 
dates, often fall short of fulfillment 
and that an articulate citizenry can 
be very potent either in activating 
a campaign pledge or conversely 
in causing its modification, I urge 
a renewed interest in fighting for 
tax equality that puts privately 
owned and Co-op businesses on 
the same basis. Congressmen will 
still listen to the known opinions 
of their constituents regardless of 
what is said or implied in the heat 
of a political battle. 


"A Program of Community 


Anti-Communist Action” 


HE above is the title of the 

fifth anti-Communist report 
prepared and issued by the Eco- 
nomic Research Department, 
Chamber of Commerce of the 
U.S.A., Washington 6, D. C., which 
is prepared to distribute this vital 
booklet upon request. Single copies 
are 50 cents each. Larger quanti- 
ties enjoy a lower price to the 
point where 100 or more copies 
are 15 cents each. 

This report should be in the 
hands of every good American 
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citizen. It deals with the subject 
objectively and, as the title im- 
plies, it offers a sound community 
program for fighting the spread of 
Communism. 

In an accompanying letter. Dr. 
Emerson P. Schmidt, director of 
the Economic Research Depart- 
ment of the Chamber, appropriate- 
ly states in part: 

“American Communists, hav- 
ing found new resistance at top 
levels—in government, some 
labor unions, the press, motion 


picture industry and radio 
have been instructed to work 
more directly on the masses of 
the people at the local level. 
“This means new effort 
penetrate youth organizations, 
women’s clubs, veterans’ posts. 


io 


religious bodies, cultural and 
recreational organizations, and 
local labor unions. 

“This report sets forth the 
essential know-how in combat- 
ting this new ‘united front from 
below’ tactic.” 
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n / Ihere’s a noticeable difference in the 
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S ° > 2 
easier. Two bored holes and a shallow recess do the Faceplate (1), bolt (2), hub (3), and 
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al trick. Contractors save on installation time. Home- Operating lever swings on a hardened 
Te > steel pin. An ingenious coupling retracts 
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entirely suited for Colonial or Cape Cod homes. 
BERMAC is more modern, with clean flowing lines 
that style it for tomorrow. 
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k charm and grace to every door — knows what builds 
f ‘ , . . 
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The lef+ side as seen from the rear. Note that through the use of low 
display units it is possible for adults to see any part of the store. 


Main Street Gets the 


alive to its opportunities and one think lightly of such small towns as 
ENNVILLE, MICH., is that has a large rural population this one, which is near the eastern 


a community of little more than that has money to spend on the shore of Lake Michigan, probably 
700 population. Its a small town things it needs. would be greatly enlightened as to 
to be sure. but it's a town that is However. people who speak and the business potential of such rela- 





The store is a showcase at night when it is illuminated for the benefit of passers-by. 
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The right side of the store looking towards the front. The only obstructions 
are three center posts which are painted white to minimize their prominence. 


Trade 


tively small places if they were 
able to spend a couple of hours in 
Dickinson’s Hardware. in Fenn- 


ville’s one and only business block. 


Visitors Pleased 


Visitors to Fennville are greatly 
pleased to find such an impos- 
ing. modern store front of black 
Vitrolite among some of the stores 
which line the main street. Some 
of the older structures, such as the 
one Dickinson’s Hardware vacated 
when it moved across the street to 
its new home this summer. are 
lavorite subjects of the artists who 
flock to nearby Saugutuck, which 
is one of the most popular art 
colonies of the country. 

The greatest crowd that ever as- 
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Fennville, Mich., a town of only 700 people, today boasts 

of one of the most modern hardware stores to be found 

anywhere. Summer vacationists and local residents kept 
eight salespersons busy on Dickinson's opening day 


sembled on Main St. was both in 
and outside the Dickinson store on 
Saturday afternoon. July 24, when 
the official opening was held. The 
aisles of the storeroom. which has 
a 62 ft. front and is 66 ft. deep, was 





jammed ang many people couldn't 
manage to get into the store at the 
height of the rush. 

At the end of the busy day the 
cash register showed a total of 


more than $2.700. and’ eight sales 


~ 


4 


; 


‘ 


The complete staff, left to right: Eugene Duell, with the firm for 45 
years; Charles Leonard Dickinson, 16, who works in the store during 
his school vacation, Mrs. and Mr. Donald H. Dickinson, and L. M. Cullum. 


1948 


73 













ia p 
ES nea tgs 


ae + oe M 
phneeebick tcete 


Biahasé 453 
Vrrrers were 


UBL! 


TTOT Ty ress 
Tone itt 
REISS S aise 
te ee 










Household ne-<essities and paints are displayed side by side to suggest tie-in 
sales. Aisles are wide and larger items may be shown without impeding traffic. 


persons had been kept working at 
high speed most of the day. 

During the opening day. the 
store sold four dozens of 7-qt. cold 
pack canners, which was one of a 
number of items of merchandise 
advertised in the full-page ad 
which announced the opening 
event. 

At the peak of the rush one wo- 
man elbowed her way through the 
crowd until she could get the atten- 
tion of a salesman and said she 
would buy a $300 refrigerator that 
was on display. 

Another person called on the 
telephone and ordered a_ water 


heater to be sent to his home, as a 
result of reading a mere mention 
of them in the advertisement. This 
sale amounted to about $80. 

Later, while the writer was visit- 
ing the store. a customer dressed 
in working clothes inquired about 
the size of the largest refrigerator 
on the floor. His only interest was 
in the size and not the cost, about 
$400. and said the cash was ready 
as soon as delivery was made. 

Instances such as these indicate 
that money is rather plentiful in 
many rural communities such as 
Fennville. which is prospering 
largely on fruit growing. 





A large stock of galvanized ware can be shown on this raised platform. 
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During the summer the local 
working population is greatly aug- 
mented by hundreds of migratory 
workers who pick fruits and vege- 
tables and help can them in the 
town’s huge. modern cannery. 
With four and five members work- 
ing, many of these families are able 
to earn $35 to $40 for a day’s 
work, so it can be seen that they 
help to make up a good market for 
the local merchants. 


Workers Good Customers 


One of these migratory workers, 
a Mexican woman from the south- 
west, has bought at the Dickinson 
store. at several times this summer. 
a washing machine. an electric 
ironer and an electric roaster, all 
of which were paid for with cash. 
At the end of the working season 
all of these appliances were taken. 
along with all the other household 
goods in the family’s car, back to 
its home in the southwest. 

Donald H. Dickinson believed 
that building such a large and pre- 
tentious hardware store would help 
to build greatly increased traffic 
and volume. He was correct in his 
decision as is evidenced by the de- 
cided increase in the daily sales of 
the establishment. 


The business was started 65 


HARDWARE AGE, DECEMBER 2, 1948 





veal 
uncl 


ner 


pret 

T 
first 
Stre 
dru; 
whi 
kin 
city 
just 
esta 
vive 
app 


P 
the 
thre 
olde 
Dic 

B 
stor 
an 
afte 
seas 
that 
leas 
vea 

I 
larg 


had 


\o- 
g 
ry 

e- 


he 


le 


Py 


Or 


~t 





vears ago by Mr. Dickinson's 
uncle, who later took in as his part- 
ner his brother, the father of the 
present owner who has been man- 
aging the business since 1931. 

The old store was only about 
half as large as the new and more 
pretentious modern store. 

The Dickinson store is not the 
first modern retail store on Main 
Street, for near it is a fine, large 
drug store. built about a year ago. 
which is as fine an example of its 
kind as will be found in any large 
city. A large, modern food store. 
just a few doors away, is another 
establishment that is beginning to 
vive Main St.. Fennville, a striking 


appearance. 


Attracts More Women 


Probably the greatest effect of 
the new store is that it is attracting 
three times as many women as the 
older store did, according to Mr. 
Dickinson. 

Between the opening of the new 
store and Nov. 1, sales have shown 
an increase of 40 per cent, and 
after the close of the Christmas 
season Mr. Dickinson anticipates 
that the sales volume will be at 
least 50 per cent greater than last 
vear. , 

In order to get a floor area as 
large as he needed Mr. Dickinson 
had a wall torn down and two ad- 
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A clean stock of fishing reels and tackle can be maintained under 
glass, where it is protected from any "light-fingered" individuals. 


joining storerooms joined into one. 
Through the use of structural steel 
it was possible to make one large 
showroom which has but three 
metal posts. There are no other 
obstructions and the display units 
are low so that one can have a 
clear view of any part of the estab- 
lishment. 

Another construction feature of 
the new store is its office which is 
built on a platform that is just 
about 18 in. high. This makes it 
possible for Mr. Dickinson or any- 
one else in the office to observe all 
the activity on the floor. 


In the rear of the store there is a 
storeroom, 13 ft. deep and the full 
width of the building, in which 
there are racks and bins for pipe 
fittings, and all kinds of bulky and 
irregular merchandise that would 
be hard to display and handle in 
the store itself. 

The name of the store will be 
spelled out in large stainless steel 
block letters which will be back- 
lighted, and should prove very 
effective by day or night, against 
the black Vitrolite facade. 

The high glass windows extend 


(Continued on page 108) 





Window shoppers on the sidewalk can see this full line of kitchen utensils and appliances. 


HARDWARE AGE, DECEMBER 2, 


1948 





Something New—a Drive-in 


- 


DOUGLAS HARDWARE : palaces, for customer’s don’t have 


IN Lm to leave their cars to shop at the 


Douglas Hardware Drive-In. 


DRIVE 


HOME APPLIANCES + WATER SYSTEMS | 
PLUMBING SUPPLIES : 


By putting a novel idea into 
practice, Douglas Hollberg, oper- 
ator of two other local hardware 
stores, has gone a long way to 
wards eliminating one of the both- 
ers of present-day urban shopping 

the lack of adequate parking 
space. He’s not coddling custom 
ers, as much as he is developing his 
business along lines that may make 
it impossible for customers to buy 
hardware as conveniently  else- 
where in the community. 


The Thought Behind It 


The thought behind the Douglas 
Hardware Drive-In is that people 
may drive into the store and have 





A customer drives out of the store of the Douglas 
Hardware Co. Customers can drive in, shop and have 


their purchases loaded directly into their cars. their purchases loaded into their 


cars immediately. They may tele 
phone the store and give thei 
order and by the time they get to 





= is belies ing 


and, but for this story, one would 
have to travel to Griffin, Ga.. to be- 
lieve that selling hardware has 


A partial view of 
the crowd inside 
the store on open- 
ing day. A well- 
planned publicity 
campaign for this 
unique’ establish- 
ment drew from 
8,000 to 10,000 
people, including 
numerous out-of- 
town visitors. 
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gone on a drive-in basis. There, 
hardware is now being sold, prac- 
tically a /a curb service, minus the 
“cheesecake” dressings of road- 
side hamburger and soft drink 


the store. the order will be ready to 
be placed in the car or truck. Or. 
customers may drive into the store. 
select their merchandise and have 
it loaded into their cars. 
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ardware Store 


It all began when Douglas Holl- 
berg and his father, C. F. Holl- 
berg, Sr., first started out to obtain 
larger and more accessible ware- 
house space for the Douglas Hard- 
ware Co. The building which was 
obtained was formerly a_ livery 
stable located adjacent to the hard- 
ware company. This building was 
completely renovated throughout 
with new concrete floorings, new 
doors, new fixtures and was com- 
pletely painted. Over 1500 ft. of 
shelving was built into the build- 
ing to accommodate merchandise. 


Ample Floor Space 


There is floor space of approxi- 
mately 15,000 sq. ft. plus a partial 
second floor, running across the en- 
tire rear of building. which pro- 
vides an additional 2000 sq. ft. of 
space. All of this is for the dis- 
play and stock of hardware and 
housewares. farm and_ industrial 
supplies. paints. appliances and 
varieties of other merchandise. 

The building has three large 
doors which can accommodate all 
vehicles. Two of these are situated 
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Customers can drive right into the new store of 
the Douglas Hardware Co., make purchases, load 
them into their cars and continue on their way. 
From 8,000 to 10,000 attended store opening 








ANNOUNCING 
THE OPENING OF 


DOUGLAS HARDWARE DRIVE-IN 


Something NEW WILL BE Opened For 
Your Convenience 
A DRIVE-IN HARDWARE STORE 
YOU DRIVE YOUR CAR INTO THE BUILDING 
NO PARKING WORRIES 
ENTRANCE DIRECTLY IN REAR OF DOUGLAS HARDWARE CO. 











Part of the firm's full page newspaper announcement. Congratulatory 
messages frcem numerous manufacturers and wholesalers were included. 


on opposite sides of the structure way for customers remains open at 


so that customers’ vehicles can all times. 

drive completely through without In order to carry out the drive 
obstruction. The third door is in idea, the new store was com- 
easily accessible for loading and pletely departmentalized in the 


unloading freight so that the drive- same order as a conventional hard- 


The idea started 
when the company 
acquired an ad- 
jacent building 
providing 17,000 
additional sq. ft. 
of space. Large 
doors at opposite 
ends create the 
ready-made cus- 
tomer's driveway. 
Here is a partial 
view of the ap- 
pliance section. 
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The store is highly departmentalized along the lines of a convention- 
alized hardware store but department areas are larger. Six vehicles 
can be accommodated at once and a special freight area aids mobility. 





Left to right are: Brandon R. Hamilton, manager of the Douglas Hardware 
Drive-In; M. Douglas Holiberg and C. F. Hollberg, Sr., proprietors of the 
company, and its general manager, Spence H. Hamilton. 


ware store but on a larger scale. 
Space was planned first for a drive- 
way for vehicles and enough space 


September Washer Sales 


ALES of standard-size house- 

hold washers in September 
cracked the 400.000-mark for the 
first time in history, climbing to 
433.919 or 8.8 per cent higher 
than the 398.298 set in March, ac- 
cording to reports from the Amer- 
ican Washer & Ironer Manufac- 
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was permitted so that six cars 
could be accommodated at one 
time. Space was then allotted to 





Break All-Time Record 


turers’ Assn., 141 W. Jackson 
Blvd., Chicago 4, IIL. 

The September total was 19.8 
per cent greater than sales of 362,- 
169 in the preceding month, and 
22.5 per cent above 354,094 in 
September, 1947. The total for the 
three-quarters of 1948 is 3,782,- 


the different departments that make 
up the store. 

While the Douglas Hardware 
Drive-In was being readied for the 
formal opening which was held on 
Oct. 1, a publicity campaign to 
acquaint the public with this inno- 
vation was carried out by radio 
and a network of newspaper cover- 
ing the entire local trade area. As 
an inducement to draw people to 
the opening and acquaint them 
with the advantages of this new 
type of hardware store, over $1,300 
worth of gifts were distributed on 
the night of the opening. This 
proved to be so successful an ad- 
vertising campaign that a crowd of 
eight to 10,000 attended the open- 
ing. 

Arrangements were also made 
for demonstrators from all the 
major appliance companies to be 
on hand to give expert instruction 
about the different products which 
are on display throughout the 


store. 


044, within 10.6 per cent of equal- 
ing the industry’s all time high 
full year, 3,783,632 in 1947. 
Sales of ironers totaled 37,308 
in September, compared to 35,203 
in the preceding month and 53,277 
in September, 1947. Total for the 
nine months is 369,759, compared 
to 411,074 in same period last 
year, a decrease of 10 per cent. 
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Bring Back the Old Customers! 


When sales become stationary or start to recede it's a 
good idea fo see if you have lost any old patrons. If you 
have you'd better find the reason and correct it at once 


M..: hardware 


dealers know how much the sales 
volume has gone up (or, as some- 
times will happen, down) during 
a year. They know how many 
people like the brands they sell. 

But how many keep a count of 
the customers who are lost to their 
stores through dissatisfaction with 
merchandise or services. or be- 
cause of any of the hundred rea- 
sons why customers change their 
buying habits? 

It is unfortunate, but true. that 
some hardware dealers are so in- 
tent upon lining up the new cus- 
tomer that they totally abandon the 
person who a year or three years 
ago was a valuable man to have 
around—the old customer. 


Here's an Example 


Something of the sort happened 
not long ago to a Shreveport, La., 
hardware dealer. During the war, 
his business had boomed. People 
bought anything because the qual- 
ity brands they wanted were un- 
obtainable. A few months after 
the war ended, this dealer noticed 
a leveling off in his volume of sales. 
Until then, the sales curve had 
shown a steady and beautiful rise. 
Now it began to level off. Sales 
were remaining steady instead of 
rising continually as they had done 
during the war years. 

At first, the dealer wasn’t wor- 
ried. “All business is bound to 
level off,” he reasoned, “and I can’t 
expect mine to be an exception.” 
It wasn’t many weeks, however, 
before he noticed that the sales 
volume was not merely leveling off 

it had now begun to drop. 
Avain., he reassured himself with 
platitudes about the falling-off of 
customer demand. 
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if your sales curve is leveling off it may be due to 
neglect of old customers. Bring them back to the fold. 


Then one day he had lunch with 
a friend, and asked him the routine 
question, “How’s business?” The 
answer was startling. The friend's 
retail volume was booming. He 
was passing up the wartime sales 
figures like a jet plane zooming 
over a jeep. 

Back in his office, the Shreveport 
dealer wondered: Was it tough all 
over. as he had assumed, or was 
his business slipping because he 
had neglected to devote attention 
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to selling new customers? He de 
cided to embark on an advertising 
campaign. The campaign paid off 
and he saw the volume figures be 
gin to grow again. But he discov 
ered another disturbing fact 
Everybody's sales were jumping 
and his were not keeping pace with 
the rest of the field. 

At last. by diligent study of th 
accounts and books of the com 
pany. he discovered the right an 
swer. During the war, the cus 
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tomers had taken what he had to 
sell. Immediately after the wai 
was over, he had taken a chance 
with big stocks of unpopular 
brands and outlaw merchandise 
because it offered a bigger profit 
than the merchandise that custom- 
ers wanted. 

As a result. his sales fell off as 
soon as the customers found that 
other stores were stocking and sell 
ing the merchandise they wanted. 
Soon. the trend of giving his store 
the go-by became a positive habit. 
When he tried heavier advertising 
expenditures to offset the slipping 
sales trend, he had merely lined up 
new customers who, in turn. found 
that he did not have what they 
wanted. One try of his merchan- 


dise was enough. 


“Sell 'Em Again" Program 


When this dealer discovered his 
trouble. he launched a_sell-’em- 
again program that really pulled 
in the returns. Here is the advice 
he tenders for getting old custom- 
ers back into the fold: 

“First.” he points out. “you have 
to find out why they left you. 
Maybe your merchandise was at 
fault. Maybe it was one of a hun- 


dred things. Studying the books, 
racking your memory, and talking 
to the salesmen will give you a 
pretty good notion of what kept the 
pot from cooking. 

“Next you must sell the old cus- 
tomers who have abandoned you 
on the fact that conditions (or 
merchandise) to which they ob- 
jected in the past no longer exist. 

“Then. finally. we found that 
keeping old customers on the sales 
hook must be a continuing job. 
You ve got to keep up a program 
like this all the time.” 

It is obvious good merchandis- 
ing sense that an old customer is 
worth a lot more than a new one. 
He is already familiar with your 
merchandise. He must have at 
least some shred of liking for you 
and the way you operate, or he 
would not have been a customer in 
the first place. More often than 
not, it was some small, annoying 
thing that drove him to break his 
established buying habit and dry 
up the flow of dollars that had been 
coming your way. 

Most experienced sales promo- 
lion men agree on two things in 
regard to this old customer who 
has ceased buying for one reason 
or another: First. it is easier to 





Getting on the "Brand" Wagon 


HIS extensive display of na- 

tionally advertised brands was 
created by Fisher's Paint and 
Hardware Store. Edmondson, Bal- 
timore. Md.. in conjunction with 
the Edmondson “Parade of Prog 
ress.” Nearly all of the Edmondson 
merchants co-operated in this 
brand educational program by as- 
sembling similar brand theme win- 


dow displays. Patterned along the 


lines of the Greenfield. Mass., ex- 
periment held last fall. these com- 
munity-wide programs are spoi- 
*sored by local civic and business 
leadership in cooperation with 
Brand Names Foundation. Ine.. 
New York City. They are designed 
to show how America’s famous 
brand names contribute to the well- 
being and high living standards of 


every group in the community. 











This is the way Fisher's helped make its customers "brand-conscious." 
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bring him back into the fold than 
it is to make a new customer out of 
a “cold” prospect. Second, as a 
customer, he is more valuable than 
the new customer who is not yet 
completely sold on switching his 
buying allegiance. 

The old customer is familiar 
with your merchandise and, usu- 
ally, he will buy more of it—ii 
you can reconvert him into a pur- 
chaser again—than will the cold 
prospect who has only recently 
tried your merchandise. 


Six-Month Checkups 


It’s a good idea to sit down and 
look over the situation every six 
months. Ask yourself this ques- 
tion-—‘How many new customers 
have we made during the last half- 
vear, and how many old customers 
have we lost during that time?” 

If the old standbys are desert- 
ing you at a rate nearly as fast as 
the new prospects are coming 
around, you're heading for trouble. 
It is impossible to keep every cus- 
tomer. Sometimes the smartest 
and smoothest customer relations 
and sales promotion tricks won’t do 
the job. But making a sincere 
effort to keep the customers you 
have will mean that you are main- 
taining a sound basis on which to 
build new business. 

\ hardware dealer in a small 
Kansas town keeps up a continuing 
sales campaign to maintain his lo- 
cations and to see that customers 
do not lose the habit of purchas- 
ing from him. 

Periodically.” he says, “I make 
what I call a customer check-up. | 
go over the books and talk to the 
salesmen to discover whether we 
are losing old customers at a rate 
that’s faster than it should be. Then 
1 do the most important thing—I 


trv to find out why we lost the 


customers who deserted us during 
the check-up period. The salesmen 
and I go over the possible and 
probable reasons. Then we single 
out the three or four reasons which 
recur frequently. This is what you 
might call an old business diag- 
nosis. We mull over the symptoms 
to find the basic causes for losing 
valuable customers. Finally, armed 
with a good knowledge of why cus- 
tomers turn away, we can try to 


(Continued on page 104) 
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Both hand and power tools are featured. Surplus 
stocks are behind the wall unit. 








Comparative Displays Give 
Impetus to Quality Tools 


Showing quality and competitively priced items 
next to each other helps move the better grade 
units at all times for R. J. Bennett Supply Co. 


A LTHOUGH spring 


is their best season for tools at R. J. 
Bennett Supply Co., Burlington, 
Vt.. there is good volume for both 
hand and power units the year 
‘round in that city of 28,000. 
\bout one tenth of the firm’s vol- 
ume is represented by tools and 
about 5 per cent of the store's dis- 
play space, a wall space of ap- 
proximately 30 ft.. is devoted to 
these lines. 

Advertising for the Yuletide sea- 
son helps the firm merchandise 
power units as well as hand tools. 
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Father's Day business in tools is 
also good, as the result of special 
advertising, as illustrated by the 
ad. of several years back, shown 


on this page. 


Helps Sell Quality 


Showing quality and competi- 
tively priced tools next to each 
other, helps sell the higher priced 
numbers because of the appear- 
ance of the better items and ex- 
planation of the quality superi- 
ority. All merchandise is plainly 
price marked in the tool displays. 
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FATHER'S DAY — JUNE 16 


IF DAD LIKES HIS 


TOOLS 


¢ -_.~- 
a 


Metal Tool Boxes 
Olive Green, One Tray 


$3.45 


HAND SAW 
$3.25 


BLOCK PLANE 
$1.15 up 


50 Ft. Steel Tape $3.95 


kJ Bennett Supply 


HAROWARE , ELECTRICAL, PAINTS 
PLUMBING 





92 Charch St. Te. 307 








Here is a typical advertisement 
featuring tools for Father's Day. 
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The west side of 
the main floor. 





lowas Newest C 


HE new Kurtz Hard- Sep 
ware store in downtown Des frot 
Moines. which is claimed to be was 
lowa’s largest and most modern and 
establishment for the retail sale of Wal 
hardware, sporting goods, appli- tuti 
ances and mill supplies, stands as den 


a memorial to the man who came 
to this country as an immigrant 





Sidewalk to ceiling win- and, who as a lad of 25 and with , 
dows changed this old less than $350 capital, started this 

establishment into this wee ; the 

delightfully bright and flourishing business. ro 

modern hardware store. The modernized store is just one war 

phase of the business of this 82- - 

Oo year-old firm which today is oper- that 

= ated by the second, third and 100 

fourth generation descendants of ope 

the founder, the late Louis H. will 

Kurtz. on | 

The vastly improved store, at and 

312-314 Walnut St., Des Moines. 7 

which was officially reopened on prey 
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and Largest 


Sept. 3, is just a few doors away 
from the original business which 


was a combination hardware store 


and tinsmith shop. Kurtz Hard- 
ware has been a Des Moines insti- 
tution as long as the oldest resi- 
dents of Des Moines can remember. 


Divisions Divorced 


At the beginning of this year 
the retail phase of the business was 
divorced from the wholesale hard- 
ware. sporting goods and plumb- 
ing and heating supply division 
that moved into new quarters at 
100-114 Court Ave. This division, 
operating as L. H. Kurtz Co., now 
has 10 sales representatives calling 
on hardware and plumbing dealers 
and manufacturing plants. 

The alteration of the building in 
preparation for the renovation of 
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The east side of 
the main floor. 


The completely modernized Kurtz Hardware store 


in Des Moines is claimed to be one of the finest 


in that section. Three floors are air-conditioned 


and there's a new basement sporting goods store 


the interior was a major undertak- 
ing, and was preceded by months 
of careful planning. The fixture in- 
stallation is the biggest made in a 
hardware store in the northwest if 
not the entire country, in the opin- 
ion of Philip R. Jacobson, secre- 
tary of the lowa Retail Hardware 
Association which furnished the 
fixtures. 

Improvements to the building 
included a striking, completely vis- 
ual front: air conditioning and 
lighting systems for three floors: a 
new stairway to the basement 
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construction: installation of as- 
phalt tiling on three floors; a 
complete redecoration and_paint- 
ing job, and numerous other im- 
provements before the fixtures 
could be installed and the lines 
merchandised. 


Extensive Floor Space 


The basement, main and second 
floors are now used for selling and 
the third floor is used for storage. 
With a total of 12.000 sq. ft. of 
floor space it is claimed to be the 
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biggest store of its kind in this 
part of the country. 

The building is 44 ft. wide and 
132 ft. long, of which 44 ft. at the 
rear is used as a stock and receiv- 
ing room. 

The entire first floor, with its 
low, step-up island display fixiures 
can be clearly seen from the street. 
The new front is the open type 
with low bulkheads and no back- 
grounds. Small pedestals and 
movable plateaus are used for dis- 
playing specials or feature items 
along the lower edge of the win- 
dows. 

The name of the store. in both 
horizontal and vertical signs. dom- 
inate all others in the vicinity. The 
name, Kurtz Hardware. in maroon 
box letters, 6 in. deep, and out- 
lined by neon tubes. extends across 
the facade, above a narrow canopy. 
The two-story, vertical — type. 
double-face sign can be read for 
several blocks up and down Wal- 
nut Street. 


The Basement 


The basement includes a com- 
plete sporting goods store and is 
reached by a stairway. seven feet 
wide. which is 12 ft. inside the 
front door. In addition to the 
stairway to the second floor there 
is an elevator for customer use. 

Wall cases extend for 65 ft. 
along the west wall and are devoted 
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The power tool department is spacious and attractive. 


to the display of hand tools of 
every sort and to builders hard- 
ware. The tools are held in place 
by brackets that clamp on to cross- 
bars which in turn hook into 
slotted upright standards. This ar- 
rangement is much more flexible 
than hooks or brackets that are in- 
dividually screwed to the back of 
fixtures. Glass bins for smaller 
tools are on the step-ups below the 
hand tools, and are properly 
carded to show the selling price. 
cost in code, stock number and 
purchase date. 

In addition to a separate room 
on the baleony for builders hard- 
ware, there are 24 ft. of displays 
along the west wall. back of the 


diay, 
Z 


tool section. On the 20 doors of 
the builders hardware display fix- 
tures are sample showings of door 
locks, etc. The step-up ledges be- 
low these doors are glass binned 
for hinges, door stops, house num- 
bers, corner irons and _ braces, 
hooks and wire, etc. 


Housewares and Gifts 


\ new depariure for this store 
is a housewares and giftwares de- 
partment. This section occupies 
the first 28 ft. of fixtures along the 
east wall. Adjustable glass shelves 
with one step-up above the lower 
base provides ample space for 
glassware. aluminum and enamel- 





Two thirds of the rebuilt basement is a sporting goods store. 
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This builders’ hardware sample room is located on the balcony. 


ware. The cleaning goods section 
comes next. and contains cleaners. 
polishes, waxes. mops. brushes 
brooms and other cleaning aids. 


Always in Full View 


The traditional ledge which 
hides the paint stock on the lower 
shelves in most paint departments 
is missing in this store, and as a 
result all cans on the lower shelves 
are always in full view. Starting 
from a lower ledge. 22 in. high, 
which is uniform throughout the 
store, the shelves above are 
“stepped back” to conform with 
ledge displays. 

Six attractive shadow boxes are 
located above the fixtures on both 
side walls of the main floor. 


ttre me 
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There are four front to back 
aisles and five cross aisles. The 
floors are all of a light colored 
asphalt tile. 

The first floor fixtures include 
10 step-up shopping islands, four 
glass cases, platform bases and 
special units for displays of sea- 
sonal merchandise. 

The greatest transformation ac- 
complished by the store renovation 
was in the basement. What pre- 
viously was an ordinary two-room 
basement, used for storing surplus 
stock, was changed into an attrac- 
live store for sporting goods, heavy 
hardware and workshop tools. 

The sporting goods department 
occupies two-thirds of the entire 
basement. The basement is now 
practically one large room and is 


about as bright as a first floor day- 
light store, with pressed wood 
squares on the ceiling, four contin- 
uous rows of 10-ft. fluorescent 
light:ng and the same light colored 
asphalt tile floor. 


Gun Cases 


Specially built gun cases have 
sliding doors above the ledge as a 
protection for the guns but do not 
distort customer vision. These 
elass doors are locked. Below and 
along the slanting ledge are sliding 
glass plates, also locked, for the 
protection of hunting cutlery, pis- 
tols and smaller articles. Small 
drawers and sliding doors below 
the ledge covers the surplus stock. 

Off from the gun department is 
a small knotty pine room for ath- 
letic coaches who come to select 
equipment, uniforms and trophies 
for their schools. 


Fishing Tackle Displays 


Next to the gun cases is shown 
fishing tackle, displayed in various 
ways. More expensive articles like 
reels, good lines, etc., are displayed 
on a step-up protected by sliding 
glass plates with a locking device. 
Plugs and _ artificial baits are 
mounted on panel doors above the 
step-up displays. Sport and sweat 
shirts. hunting jackets, socks and 





Another part of the basement is devoted to steel goods and a 28-ft. bolt and nut section. 
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presses and various power tools. 

Farm and garden tools are com- 
pactly displayed in a minumum of 
space with the use of upright stand- 
ards and crossbars. 

The 28 ft. of bolt cabinets 
stopped hardware men “cold in 
their tracks” when they visited the 





store on opening day. In addition 
to ordinary carriage and machine 
bolts there is drawer space for all 





other type bolts. nuts and screws. 


A partial view of the second floor appliance store. commonly found in a hardware 
Note asphalt tiling which is used on three floors. store selling a mill and industrial 


trade. Across from the bolt rack 
is a double nail counter. 


other apparel are displayed in On one side of the stairway in Th pplian lepartment i 
° ° v e e ¢ ance depé e s 
slanting glass bins. Deep bins be- the basement is a complete work- a) ie 
; ; : also a new one for this store. The 
low on the lower ledge are ideal shop. which on opening day drew aia | souk @ 
f k seid 1 mitt : : appliance room on the second Hoot 
cities: gieiadtmee as - a es ane oe we : ; 
ws Aas , veaters ant — .- as much athe ntion as any other ae in weeded tar ws sisteecee oh Win euie 
5. eC . structerc ‘ y ar » >< vat ise in- ie rm ° 
Specially construc ted s lopping partine nt in the store. It i: equip of the main floor. This spacious 
islands were planned for different ped with saws. planers, lathes. drill (Continued on page 100) 


kinds of sports merchandise. Some 
lend themselves for football. bas- 
ketball or baseball equipment: 
others for camping accessories 
such as cushions. life savers and 
picnic supplies. A low platform 
with a center section is perfect for 
rods and tackle boxes. The rods 
can be displayed upright or laid 
flat through the center shelf of the 
fixture. The center wall sections 
are even fully utilized by the use 
of adjustable glass shelves and spe- 
cial platforms or base units. One 
of these is a novel arrangement for 
the display of baseball bats. 





Comfortable chairs are provided 


for customers for the fitting of all Two of the three sides of the gun room. The 
types of athletic shoes. doorway leads to an athletic coaches’ room. 
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One step in the program was to give a modern touch to old sidewalls. 
IOIS. 
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tep-by-Step Modernization 
Owners of Household Utilities, Madison, Neb., did 
their own work and are evolving a thoroughly 
The modern store. Expect to finish it at early date 
om. 
Wars Ross Under- 
berg and his son, Dean, of the 
Household Utilities, hardware and 
appliance store. Madison, Neb., de- 
cided to modernize. they figured Another step was 
they could do a large portion of the the installation 
job themselves. especially since = — oo a 
attractive ve- 
on they were handy with tools. fevet Guturcs. 
ed Increased sales. which have re- They are painted 
wd sulted because of this moderniza- lip Pecan 
4 lion, have shown that their efforts plenty of atten- 
were well worth while. In fact. tion — store 
customers. 
numerous hardware dealers in the . 
area have come to the store to look 
at some of the display equipment 
and to take measurements. 
The first job tackled in the pro- 
gram was the construction of two 
center-of-the-store display coun- 
(Continued on page 110) 
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They Catch Them by 


Almost everybody in Appleton, Wis., knows 


NYONE who spends 
a few days in Appleton, Wis.. 
soon becomes conscious of the 
fact that there’s an_ enterpris- 
ing hardware store in town—the 
Schlafer Supply Co. by name. 

If he happens to miss one of the 
store's regular, large display ads, 
he’s sure to hear some of the 
Schlafer commercials when he 
listens to his radio. 

“We ran more ads in the past 
vear than in any of the 65 vears 
the store has been in existence. and 
I might add that Appleton. a city 
of 30,000 showed the biggest in- 
crease of sales in 1947 of any city 

Wisconsin. 


undoubtedly effected in some mea- 


This increase was 


sure by the heavy advertising pro- 
gram we maintained throughout 
savs Ed Maples. who 


devotes all his time to the store’s 


the year.” 
advertising and display program. 


Advertising Expenditures 


Last vear the Schlafer Suppl 
Co. spent between three and four 
per cent of its sales volume for 
advertising, according to Mr. 
Maples. He expects that the per- 
centage may run even higher this 
year, once the coming Christma: 
season advertising is figured in. 

“We have a regular schedule 
with the local paper, hitting it 
pretty hard Monday and Thurs- 
day, with smaller ads on Tuesday. 
Wednesday and Friday,” says Mr. 
Maples. “We also run classified 
ads daily and run display ads in 
papers in smaller towns located 
within our trading area. We also 
do some direct mail advertising. 

“We use the radio regularly 
with a number of spot announce- 
ments daily. During the Christ- 
mas season and in the spring we 
usually run a 15-minute program. 
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the big job of advertising by newspaper 


keeping commercials fairly brief 
and well spaced—usually an open- 
ing and closing announcement so 
that the listener's enjoyment isn't 
broken into. I[ think the listener 
appreciates this consideration—I 
know | do. 

“The only rules | know about 
advertising.” continues Mr. Ma- 
ples. “are the ones that I suppose 
everyone else knows. We try to 
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The” light Before. 
GPhristmas... 
is the Biggest Day of the Year! 


Here Are a Few of the 
Fun-Loving Gifts You'll | hati 
Find in Our Toy Center ‘ 


keep our ads different and timely. 
We use lots of space -and lots of 
white space with not too much de 
scriptive copy. We keep what 
copy there is simple, concise and 
easy-to-read, We use lots of illus- 
trations and those the services can t 
furnish I usually sketch myself. | 
think that plenty of illustrations 
really make the ad. We watch othe: 


prices and keep ours in line. 
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This full page, pre-Yuletide ad stressed gifts for the youngsters. 
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the Ear—and the Eye 


Schlafer's, the hardware store that does 


and radio. It uses full pages at Christmas 


“But, the biggest thing is tha: “We also try to make our store 
| try to make all ads appeal to a favorite with women shoppers. 
women. [I’ve always remembered We installed plenty of fluorescent 
hearing that women spend 80 per lighting. We painted wall cases 
cent of the family budget. so gay colors and_ installed glass 
whether the copy is describing shelving on one entire wall for gift 
paint, garden supplies. sports and household items and painted 
equipment, housewares, gifts, ap- all the tables in our housewares 
pliances—yes, even tools, I try to department—which occupies one- 
make them attract the attention of half of the main store—-diflerent 
the feminine buyer.” pastel hues of peach. green. blue 
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This full pager laid emphasis on gifts of utility for grownups. 
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and yellow. All the other tables 
in the store. which have a spe ial 
step-up effect which we made our- 
selves, are finished in ivory with a 
narrow red trim, which makes for 
a very light. bright store.” 

Some of the large newspaper ads 
which were used last Christmas 
season are shown on these pages. 
The store used at least four full 
page ads last Christmas. 

The following are typical of the 
short radio commercials prepared 
by Mr. Maples for the Christmas 
season and used over the Appleton 
station WHBY,. and the neighbor 
ing Neenah- Menasha _ station. 
WNAM: 


Typical Commercials 


“Starting your Christmas shop- 
ping? Then see what Schlafer’s, 
Appleton’s Great Hardware has to 
offer. ... A gay variety of spark- 
ling toys and games and all sorts 
of things for everyone on your 
eift list besides the children. . . . 
just the price you want to pay too. 
That’s what’s so nice about shop- 
ping at Schlafer’s. . . . Remember 

you can please them all——from 
Uncle Charley to Cousin Kate 
when you do your Christmas gift 
selecting at Schlafer’s. . . . Make 
Schlafer’s your Christmas shop- 
ping center this year-—-You can 
always do better at Schlafer’s.” 


7” * - 


“It's Christmas in Schlafer’s 
Wonder Toyland. so Yes, a won- 
der world for small folk, crammed 
with sturdy. boy-built toys and 
gay girl-fashioned favorites. 
Books, games. dolls, juvenile furni- 
ture, pull toys. tanks, trucks, trac- 
tors. dish sets. educational toys... . 
Yes, you'll find these plus many 
more playtime favorites in Schla- 


(Continued on page 111) 
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T. better identify the 


business with its owners, the for- 
mer Perth Amboy Hardware Co.. 


Custom-Built to 


sen & Howell, Inc.. a little more 
than three years ago. Another big 
change was completed by the firm 
on Nov. Ll, 1948, when it held a 








Perth Amboy. N. J., became Mad- preview of its completely _ re- 
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The paint and cleaning 
supplies section, neat 
and attractive at all 
times, invites inspec- 
tion and makes self 
service an easy matter. 
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The new store front is 
thoroughly modern in 
every respect. Struc- 
tural glass is used and 
there is exceptionally 
fine exterior lighting. 


(Courtesy Perth Amboy 
Evening News) 


j 


cin SUPPLIES 


ty ig 
! er 


modeled retail hardware store and 
industrial supplies division. Estab- 
lished in 1909 and located at its 
present site, 313 Madison Ave., 
since 1918, the company began 
tearing down walls, opening the 
basement for a sales floor and in- 
stalling a new front and new fix- 
tures in the middle of July. 

Business continued — uninter- 
ruptedly during the alterations 
with the store open for sales every 
business day, until Nov. 10. The 
store remained closed on Nov. 1! 
until 6:30 p.m., when its preview 
of “Curiosity Night” was held. In 
anticipation of a big crowd, the 
entire retail and industrial sales 
staff of 40 men and women was on 
hand to welcome and guide the 
1000 visitors. 


The Announcement 


\ double-page spread in the 
Nov. 11 Perth Amboy Evening 
News announced the preview and 
Grand Opening Sale of “Madsen & 
Howeil’s New and Larger Depart 
mentalized Hardware Store! The 
Home of Nationally Famous 
Brands!” One page was devoted to 
electrical appliances and power 
tools. the other to the special 
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Be Customer-Wise 


“Grand Opening” sales of Nov. 12 
and 13, with emphasis on the fact 
that there would be “no merchan- 
dise sold” on Preview Night. Many 
special items, however. were of- 
fered for the two-day sale, most of 
them being houseware items. 


Preview Night 


On Preview Night all visitors 
were taken by elevator to the top 
floor. They were met and guided 
by greeters on each of the three 
floors and in the basement, each 
tour ending in the new power tool 
and appliance department in the 
basement. Many of the visitors, 
in their tour of the industrial sup- 
plies division had their first ac- 
quaintance with that phase of com- 
pany operations. Another point of 
interest during the tours was the 
new employees’ conference, meet- 
ing and recreation room in back 
of the new appliance and power 
tool departments in the basement. 

Visitors on the special sales days 

Friday and Saturday — were 
asked to visit the basement to reg- 
ister and obtain a souvenir. Total 
registration during the two days 
was over 2.000, thus increasing the 
store’s mailing list considerably. 
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Madsen & Howell's new front, fixtures and layout 


on premises occupied by firm for 30 years attract 


1000 visitors on inspection night and twice that 


number for grand opening sales on next two days 


The old store front as 
it was several years 
ago before the present 
name was adopted was 
far less attractive than 
the present one. 





1948 





Tools are featured in 
this front-of-store loca- 
tion where they attract 
customers. The shadow 
box above is used for 
power units. 
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Here's the old store's interior as it appeared several years ago. The 
ledges extending the entire length of the store were used for display. 


Muchas | 
WRONERS ‘ ORvERS 
CABINET SINKS 

HEATERS 


este DEE ATE 


This is the front-of-the-store entrance to the basement appliance 
and power tool departments. Signs describe the merchandise there. 





Here's a section of the extensive basement lineup of household, 
kitchen and laundry equipment. There's plenty of privacy here. 
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Perth Amboy is a city of about 
15.000, and the store’s trading 
area includes a population of ap- 
proximately 100,000, within about 
a 10-mile radius. 

The purpose of the remodeling. 
which cost about $45,000 includ- 
ing both interior and exterior im- 
provements, was, in the words of 
R. D. Howell, president and trea- 
surer of the concern, “to attract 
more shoppers, as well as those 
who visit the store with specific 
merchandise in mind.” That the 
idea works out well was clearly 
evident on Friday morning when 
people came in just to congratulate 
the management on the fine store, 
and started to shop, leaving the 
store only after buying merchan- 
dise they had not come in to pur- 
chase. Actually there were visitors 
of the night before waiting in 
front of the store on Friday morn- 
ing before it was open in order to 
purchase merchandise they had 
seen the previous evening. Prior 
to remodeling, sales in the retail 
store accounted for about 10 to 15 
per cent of the firm’s total volume. 
The management expects its retail 
store sales to be increased about 
one third as a result of the new 
show room setup. 


Additional Display Space 


The removal of an_ elevator 
shaft made available about 200 sq. 
ft. of additional display space on 
the right hand side of the store. 
The remodeled display room has 
two unbroken lines of display 
units. for almost 79 ft. on one side 
and for 76 ft. on the other, the 
main portion of the display room 
being 30 ft. wide. 

With the new fixtures and new 
arrangement display space has 
been increased about 50 per cent. 
The ceiling of the store was low- 
ered to accommodate new flush 
lighting units of fluorescent type 
and to make the store look larger. 
The old metal ceiling and _ its 
beams were covered with composi- 
tion ceiling of ivory finish. In ad- 
dition to the flush ceiling fluores- 
cent units, there were two spot- 
lights over each wall display sec- 
tion and the illumination level is 
50 foot candles. 


Four shadow boxes have been 
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Hard-hitting adve in Farm magazines score Straight-from-the-shoulder selling appeals 
high in.an all-important market. W to sports-minded Veterans’ market. WY 
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ee a You can count on this: Remington advertising is blanketing the whole with 
performnan “shooting match” of potential customers to help keep your sales curve Remington 
any wedern ix 4 high. With interest in shooting at an all-time peak, 55,000,000 of these 7 


Check mS ws bein '@ printed salesmen were leveled this year at shooters young and old, in 
dmg cities, on farms... target shooters, and hunters of all kinds of game. . . 
everyone who can bring business to your store. 

What’s more, Remington advertisements are always among the best- 
read in the publications in which they appear. It’s positive indication 


~ of the tremendous interest sportsmen everywhere have in Remington 
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products. An interest you can translate into sales. Remington Arms 
Company, Inc., Bridgeport 2, Connecticut. 
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Power Plus Pattern with 
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Remington cus- 
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Filled with color... 
and herd- selling 
copy.National Rem- 
ington advertise- 
ments rank tops in 
magazines read by 
American sportsmen 
—many of them your 
customers, 
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Steel goods and bolts have prominent, permanent space toward the rear 
on the men's side. They formerly were accorded rather limited space. 


installed on each side of the show- 
room, and only these sections will 
be utilized for displays above the 
regular wall units. In the old ar- 
rangement, the ledges atop wall 
sections were used for showing 


bulky 


length of the showroom. 


merchandise the entire 


Steel Goods, Nuts, Bolts 


Under the previous arrangement 
steel goods had limited, and at 
times no display space on the main 
floor and stocks of bolts and nuts 
were shown mostly on the other 
floors. Now a complete main floor 
section is devoted to steel goods. 
The bolt stock on the main floor 
permits serving trade on sizes up 
to % by 6, without the necessity of 
going to the second floor. Popular 
size pipe fittings are now also dis- 
played and stocked on the main 





floor. items. (Continued on page 122) 
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Buff fixtures. medium green 
walls and light ceiling help give 
the main floor an appearance of 
greater depth and length. The 
main floor has asphalt tile floor 
covering and steps to the basement 
and second floor are of “non-slip 
terrazzo” type. The basement now 
has plywood walls and _ ceiling, 
with light blue sides and yellow 
ends to make the 30 by 60 ft. dis- 
play room look larger than _ it 
actually is. The basement floor is 
finished in red. Although the base- 
ment does not have a complete 
model kitchen layout. complete 
lines of refrigerators. kitchen cabi- 
nets, etc., are displayed there as 
well as home laundry equipment. 
Power tools and accessories are 
shown on flat tables and on the 
floor itself. Four complete lines of 
power tools are offered together 
with numerous makes of specialty 


The company was in the major 
appliance business for a number 
of years prior to the war. During 
five years of that time it showed 
those lines in a building adjoining 
the present premises. The company 
re-established its appliance depart- 
ment in 1946. During the two-day 
opening sale had a home econo- 
mist from an appliance manufac- 
turer on hand to demonstrate vari- 
ous appliances. their use and oper- 
ation. 

Entrance to the basement appli- 
ance and power tool departments 
is provided by means of a staircase 
in a “tee” shaped well facing the 
front entrance. A two-tone green 
sign indicates the departments and 
lines to be reached by that stair- 
way. The sides of the stairwell are 
surrounded by display units. Three 
spotlights, outside the store and 
four interior units on either side 
of the entrance add to the bright- 
ness of the store’s appearance. 


New Staircase 


A new staircase to the industrial 
supplies section, on the second 
floor was installed when the retail 
store remodeling was undertaken. 
This takes industrial customers 
through the entire retail show 
room. The sales section of the 
industrial department is finished 
in green, like that on the main 
floor, and a prominent sign toward 
the rear of the first floor calls at- 
tention to that section. 

An elevator. opening into a 
warehouse unit, the end of which 
opens into the main building, pro- 
vides hoisting equipment for both 








Pian of the first floor of the new store of Madsen & Howell, Inc. 
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profit line for 


eee hardware dealers! 


1. Demand is constant! Chain is used in every home, farm, industry. Every 
person who enters your store is a potential chain customer. 







2. Large industrial market! Single and double sling chains and super-steel 
high test chains are used in every industrial plant, garage, foundry, ware- 


house, machine shop, etc. 








3. Turnover is fast!—6 to 8 times annually. 











SLING CHAIN 4. No depreciation! There are no new models to make present stocks obso- 
(length as required) lete .. . no shelf wear. 











5. No service or repair expense! 
6. No breakage, leakage or evaporation losses! 


7. Minimum sales expense! Chain, on display, sells itself. Clerks require no 
_ technical training. 

8. Sure customer satisfaction! There is a quality Cleveland Chain for the 

needs of every customer . . . with extra service and security in every link. 

_ Remember these 8 facts. Stock the complete Cleveland line for increased 

sales... greater profits...more repeat business from satisfied customers. 
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Picture Frame Type Displays 
Point the Way to Departments 


Eight separate units attract attention to and 


identify each of the basic departments in the 


store of the Silver Spring Paint & Hardware Co. 





The frame for models interests young and old alike. 
designed background gives it a decided appeal. It's one of the best. 


OW. 
ky have been 


able to enhance the appearance of 
our store and help increase sales 
by the use of picture frame type 
displays,” says Joe W. Gregory. 
manager, Silver Spring Paint & 
Hardware Co., Silver Spring. Md. 
(a community of 15,000 popula- 
tion); “and at the same time have 
used the picture frame displays as 
a store departmentalizing guide. 
“Having a store over 150 ft. in 
length and about 30 ft. wide. I 
wanted to do something to the in- 
terior that would change it from 
the ordinary looking hardware 
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store. In general, our store wasn't 
unlike the average hardware store. 
Rows of shelves displayed lines on 
both walls and aisle units were in 
the center of the store. I thought, 
that something unusual along the 
walls should be done to enhance 


the store’s appearance.” 


Builds Frame Units 

Mr. Gregory built several picture 
frames along the walls of his store 
at 18-ft. intervals. and two at the 
rear of the store. The frames. of 
wooden — construction, 
about 6 ft. long and 5 ft. high. 

Actually, the frames were built 


HARDWARE AGE, 


measure 


Its colorfully 


into the wall shelving and were 
given their appearance by th 
wooden frames around the wall 
section. All were painted silver 
and fluorescent tube lighting in 
serted under the top edge. Thi: 
highlighted the displays which 
stood out from the rest of the stor: 
that was illuminated by cente: 
store lighting fixtures. 

“Not only did our picture fram 
type displays enhance the appeat 
ance of the store,” explains Mi 
Gregory, “but we use them as d 
partment guides. That is, we hav: 
eight of these displays throughou 


the store. Each one is devoted t 
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THIS HARDWARE STORE in Cleve- 
land, Ohio, with its open-vision 
front offering a clear view into the 
interior, is a striking example of 
how “Pittsburgh” modernization can 
be employed to give your busines 
more attraction-power. Remodeling 
like this pays big dividends in in- 
creased sales and profits. Give your 
business the advantage of this 
proven “shot-in-the-arm.” Architect 
T. V. Nichols, Cleveland, Ohio. 


nomical design. Then, if you wish, 


proved it to their profit. And they've 


YINE times out of ten, the store 
N\ with the most attractive and 
inviting appearance—inside and out 

the store that presents the most 
appealing “face” to the public, is the 
store that gets and holds the most 
customers, that wins the biggest 


proved, too, that Pittsburgh Prod- 
ucts are the most dependable among 
materials for store modernization. 
More than any others, Pittsburgh 
Glass and Pittco Store Front Metal 
have been successful in giving all 
kinds of businesses the magic of 


you can arrange for convenient 
terms through the Pittsburgh ‘Time 
Payment Plan. But right now, fill 
in and return the coupon below for 
your free copy of our valuable new 
book on store modernization, “Mod- 


ern Ways for Modern Days.” It 


volume, the quickest turnover, the 
largest profits. 

It’s true: “Your ‘face’ can be your 
fortune,” when applied to your store. 


“eyve-appeal.” contains scores of “Pittsburgh” 
Why not plan to remodel your 


store for a more successful business? 


modernization jobs;- shows how 


Pittsburgh Products are utilized in 


wert . ° ° ’ . . » ‘ 

- Retail merchants, from one end of Consult an architect, first. You will creating sales-winning store fronts 
wall the country to the other, have thus be sure of a well-planned, eco- and interiors. 

silver 

ie lM, ng naan sien eres erene see entree amenrmnee te cen tne reeset seme ence eee aes 
This w M | ew . A ead ae Sena 19, Pa 

vhic h ; I'm interested in your new book on odernization Moderr 
stor l Ways for Modern Days.” Please send me a rRer copy 

_ STORE FRONTS oe | 

» | Vdd 

ram AND INTERIORS : 

peal | Citys Stiute 

. Mr 

is de PAINTS - GLASS + CHEMICALS - BRUSHES ~- PLASTICS 

hav: G 
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ed ti PITTSBURGH PLATE mee we @ | COMPAN Y 





1948 HARDWARE AGE, DECEMBER 2, 1948 97 














Fittings and accessories that are sold with tools flank 
both sides of the frame devoted to the small tools section. 


an individual line of merchandise 
and using these displays as the 
center, we grouped similiar mer- 
chandise around it.” 


Making the Displays 


The eight units at intervals on 
the walls include electrical items, 
small tools, sporting goods, pet 
supplies, model airplanes, automo- 
tive. paint and outdoor signs and 
weather vane combinations. 

The electrical display comprises 
pin up lamps, table models and 
fans. The pin ups are on a back- 
ground of yellow and red crepe 
paper while the table models are 
on the bottom of the frame which 
has a bottom ledge extending about 
2 ft. 

\bove this electrical display is 
a cut-out sign reading “Electrical.” 
The sides of this display, show 
samples of all the electrical mer- 
chandise of the store. 

The small tools display has a 
deep red background. Saws. ham- 
mers and hatchets are displayed 
against the background while a full 
line of planes is arranged on a step 
display on the bottom edge of the 
frame which is flush to the counter 
against the wall. 

The pet supply display com- 
prises a large wooden panel of 
knotty dark wood, placed at a slant 
in the frame, and slanting outward 
at the bottom. The fluorescent 
light under the top frame illumi- 
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nates a full display of leashes, 
leather goods and chains. 

The model airplane display at 
the rear of the store has a blue 
background. Model airplane parts 
are displayed against it and, in ad- 
dition. small models hang on 
strings inside the frame area. At 
the bottom of the frame is an en- 
closed case for displaying model 
airplane motors. This case is kept 
locked and can be opened by the 
sales clerks to prevent unnecessary 
handling of these delicate engines. 

As the rear of the store is di- 
vided by a doorway. another 
frame on the other side of the door- 


Dressed up for 
fall sales, this 
unit was devoted 
to stove pipe, fit- 
tings, dampers, 
leaf rakes, etc. 
Other lines are 
shown seasonally. 


way is used to show automotive 
It displays fan belts 
hung on hooks. mirrors, tail pipes 


supplies. 


and an assortment of other items. 
Above this frame the cut-out “Au- 
tomotive Supplies.” 

Another frame is for sporting 
goods. In October a display of 
rifles and ammunition was on full 
view. the ammunition was in a 
locked counter case similar to that 
used for the motors in the model 
airplane area. Guns are arranged 
on a brown background board, one 
under the other in the usual dis- 
play manner. 


The Paint Section 


The paint section has a red back 
ground with a wall case in the cen- 
ter of the frame. 
tains a full line of various paint 
brushes while on displays sur- 
rounding the case have been placed 


The case cCon- 


various brands of paints. 

Outdoor signs and weather vanes 
make up the last frame display. 
Small weather vanes have been at- 
tached to the frame background 
while roof top direction pointers 
stand on the bottom ledge of the 
frame which also extend outward 
about 2 ft. 

During the evenings, all the 
lights in the store are turned off 
except those in the picture frames 
Pedestrians looking into the store 
see these displays very clearly and 
they highlight the store’s general 
appearance. 
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More than 25 years of power mower 
experience fells you... 


tt pays to sell 
RO MOWERS / 


BEFORE YOU PICK A MOWING MACHINE LINE, take a long, 
careful look at these new 1949 Toros... now available for home use. 
For over 25 years Toro has specialized in building precision mowers 
for the world’s finest golf courses, parks, cemeteries and estates. Toro 
has established an outstanding reputation for quality, satisfaction 
and honest dealings. 

Every part of the Toro line is built to give lasting service. No gadgets 
or frills to get out of order. No fussy, complicated assemblies to cause 
trouble for you or your customers. Toro mowers deliver power... 
durability ... and ease of operation. They’re the 
top choice with professional lawn maintenance 
men who demand the best in mowing equipment. 

For satisfied customers... for repeat sales... 
for increased profits, standardize now on Toro 
mowers. Write today for complete information. 






















THE HOMELAWN 
e Driven by a 4 cycle % or 12 h.p. engine. 
e Completely housed gears and chains. 
¢ Ball-bearing mounted 5-blade reel. 
 Self-propelled drive and reel. 
e Simple, finger-tip controls. 
e Adjustable cutting height. 
e Sturdy steel construction. 
e 18" or 21" cutting swath. 


ADVERTISED IN 


MANUFACTURING CORPORATION 


MINNEAPOLIS 6, MINNESOTA 
MOWING MACHINERY SPECIALISTS 
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TORO “SPORTSMAN” Strong pressed steel 
construction... weighs only 34 pounds. 17- 
inch, free spinning $-blade reel mounted on ball 
bearings. Wide rubber tires. Silent, easy to push 





TORO “STARLAWN" 24" or 30" swath with 
1% or 2 h.p. engine. Available with sulky 
Chain drive, floating axle, independent controls 
for reel and traction. 





TORO “ZIPPER” For cutting weeds and tall 
grass. Balanced and easy to handle. Keen 36- 
inch sickle bar with extra blade. 11 h.p. four- 
cycle engine. 


FOR OVER TWENTY-FIVE YEARS 
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Accurately designed 
+++ precision made 
of finest alloy steel 
--+.cutting edges 
electronically 
hardened... 

Utica Tools 

bring satisfied 


customers. 


TOOL No. 91 
4”, 6”, 8”, 10”, 12” 
Adjustable Steel Wrench 


Sold through recognized jobbers 
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lowa's Newest and Largest 


(Continued from page 86) 


room is decorated in a variety of 
colors. The checkered pattern as- 
phalt tile floor and four rows of 
fluorescent lights make this an at- 
tractive place for the display ol 
appliances. 

Other lines carried on the sec- 
ond floor include wheel goods. 
camping equipment. outdoor fire- 
place grates, and_ inside fire 
screens and andirons. 

The store is well departmental- 
ized and shows the result of careful 
planning. Every department is 
readily identifiable by prominent 
block letter names along the upper 
fixture ledges and also by electric 
signs. 

It bears repeating that this three- 
story building is air conditioned. 
On the opening day in August. 
with temperatures over 100 deg. 
in the shade. customer after cus- 
tomer expressed their appreciation 
for the relief from the outside heat. 

The present head of the firm, 
Louis C. Kurtz, at the age of 16, 
in 1884, joined his father in the 
business and was instrumental in 
establishing the firm’s plumbing 
and heating contract business. 

Under this department the Kurtz 
firm participated in such building 


projects as the State Capitol, the 
Public Library, Polk 
Courthouse. the original Fort Des 
Moines. the Administration Build 
ing, Agricultural Hall and the Mc 
chanical Arts Building at the lowa 


County 


State College. It was through hi- 
activity that the company played a 
prominent part in the installation 
of plumbing and sanitation sys- 
tems at the St. Louis World’s Fair. 

Mr. Kurtz has always found time 
to be of service to his community. 
He has been an officer and directo: 
of Des Moines banks for years. He 
has also served as president of the 
Des Moines School Board, as 
Chairman of the local NRA Com 
pliance Board, as a director of the 
Chamber of Commerce and _ the 
Greater Des Moines Committee. He 
is a charter member of the local 
council of the Knights of Colum- 
bus and a member of the Des 
Moines Club. 

In 1908. the contracting depart- 
ment was discontinued with the 
establishment of the 
plumbing and heating supply de 
partment with Ben Waldt as man- 


wholesale 


ager, in which capacity he still 
Mr. Waldt has been with 


the company for 50 years. 


serves. 





Tools Every Farmer Needs 








Most of the 65 basic tools regarded as minimum for an efficient farm 
work shop ore shown above. The list was compiled at the University of 
North Carolina, School of Agricultural Engineering, and was brought to the 
attention of the nation's farmers in the October issue of Country Gentiemar. 
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About the same time. the build- 
ers hardware contract department 
was organized under the supervi- 















Il, the sion of John J. Wieland. who still 
ounty serves onl manager of that depart- 0.S$0GLOw 
t Des ment. This department has sup- 
Build plied the builders’ hardware for 
e Me many private and public buildings. 
lowa Louis C. Kurtz. Jr.. eldest son of 
th hi- Louis C. Kurtz, and grandson of 
yed a the founder, in 1920 became ae- 
lation tively engaged in the business and 
| SYs- is now vice-president. It was un- 
Fair. der his direction that the sporting 
| time goods department was added to the 
unity. growing list of outstanding depart- 
recto1 ments of the firm. Mr. Kurtz has 
's. He served as president of the National 
f the Sporting Goods Association and 
1. as has been active in the Retail Busi- 
Com- ness Bureau of Des Moines. He is 
of the also a member of the Argonne Post 
1 the of the American Legion and the 
e. He Des Moines Club. 
local Bernard D. Kurtz, younger son 
olum- of Louis C. Kurtz and another 
Des grandson of the founder. entered 
the business in 1926 and is now 
2part- secretary and sales manager. He 
1 the was instrumental in the dealings 
lesale which eventually were concluded 
y de- in the announcement that the L. H. 
man- Kurtz Co. had been appointed dis- 
still tributors of Crane Co. in the Des “Every year he asks for the same thing 
with Moines territory. ... Boss gloves!” 
In 1942 the Kurtz interests pur- 
——— chased the Crane Co. Building in 


Mason City, la.. and the firm is 
now known as Kurtz Co.. and op- 
erates a wholesale hardware, sport- 
ing goods, plumbing and heating 
ofice and warehouse _ serving 
North-Central Iowa. Bernard D. 
Kurtz is president and Gordon M. 
McCourt, manager. Bernard Kurtz 
is a director of the Des Moines 
Chamber of Commerce. 


Left: BOSS Big Ape 3874 
Right: BOSS Thor 7922 


The third generation entered the It’s a jolly feeling to offer your 
business in December, 1945, when 
Louis F. Kurtz, son of Louis C. 
Kurtz, Jr.. was discharged after | as Boss gloves! What a variety !—a glove 


customers such well made and popular merchandise 


three years of Naval service and 
joined the firm. He now acts as 
assistant sales manager. He pres- that keeps the merchandise moving. . . 


style for every kind of job. And a steady demand 


ently is commander of the Argonne 
Post of the American Legion. 

On Jan. 1, 1948, when the whole- 
sale departments of the business 
were moved into new quarters, 
management of the retail division 


wofitably ... all year “round! 
profitabl I 1! 


THE BEST KNOWN NAME IN 


WORK GLOVES 





ty of was given to Robert B. Kurtz. an- | 59 YEARS OF HAND PROTECTION 
o the other son of Louis C. Kurtz. Jr. | 
oman. Mr. Kurtz served in the Navy. | THE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILL. 
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This display of old time dolls appealed to the ladies. 


Hardware Store Windows Depict 
Gold Rush Days and Present 


Mojave Hardware & Furniture Co. displays show 
the town as it was a century ago and as it is 
at the present time. Old dolls also featured 


W, EN Mojave, Cal., 


a town of 1500, celebrated the 
famed gold rush, of a century ago 
on last Oct. 16 and 17, the Mojave 
Hardware & Furniture Co. went 
all out in a window display to 
compare the area and times of the 
gold rush with that section today. 


The Present Day 


Present day buildings in the 
community were shown in minia- 
ture, as well as a skywriter, whose 
plane, was writing out the sen- 
tence, “Use Our Lay-Away Plan 
for Christmas.” Ross C. Wolf, 
who created the display, included 
the Mojave Hardware & Furniture 
store, an old fashioned saw mill 


102 





This section shows part of Mojave and the desert as it eppeared 
during the days of the gold rush, even to the old covered wagon. 
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Through 92 Christmases, 
this New Haven Alarm Glock 
has ticked its message 

‘of Good Cheer 

and Good Will 

to all! 
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W... it pa to 


Christmas, the New Haven 

Clock and Watch Company is 

admittedly old-fashioned. 

What better symbol of the 

season could we find, therefore, 

than the friendly ticking of 

this grand old New Haven Clock? 

For over half a century, it has seen generations 
come and go around the Christmas tree in the home 


g of Oak Park, Illinois. 


_ 


of Anton Ryg 
Today, the traditional quality that has made this 

New Haven Clock serve se well, is encased in modern, 
streamlined beauty ... but our holiday 

good wishes are as unchanged today as 

they. have been since our 

founding in 1817... TO ALL, 


A VERY MERRY 


CHRISTMAS. J 


CLOCK & WATCH COMPANY 


NEW HAVEN 4, CONN. 
THE RIGHT TIME SINCE 1817 
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NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 





Here Comes a 


BIGGER AND BETTER YEAR 
for HULL AUTOMOBILE | 
COMPASSES! 


e@ More Hull Automobile Compasses will go 
into accurate, dependable use in 1949 than 
ever before. From your stocks, too, with 
your permission. How do we know? Well, 
the Hull Compass Market has been growing 
consistently for 15 years. Each year, more | 
thousands of motorists come to accept the 
logic of eliminating human direction errors 
with a fine, scientific instrument. And, as 
near as we can calculate, each Hull Com- 
pass in use sells three more. Why not start 
off the year by getting in on this active 
profitable line? 


(Mail Coupon) > - 
HULL MFG. CO. 
P. O. Box 246-HA12, Warren, Ohio 


Send me information and prices on the Hull Auto- 
mobile Compasses 


| NAME : 
' Cheek: ) Dealer ‘] Chain Store ] Jobber | 
| STREET 

' CITY STATE 
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and a water wheel with a stream 
Also in- 
cluded were the road to Los An- 
geles. the Mojave Desert with 
Joshua trees. signs calling atten- 


running down the side. 


tion to hardware items and the 
store itself. Mr. Wolf painted all 
scenes and constructed all parts of 
the building. 

In front of the bus terminal 
were two prospectors picks and 
gold pans as well as some real 
gold nuggets and specimens of 
gold ore. A gold mine shaft. a 
covered wagon and oxen lent at- 
mosphere to the display. 

Another display feature, for the 
celebration was a collection of 
dolls, valued at about $5,000 and 
clothed in the costumes current 
during the gold rush days. A sign 
to one side pointed out that “These 


This portion emphasizes reproductions of present day buildings 
and also shows prospector's equipment and real gold nuggets. 


* 
“ie kay 








Ross C. Wolf, who created the dis- 
plays, attired for the celebration. 


dolls are typical of the gold rush 
days,” and that they were shown 
through courtesy of the Seal Beach 
Antique Shop. 





Bring Back the Old Customers! 


(Continued from page 80) 


do something about it. Opposite 
each of the reasons why we lost 
old customers, I jot down an idea 

or several ideas—for re-selling 
them. 


Salesmen Meet ‘Em 


“After I've thought out the re- 
selling schemes I believe will work, 
I call another meeting of the sales 
force. The salesmen are the ones 
who actually meet the customers. 
They know a lot about the prac- 


tical reasons-for-buying that I do 
not know. 

“Together. we kick these sugges 
tions around. Out of the meeting. 
we get some solid ideas that to 
date have never failed to work. 
They are based upon the combined 
experience and selling brains o! 
the entire organization. Often, th 
salesmen knock holes in a pet idea 
of mine. But it doesn’t bother m 
In return, they usually come up 
with other ideas that are better. 

“After a method of re-selling th 
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lost- customers has been worked 
uut, what then? How can it be 
put into effect? 


Map Out Procedures 


“At the merchandising meeting 
with the salesmen. we map out the 
procedures. Some ideas can best 
he put into effect through adver- 
tising. Others require the personal 
touch of the experienced salesman. 
But the majority need a combina- 
tion of both advertising and _ per- 
<onal salesmanship. 

“We decide upon the ideas that 
will bring the old customers back 
onto our account books. and after 
that we go over the tools we'll use 
to implement those ideas. Each 
selling scheme is subjected to a 
complete methods analysis. Every 
possible way in which it can be 
put into effect is considered by the 
group. At the end, we decide on 
one or two of the strongest sug- 
gestions, and discard the weak sell- 
ing sisters. 

“By now, we have determined 
what should be done and. which is 
just as important as far as results 
are concerned, how it should be 
done. 

“All that remains is to have the 
salesmen go to work on their new 
re-selling ideas, and to prepare the 
advertising that will help to make 
the salesman’s task easier. For ex- 
ample, if the customers in our 
opinion objected to the poor qual- 
ity of a certain brand of merchan- 
dise, we first drop or sell out what 
remains of our stock in that line. 
Then we lay in a brand whose 
quality we know the customers will 


like. 


Advertising Prepared 


“Advertising is prepared and or- 
dered to acquaint the customers 
with the new merchandise — and 
with the fact that they will find it 
here. . 

“Sales messages and person-to- 
person talking points are polished 
and each salesman makes it his 
business to see that customers are 
told about the new merchandise 
we sell. 

“By continually studying the 
customer trends and doing some- 
thing about them, we keep the sales 


volume high.” 
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fulten 


TRIPLE -STRENGTH 


TARP 
of 1,000 Profitable Uses 





Temporary livestock 


shelter 


Quick protection 


for supplies 


A REASONS WHY 








 TRIPLE-STRENGTH 


Tarp of 1,000 uses 
with the owner’s 





the Fulton tarp is an outstanding bust- 
ness builder! It's bard to wear out 
because it's triple-strength ...hard to 
lose because it bas the owner's name 


on it! 


IT’S GOOD BUSINESS for farmers to pro- 
tect machinery and crops, livestock and pro- 
duce against weather ... good, profit-making 
business for you to sell your customers Fulton 
all-weather tarps. Colored reinforcements 
under grommets add eye-appeal to the sturdy, 
brand-new canvas... make Fulton triple 
strength at points of strain! The unique 
“name-on-your-tarp” plan is another Fulton 
feature your customers will like... another 


extra sales appeal for you! 


ACT NOW... get the profitable dealer- 
ship for Fulton triple-strength tarps. Get the 
licn’s share of the tarp business in your terri- 
tory with Fulton, the tarp with extra sales 
appeal! There's a size for every use...a 
thousand uses for every size! 


e FREE ADVERTISING HELPS 


WRITE TODAY for full information about the Fulton selling plan which 
includes local newspaper advertising, direct mail advertising and store 
display ...and THE NEW “NAME ON YOUR TARP” PROMOTION! 
Address: Fulton Bag & Cotton Mills, P.O. Box 1726, Atlanta 1, Georgia. 


FULTON BAG & COTTON MILLS 


NEW ORLEANS 
DENVER 


1948 


Manufacturers Since 1870 


KANSAS CITY, KANS. 
NEW YORK 


DALLAS 
MINNEAPOLIS 


ST. LOUIS 
ATLANTA 
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One view of the store which stocks 
approximately 50 U. S. lines. 








Hardware Is Big Business 


= are some pretty 


large and handsome hardware 
establishments in the United States 
but the modern building shown on 
this page would enhance most any 
North American city street. 

It is the new home of the whole- 


Strikingly plain is this Puerto 
Rico hardware store which was 
opened during the summer. 
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sale and retail hardware firm of 
Garcia Commercial, Inc., in San- 
turce, Puerto ‘Rico, which was 
opened during the past summer. 

\ United States hardware man 
would feel right at home in this 
large, modern store. for all the 
lines carried in it bear the labels 






with which they are familiar. 
Garcia Commercial claims to be 
the largest and most important 
firm in the hardware and construc- 
tion field in the entire Antilles. It 
represents over 50 U. S. manufac- 
turers on an exclusive basis 
wholesale and retail, throughout 
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The machinery division of the new 
store. There's ample space here. 





s | in Puerto Rico 


a Puerto Rico, Cuidad Trujillo, Do- The six Garcia brothers started their business 
ont ik Republic and the Virgin with only $500 in 1935. Today their wholesale 
uc- rita tos and retail sales total $7,000,000 annually. The 
= Occupies Entire Block new store was opened last summer 

Sis, This modern structure, occupy- 

out ing a full block in the commercial 


section of Santurce, stands as 
proof of the enterprise of the six 
Garcia brothers, Evaristo, Isidro. 
Manuel, Marcelino, Eulogio and 
Ramon, who started their business 
in 1935 with only $500. Today 
the firm is capitalized at $2,000.- 
000. Its sales are claimed to be 
about $7,000,000 annually. 
Another retail store at Bayamon, 
Puerto Rico, is now being mod- 





ernized. 

The 45,000 sq. ft. of the first 
floor of the new Santurce building A sectional display of bathroom fixtures. In the 
is devoted to the store and display upper left are the firm's air-conditioned offices. 
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The power pump division which displays a full line 
of pumps and accessories of one U. S. manufacturer 


rooms. Offices are on the second 
floor. 

Since the store handles no 
housewares or giftwares it is pri- 
marily a men’s store. Its major 
lines are hardware, paint, machin- 
ery and construction materials. 
The store is visited by many en 
gineers, contractors and Govern- 
mental purchasing agents. 

The Garcia brothers claim that 
their merchandising and _store- 
keeping methods are not much 
different from those used by the 
larger hardware stores in the 
United States. 

In addition to advertising in 
several newspapers with wide cir- 
culation, Garcia Commercial ad- 
vertises its products by radio on 
a network of 10 stations through- 
out Puerto Rico. 


Sponsors Baseball Club 


Its outstanding promotional 
effort is the sponsorship of two of 
the strongest baseball clubs in the 
Professional League. These two 
teams have been named after the 
Garcia firm’s leading paint lines. 
One is called Santurce Devoe and 
the other Aguadillo Wesco. The 
hardware firm has furnished these 
clubs with brand new uniforms 
which carry the Devoe and Wesco 


108 


insignia as well as the names. Full 
playing equipment is also given 


them and each time these two 
teams play Garcia Commercial 
sponsors a broadcast of the game. 
This year the season consisted of 
30 ‘games and the firm estimates 
that this form of advertising cost 
it about $10,000. 
considered a worthwhile effort. 


However, it is 


since the game is so popular in 
Puerto Rico. 


Outdoor Advertising 


Large outdoor signs of this firm. 
advertising paint and other lead- 
ing lines. are to be found along 
the main highways throughout the 
sland. 

In addition to Garcia Commer- 
cial. the hardware business, the 
Garcias have several subsidiary 
companies which operate a ma- 
chinery division, real estate. 
bonded warehouses and_ trucking 
business. They also have sub- 
sidiary companies in the Domin- 
ican Republic which are a build- 
ing materials firm, a crushing 
plant and a nail factory. 





Main Street Comes of Age 


(Continued from page 75) 


across the entire front and provide 
most of the light, which is aug- 
mented by five parallel rows of 
fluorescent lights, which are con- 
trolled by numerous switches so 
that any desired degree of light 
may be had. A light fiber board 
ceiling reflects light. The concrete 
floor is painted and is easy to 
maintain. 

All of the fixtures are of uniform 
design and have a bleached oak 
finish. These were manufactured 
by W. C. Heller & Co., Montpelier, 
Ohio. When it was noted that cer- 
tain fixture parts were needed, just 
a couple of days before the open- 
ing, Charles Heller of the store fix- 
ture concern, loaded them into his 
private plane and flew them from 
Montpelier to Fennville. 

Mr. Dickinson was assisted in 
the planning of the store arrange- 
ment by Harold W. Schumacher, 
manager of the Michigan Retail 
Hardware Association. 

Major appliances and _ other 
large items are placed inside the 
window. An 18-in. ledge extends 
across the entire store at the base 


of the windows for the feature dis- 
play of smaller items. This mer- 
chandise can be spotlighted by 
built in lighting fixtures. 

The store is experiencing a much 
greater volume of sales in sporting 
goods, housewares and electrical 
goods, as these lines were greatly 
expanded. 

Toys, too. are now being given 
major attention and will be car- 
ried as a year-round line, for it 
has been found that there is a 
considerable demand for toys on 
the part of the vacationists, many 
of whom spend their entire sum- 
mers around Fennville. Toys are 
displayed prominently in the front 
of the store after about Oct. 1. 

The Dickinson store is advan 
tageously situated in that it has a 
heavy tourist trade during the sum 
mer months, and a steady farm 
trade during the entire year. It 
draws business from numerous re 
sorts along Lake Michigan and the 
numerous small lakes in the vicin 
ity. On a Saturday during the 
summer, it is observed that the 
store is patronized mostly by the 
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LIST PRICES 
$146.50 


with std. clutch 


$157.00 


with mercury clutch 
Attachments extra 
Plus Freight 


the tn tel 








Spring is months away but that doesn’t 
mean hibernation for the CHOREMASTER. 
Hundreds of dealers display and sell this 
most-wanted garden tractor right through the 
winter months for snow-plowing ... have their 
customers all ready for spring lawn care and 
cultivation. Along with the generous profit 
on the tractor, dealers reap extra dollars 
from the sale of attachments for grass and 
weed cutting, plowing, furrowing, seeding. 
hauling, sawing, discing, crop and paint 
spraying. Because the CHOREMASTER is 


an all-season tool, it’s a year-’round seller = 
currivatine =f / 


. year ‘round profit-maker! »: 


HOW TO SELL MORE CHOREMASTERS 


Enthusiastic dealers report selling the CHORE- 
MASTER is easy! When home owners find the 
CHOREMASTER, plus a simple, inexpensive 
hitch, converts their present hand mower into an 
effortless power mower .. . they’re sold! 







because... 







One-wheel tractor does more jobs 
better. 






Backed by national promotion unequalled in the field, the CHOREMASTER Low-cost, rivaling many single pur- 
is fast becoming the leader, both as a garden tractor and as a power mower. pose power mowers ; 
In the next year, millions of impressions will be made on readers of leading gy 
magazines such as Better Homes and Gardens, House and Garden, House Light, rugged and powerful. 
Beautiful, Popular Science, Country Gentlemen, Successful Farming, Pro- Sean waster ter of conn 
gressive Farmer and others. anon. 

WRITE FOR FRANCHISE INFORMATION Many inexpensive attachments. 


You'll want to get your share of the business being generated by CHORE- 
MASTER. There are still a few dealer franchises available. Write, wire or 
phone today for details. 


Made by Special Products Division 


The LODGE & SHIPLEY Co. 
828-12 Evans Street Cincinnati 4, Ohio 


Easier to handle, most economical to 
run. 


Made by Lodge & Shipley. 
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IN 
THE 
LARGER 
SIZES 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. . « They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 












White Jor Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. H —- EWERETT, MASS. 
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summer residents until late after- 
noon when the farmers and their 
families arrive in town. 

Mr. Dickinson finds that his 
most effective form of advertising 
is a syndicated magazine which he 
has mailed to a selected list of 2200 
permanent residents who live with- 
in a radius of 12 to 15 miles. 

The huge crowds that turned out 


for the opening day event were 
mostly attracted by 3000 handbills 
which were delivered by mail car- 
riers three days prior to the open- 
ing. 

The other merchants in town 
also benefitted greatly by the open- 
ing event and all agreed that it was 
the biggest business day they had 
ever experienced. 





Step-by-Step Modernization Steps Up Sales 


(Continued from page 87) 


ters, with five step-up levels. These 
units are 6 ft. wide and 20 ft. 
long, and have rounded corners. 
They are white and the shelves 
have a red trim. They can hold a 
great deal of merchandise. The 
Underbergs say they get more than 


twice the merchandise on _ these 
units than on former counters. 
Other hardware dealers have 


been especially interested in these 
tables, says Dean Underberg, and 
many have come and taken meas- 
urements of them. 

The second step in the moderni- 
zation program was to utilize old 
type wall shelving and display 
space and give it a modern ap- 
pearance. 

This was done by building a 
19-in. all around the 
store and putting a 6-in. face plate 


marquee 


on it. Fluorescent lighting was 


then concealed under the face plate 
so that the light shows on the mer- 
chandise. The effect is striking 
and has helped to sell more goods. 

“The marquee and face plate part 
of the program, together with a lit- 
tle paint and varnish, enabled us 
to keep our old wall fixtures, and 
still have them appear modern,” 
“We did 
the work in spare time, and at very 
little expense.” 


says Dean Underberg. 


Another part of the moderniza- 
tion program included the instal- 
lation of a modern kitchen setup 
in the front part of the store. The 
two Underberg’s did this them- 
selves, providing a colorful red 
background and a sloping, stream- 
lined roof for the model kitchen 
unit. The kitchen unit was also 
placed on a platform to provide 
for easy cleaning of the floor. 








The third step was a model kitchen with an attractive red background. 
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fer’s Wonderland for little folks. 


. . » Why not come in this after- 
noon and see Santa’s exciting new 














creations for happy hours. . . . And Spray nozzles may look the same, but there is a big 
plate don’t forget to bring the kiddies— 
> mer- The place again—Schlafer’s Won- difference in PERFORMANCE .. . that only Spray- 
riking der Toyland.” names ue , 
roods. gael ing Systems TEEJET Nozzles can provide. Over a 
e part “oy 99 ; , a 
"he Well, bless my soul,” says jolly span of years, Spraying Systems Co. has developed 
4 old Santa, “They all want Xxx- 
selling ware!” Yes, there’s no doubt about the technique and equipment necessary for making 
and it; glistening, sparkling Xxxxware | -~ 
lern, is high on every woman’s Christ- | precision nozzles .. . that cannot be duplicated else- 
> dis ‘ ; ce 
> did mas ‘want’ list ... and no wonder, f he eels itt ee 
ow, , e Pre 4 > Star 0O1T now-now anc ) ° 
) aS because housewives know how ee ey eee ae | 
we Xxxxxx takes much of the drudg- duction facilities. When you sell TEEJET nozzles 
niza- ery out of cooking—how it gets 
nstal- them out of the kitchen faster— you have the guarantee of the world’s largest spray 
setup how it saves cooking time and fuel 
The and how much better food looks nozzle manufacturer .. . that every TEEJET nozzle 
hem- and tastes when it’s prepared in ; , iD o — 
red sparkling Xxxxxware! They know in every capacity will give uniform spray distribu- 
wed it saves them dishwashing too, be- tion and exact spray volume as specified. Write for 
r ° ion an¢ -xact S é > as spec a. > 
chen cause every Xxxxx dish has three one ' 
also handy ww e+e baking, serving Bulletin 55. Order from your jobber now .. . and 
vide and storing. . . . Yes, they can 
warm leftovers right in the original have Teejet Nozzles on hand to meet the demands 
dish without food transfer... . 
Why not put Xxxxware on the top of your customers. Remember—Teejet Nozzles are 
of the list for every woman you ii Bei es er 
know. or Of course, you'll find usec r oth farmer and urban 1ome owner, 
complete selections of XXXXware 
at Schlafer’s, Appleton’s great SPRAYING SYSTEMS CO. 
hardware. . . . Why not visit them 
today and make your selections of 4047 W. LAKE STREET 
sparkling Xxxxxxware? 
| 
eas | CHICAGO 24, ILLINOIS 
“oy . . | 
You know, ladies, if you want 
to capture their rapture with your 
gifts, Christmas morn, just pay a | 
visit to Schlafer’s sparkling Gift | 
. > a . for spray rigs 
Nook! Yes, there you'll find a host and hand sprayers 
of distinctive gifts to enrapture SPRAYING SYSTEMS . 
their hearts. . . . Little gifts, and | for weed killing 
j sfte- : se livestock spraying 
y se, | 
big gifts; gifts for every purse cn ane and 
every person! Shop now, though, related operations 
for the best selection. . .. Why not « 
come in this afternoon sure? A interchangeable 
treat awaits your delighted eye.... | na” fips 
The place again—Schlafer’s Gift 
N | 5 kes if > “a ; “3 SPRAY Lop 4 48 3) capacities 2 to 
‘Nook—tvery 1 t connoisseur s 100 gallons per 
_ Santa Claus.” acre 
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Debt Reduction vs. 
Tax Reduction 


Professor Lutz holds the view that there is still need for more tax 
relief but he says it is necessary to determine what categories of the 
debt are to be reduced and the reasons for such reduction. Since 
inflation control figures prominently, emphasis should be put upon 


reducing bank-held debt, he believes. 


By HARLEY L. LUTZ 


Professor Emeritus of Public Finance, 
Princeton University 


I. the controversy over 


tax revision that has been waged 
during the past two years, a con- 
spicuous issue was tax reduction 
versus debt reduction. Many per- 
sons advocated keeping taxes high 
in order to do everything possible 
during the boom period toward debt 
retirement. Too frequently, the ad- 
vocates of this view were indifferent 
to the spending level, although it is 
clear that the margin of surplus 
revenue available for debt payment 
is determined fully as much by the 
amount of the expenditure as it is 
by the level of tax rates. 


Need for Tax Relief 


The position taken here is that 
there is still a substantial need for 
further tax relief. By way of @ pre- 
liminary, it should be noted that the 
usual type of bare statement to the 
effect that the debt should be re- 
duced is too vague and _ indefinite 
to serve as a Constructive guide to 
Treasury action. 

The public debt of the United 
States Government is not a single 
homogenous mass of obligations. On 
the contrary, it consists of various 
classes, each with its own charac- 
teristics. The amount outstanding in 
each class of June 30, 1948, is given 
in Table I. 

A non-technical definition of each 
of these classes follows. 

Gross public debt. The gross 

Reprinted from The Tax Review pub 


lished by the Tax Foundation, 30 Rocke- 
feller Plaza, New York City. 
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public debt includes the direct obli- 
gations of the government and the 
debt issued by government corpora- 
tions that is fully guaranteed by the 
United States as to principal and 
interest. Such government paper is 
a contingent liability of the Treasury. 
While there may never be occasion 
for the Treasury to meet its guaran- 
tee, its existence warrants inclusion 
of the guaranteed debt in the gross 
public debt. The amount of the 
liability is unimportant now, but on 
June 30, 1938, for example, the total 
of guaranteed obligations outstand- 
ing was $4,853 million. 

Direct public debt. Under this 
heading are included all of the direct 
Treasury debt obligations. There are 
two main subdivisions: 

1. Matured debt and debt bearing 
no interest. The nature of the ma- 
tured debt is obvious. The debt 
bearing no interest includes such 





Table | 


Major Classes of the Public Debt 
as of June 30, 1948 
(Millions) 


Gross Public Debt . 
A. Guaranteed (held outside 


the Treasury) 73 

B. Direct federal debt 252,292 
1. Matured debt, and debt 

bearing no interest 3,115 

2. Interest-bearing debt 249,177 

a. Special issues 30,211 

b. Public issues 218,967 

(1) Marketable 160,372 


(2) Nonmarketable 58,595 

















HARLEY L. LUTZ 


items as savings stamps, excess 
profits tax refund bonds, special 
notes issued to the International 
Monetary Fund and the Interna- 
tional Bank for Reconstruction and 
Development, the United States notes 
(greenbacks) less gold reserves, and 
deposits for retirement of national 
bank and federal reserve bank notes. 

2. The interest bearing debt. The 
debt on which interest is paid falls 
into two classes. These are: 

(a) The special issues, which are 
the Treasury notes and certificates 
issued to the various federal trust 
funds; 

(b) The public issues, which are 
the various forms of debt sold to the 
general public. Again, there are two 
kinds of public issues: 

(1) The marketable debt, which 
includes the fully negotiable pape 
such as Treasury bonds, notes, bills. 
and certificates. 

(2) The nonmarketable debt, 
which, as the term indicates, is not 
negotiable. The principal forms of 
nonmarketable debt are the savings 
bonds and the tax saving notes. 


Must Be Definite 


From this brief enumeration and 
description of the various classes of 
the public debt, it is evident that in 
speaking of debt reduction it is 
necessary to be more definite as to 
the kind of debt to be dealt with than 
is usually the case. It is also evident 
that vague references to the total af 
the gross public debt as constituting 
the measure of the redemption prob- 
lem are incorrect and misleading. 
In that gross total are some classes 
of debt about which little or nothing 
can be done. For example, it is 
necessary to exclude the guaranteed 
debt. now negligible but once im 
portant, for the government will not 
have to pay it unless its corporations 
become hopelessly bankrupt. Noth 
ing can be done about the matured 
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Jast Selling HAND-I-SIFT Flor Softer 





NO. 373 TRIPLE SIFTING SCREEN 












e Simple, easy, one-handed ‘‘squeeze”’ operation. 


e Four cup size. 


e Flour is sifted through triple screens—aerated—made 1 Free-Running,One-Hand Operation 
wr nie Sale d fluff ‘ch 2 Nothing to Get Out of Order 

unbelieva y 1g t an ully, wit smooth texture. 3 Durable, Efficient Sifting Screens 
4 Joints are Clenched — Not Soldered 
5 No Gears—Direct Drive 
6 Handle Riveted to Supports 

: : ° . i » “Balanced” Lacquered 
e Beautifully decorated lithographed tin plate case. 7 eee ga eS Sees 

8 Supports Riveted to Case 


e No gears to wear out or cause trouble. 


— 
ANDROCK 
a” 





Y THE WASHBURN COMPANY. 


sia WORCESTER, MASS. « ROCKEDRD: hice. 
* oa ; 
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FLOOR BRUSH 


DISPLAY KIT 
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o 
Featuring the 
LACO ““NU-PAC”’ 


DISPLAY PACKAGE 

















5 
4 E “ =< <= £ 


SRE TLL TIT 


a Ae EE 


a 


@ Put floor brushes on display 
with a Laco “Nu-Pac” display kit 

sell every home, factory, store, 
office and institution—watch sales 
climb . . . sweep in the profits. 



















Kit contains six LACO quality 
14 inch floor brushes packed in the 
"Nu-Pac” self selling display box 
shows 3 brushes at a time. 
Dense, heavy Tampico filller is 
dyed green for greater sales ap- 
peal. Handles are clear varnished 
and 54 inches long. 


Ask Your Jobber or Write 
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debt until the holders choose to turn 
it in. Redemption of the notes held 
by the monetary fund and the inter- 
national bank will depend upon the 
future operations of these institu- 
tions, a matter over which the fed- 
eral government may have little in- 
fluence. 


The First Step 


The first step toward being spe 
cific as to what kind of debt is in- 
volved in the demand for debt reduc- 
tion is, therefore, to recognize that 
such a demand relates, in the first 
instance, to the interest-bearing debt. 
Actually, however, the matter must 
be narrowed still more, for there is 
no point in demanding that the spe- 
cial issues held by the various trust 
funds be redeemed since they are 
supposed to constitute assets held in 
support of future welfare commit- 
ments. This limits the field for debt 
reduction to the public issues. But 
it is necessary to go still farther and 
exclude the nonmarketable public 
issues in any demand for the aggres- 
sive use of surplus revenues to re- 
duce debt. By far the largest portion 
of the nonmarketable debt consists 
of the savings bonds, and except as 


_ these bonds mature, the government 


must wait until the holders decide 
to exercise the redemption option, 
which they may do at any time after 
sixty days from the date of purchase. 

As a matter of fact, the Treasury 
has recently inaugurated an inten- 
sive campaign to increase savings 
bond sales. It is assumed here that 
the demands for large-scale action 
to reduce the debt do not extend to 
a reversal of the present savings 
bond sales policy. Thus, by a process 
of elimination, it results that the 


area of deliberate, aggressive action 
by the government to retire debt of 
its own initiative is limited to the 
marketable, or fully negotiable debt. 
From this viewpoint, the volume of 
debt to be dealt with is not the gross 
total of $252 billion, but the $160 
billion of marketable debt. The 
other segments of the debt must, of 
course, be dealt with whenever the 
question of redemption arises. The 
point that is emphasized here, how- 
ever, is that the government does not 
control the timing in the case of the 
nonmarketable debt and therefore 
cannot proceed of its own initiative 
with the redemption of such debt. 

A final technical limitation upon 
the government’s freedom of initia- 
tive in debt redemption is in the 
distinction between the long- and the 
short-term marketable debt. There 
is no opportunity to redeem a long- 
term Treasury bond in advance of 
the call date except by purchase in 
the market. The years ahead are 
studded with call dates and final 
maturities of bonds and notes, with 
larger amounts falling due in some 
years than the respective budget 
surpluses are likely to be. Hence 
the technical limitation is not a 
serious practical restriction. 


The Problem of Choice 


The problem of choice among the 
maturing long- and short-term obli- 
gations, in determining what part of 
the debt to retire first, involves issues 
of debt manageme:.t that are beyond 
the scope of this essay. Since the 
current pressure for large-scale debt 
reduction has been tied in with the 
efforts to control and reduce the in- 
flation of credit and prices, it has 
become an accepted formula that 





Table II 


Character and Ownership of Public Marketable Securities 


March 31, 1948 
(Millions) 





Held by Investors covered in Treasury Survey 











U.S. Govt. 
Total Insurance Agencies, 
Classifi- Out- Commercial Savings Com- Trust Funds All other 
cation standing Banks Banks panies F.R.Banks Investors 
Issued by 
U. S. Treasury: 
Bills $ 13,945 $ 1,978 $ 84 $ 273 $ 8,940 $ 2,670 
Certificates 20,331 7,119 365 410 4,517 7,920 
Notes 11,375 4,537 152 244 1,887 4,556 
Bonds 115,524 43,986 11,462 21,369 11,072 27,636 
Other 164 13 2 l 36 112 
Guaranted 
by U. S. 28 1] 4 13 
Totals $161,367 $57,643 $12,068 $22,310 $26,451 $42,895 


Source: Treasury Bulletin, June 1948. 
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1948 





first attention should be given to 
the bank-held debt. The extent of 
bank ownership, in relation to other 
classes of holders of marketable 
debt, as shown by the latest avail- 
able Treasury survey, is indicated in 
Table II. 

If the ownership distribution ot 
the federal debt were to remain 
static, it would be possible to say 
that the volume of debt with which 
we really have to wrestle is the total 
of commercial and reserve bank 
holdings. As of March 31, 1948, 
this total was $78,530 million. By 
redeeming the bank-held debt, the 
credit inflation caused by bank loans 
to government would be eliminated. 


Will Not Remain Static 


But the ownership situation will 
not remain static, especially while 
there is outstanding a large amount 
of fully negotiable debt in the hands 
of investors other than banks. It be- 
comes necessary, therefore, to pre- 
face the insistence upon high taxes 
for the purpose of substantial debt 
reduction with a decision as to the 
most urgent and compelling reason 
for this course. If this reason be 
found in the concern over a large 
debt, as such, there would be no 
better case for concentrating upon 
the bank-held debt than upon that 
held by other classes of investors. 
There would be no good case, either, 
for an intensive campaign to in- 
crease the savings bond sales beyond 
the amount required to refinance the 
annual redemption of these bonds. 
On the other hand, if the most im- 
portant reason for high taxes and 
rapid debt reduction should be the 
deflation of bank credit as a means 
of curbing inflationary pressure on 
prices, then the surpluses should be 
devoted to retirement of the bank- 
held debt. Even by such a policy 
it would not be possible to prevent 
the banks from replacing the re- 
deemed paper by purchasing from 
other holders. The decisions of bank 
managements to carry government 
paper in their portfolios would be 
influenced by the price and yield 
of such investments as compared 
with other available investment op- 
portunities and by reference to the 
desired degree of asset liquidity. In 
any event, these would now be free 
decisions, whereas the original ab- 
sorption of government paper during 
the war was not a matter of free 
choice. 

In view of the freedom of banks 
to replenish their holdings, it would 
appear that a more vigorous attack 
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Vented 
GAS CIRCULATOR 


Built for looks, quality, superior per- 
formance and safety. 


The new 20,000 BTU Royal No. 820 
Vented Gas Circulator uses all types 
of gases ... the best looking and most 
efficient vented circulator heater being 
made today. Features include: 


Flue outlet set low, makes venting 
connection easy, simple, inconspic- 
uous. 


e Draft diverter completely enclosed 
in cabinet. 


Furnished with constant burning 
pilots except LP-gas. 100% Safety 





Shut Off Automatic Pilots available 
at extra cost. 

e Constructed to give complete air cir- 
culation plus radiant heat through 
front louvres. 


Enduring, baked on enamel finish 
with corrosion proof trim. Built of 
highest quality materials throughout 
with fine furniture design. AGA ap- 
proved for all types of gases. 

Royal quality and performance are 
time tested, proved by years of use 
from Maine to California. The Royal 
heater gives performance that is years 
ahead of any other heater. 

See your Royal distributor or write for 
complete information. 


40,000 and 60,000 BTU ROYAL VENTED CIRCULATORS COMING SOON 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA, TENNESSEE 
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MAKE MORE SALES 
with this NEW, IMPROVED 


HOME LAUNDRY AID! 


te eee 


AA 
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The exclusive Magic Circles do the hard work. . . break 
up the rubbing cycle . . . dislodge dirt and grime quickly 
and easily. Available in brass, polished aluminum or 
zinc that does not mar clothing . . . is light in weight and ‘ 
easy to handle. Hardwood frame and entire rubbing sur- 
face is reinforced with lifetime aluminum. Will give years 


® NEW MAGIC CIRCLES 
® SEALED SOAP TRAY 
@ METAL REINFORCED BACK 


Build your sales and profits with this new and im- 
proved home laundry aid. Exclusive Magic Circles 
save clothes, wash faster and cleaner and are easier 
on the hands. All metal soap tray i$ sealed in frame 
... prevents water splashing back on user. Legs and 
frame are sanded to a satin-smooth finish . . . will 
not catch or tear clothing. 









of service. Sells at standard price. Also available in 


pail size. 
Ask your jobber or order direct. 


See how durable aluminum 
is used to brace back and 
frame of board 


IVERSON MFG. COMPANY 


y > > ie Pe eS 
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MINNEAPOLIS, MINNESOTA 








Table Ill 
Changes in the Gross Public Debt and the 
General Fund Balance from February 28, 1946 
to June 30, 1948 


(Millions) 














General Fund 


Gross Guaranteed 
Date Public Debt Public Debt Debt Balance 
2/28/46 i $279,764 $279,214 $550 $25,961 
6/30/48 252,366 252,292 73 4,932 
Decline 27,398 26,922 477 21,029 





upon the present inflation could be 
made by extensive refunding of the 
hank-held debt into issues not eli- 
gible for bank investment than by 
the slow, irregular, uncertain pro- 
cedure of retirement from revenue 
surpluses. The savings bond cam- 
paign is a small step in this direc- 
tion. The possibilities of such re- 
funding are presently limited by the 
high taxes on incomes which absorb 
the savings margins from which ex- 
tensive acquisition of new issues 
would have to be made. Thus, from 
another angle, the problem of tax 
revision is seen to be directly re- 
lated to that of inflation control. 


In Summary 


In summary of the discussion to 
this point, it has been shown that 
because of the various categories of 
the debt, the generic term “public 
debt” is too indefinite to be helpful 
in the formulation of demands for 
debt reduction. Some classes of 
debt are being increased as a matter 
of policy, notably the special issues 
and the savings bonds. It is also 
necessary to detemine, as a further 
matter of policy, the most urgent 
reasons for insisting upon large-scale 
redemption at this time. As long 
as inflation control figures promi- 
nently among these reasons, primary 
emphasis should be laid upon the 
bank-held debt, notably that held 
by the reserve banks. It is clear, 
however, that there is no way of 
keeping out of the banks such part 
of the negotiable debt as they may 
be willing —at a price —to own. 
Large-scale refunding into debt 
forms not eligible for bank invest- 
ment would reduce permanently the 
bank-held debt, but the present 
heavy taxes on incomes are a serious 
deterrent to such an undertaking. 

Another question pertinent to the 
debt reduction argument, is whether 
there must be, in satisfaction of that 
argument, a reduction of the overall 
total, or whether the recent trend 
toward reduction of marketable debt 
through a substitution therefor of 
non-marketable debt would be ac- 
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ceptable. The extent of this substi- 
tution since the peak of federal in- 
debtedness was reached at the end 
of February, 1946, may not be gen- 
erally realized. There is shown, in 
Table III, the overall debt reduction 
from February 28. 1946, to June 30. 
1948. 

According to this part of the 
record. the major portion of the debt 
reduction came about by the appli 
cation of the large cash balance on 
hand after the final war loan was 
issued. The decline in guaranteed 
debt presumably occurred through 
the application of government cor- 
poration funds to this purpose. 
There will probably never again be. 
in peace time, a huge general fund 
balance, and the operation which 
was possible after the war borrow- 
ing stopped cannot be repeated. 

The data in Table III do not tell 
the entire story of the debt since 
February, 1946, for the reason that 
they do not reveal the changes that 
occurred in its internal composition. 
These changes are important. In 
some respects, they are more signi- 
ficant than any that have eccurred 
in the overall area of the gross 
public debt. They are shown in 
Table IV. 

The significant fact disclosed by 
the data in Table IV is that with a 
net decrease of $28,735 million in 
the total interest-bearing debt, there 
was a net decrease of $39,438 million 
in the marketable or fully negotiable 
debt during the same period. The 
difference is accounted for by a 
moderate rise in the nonmarketable 


public issues and a substantial in- 
crease in the special issues. 

As a final statistical exhibit it is 
worth while to show where the prin- 
cipal reductions of the marketable 
debt were made. This is done in 
Table V. 

From Table V it is seen that the 
debt reduction program by which 
the marketable debt has been re 
duced $39,439 million since the end 
of February, 1946, has been con- 
centrated in the area of the short- 
term paper. In view of the extent 
to which this paper was he!d by 
the commercial banks and the re 
serve banks, it appears that the debt 
payment policy thus far pursued has 
been directed at the basic source of 
the credit inflation, which is the 
bank-held debt. No precise evalua- 
tion of the deflationary results of 
this operation is possible. In any 
case, these results have been offset 
in considerable degree by reserve 
bank purchases to support bond 
prices and by an expansion of bank 
loans to private business. Various 
authorities in the banking field have 
expressed concern over the rise of 
business bank loans and they are 
virtually unanimous in attributing it 
in large degree to the scarcity of 
savings under the present rates of 
the individual income tax. 


Directs Attention 


The amazing achievement with re 
spect to the reduction of marketable 
public issues, shown in Table V, 
directs attention to a question raised 
earlier, namely, whether the reduc 
tion of marketable debt can be re- 
garded as reasonable compliance 
with the terms of the popular de- 
mand for debt payment. This redue- 
tion has been accomplished in part 
by the substitution of nonmarketable 
issues and special issues. To this 
extent there is no debt retirement in 
the overall sense, but if the concept 
of debt payment is to be interpreted 
narrowly, it may be asked why some 





Table IV 


Changes in the Interest-Bearing Debt 
February 28, 1946, to June 30, 1948 


(Millions) 


Total 
Interest- 
bearing 
Date Debt 
2/28/46 $277,912 $199,810 
6/30/48 249,177 160,372 
Net Change 28,735 39,438 


Puhlic Issues 


Marketable Nonmarketable Total Public Special Issues 


$57,206 $257,016 $20,897 
58,595 218,967 30,211 


+ 1,389 38,049 +9,314 





Source: Treasury Bulletin, December, 1947, and Treasury Daily Statement, June 30 
1948. Totals are rounded and do not completely correspond. 
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BEST BUY 


DUALS 












































3” 3%" 4” 
$1.29 $1.79 $1.98 

retail retail retail 
These brushes are all made with pure black Chinese bristle — sterilized 4 3” brushes @ $1.29 retail $5.16 
and cleaned. Bright red lacquered handles and polished metal ferrules. 4 3% i brushes @ 1.79 retail 7.16 
4 4” brushes @ 1.98 retail 7.92 
TOTAL RETAIL $20.24 
DEALER'S COST 13.20 
DEALER'S PROFIT $ 7.04 











Here's an oddity. Brush prices are all going UP —all but prices of these 
top quality brushes which are DOWN. Why? Because it’s the fastest moving 
line on the market. We'd rather sacrifice longer margin for fatter volume. 
Wouldn't you? Call or write your local jobber today for full details 


‘Use Brushes of Marit” 





UNITED BRUSH MANUFACTORIES 


116 and 118 Wooster Street, New York 12, N. Y 





Since 1890 one of the country’s 


SELF-DISPLAY PACKAGE! 
This complete, compact counter 
unit sells all 3 sizes. 


leading manufacturers of paint brushes 
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NEW— 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dramatically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own _ selections—sell them- 
selves! 


¥y 
4 


THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 
Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 

DEALER AIDS —Free mats, electrotypes, radio 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 
= . 4 4 4 4 4 4h 4h 4h 4h 4h Lh Mh 
Send details of Free Accessory Case plan. 
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Table V 
Changes in Outstanding Market- 
able Public Debt, February 28, 
1946, to June 30, 1948 
by Classes of Securities 








(Millions) 
Amount Outstanding on 
Class of Reduc- 
Security 2/28/46 6/30/48 tion 





Bills $ 17,032 $ 13,757 $ 3,275 
Certificates 41,413 20,931 20,482 
Notes 19,551 7,838 11,723 
Bonds 121,634 117,692 3,942 
Other 180 163 17 


Totals $199,810 $160,371 $39,439 





Source: See Table V. Rounded totals do 
not completely correspond. 





forms of the debt are permitted to 
increase. If sheer, unqualified debt 
reduction is the only proper goal, 
why should the Treasury push the 
sale of savings bonds, and why 
should any more special obligations 
be issued to the trust funds? There 
must be some significance for the 
ordinary person who owns savings 
bonds or other debt paper in the 
fact that over the past two and a 
half years some $10.7 billion of the 
kind of debt that is freely negotiable 
in the market has been replaced by 
an equal amount of the kind that 
will tend to remain securely locked 
up, either in the strong boxes of the 
individual citizens or in the various 
trust funds to which the special 
issues were delivered. 

In view of this record, particularly 
with respect to the repayment of 
marketable debt, it would appear 
reasonable to give further thought 
to tax reduction and revision. No 
one wants to see a resumption of 
debt increase through deficit financ- 
ing, and such a course is not ad- 
vocated here. What the record does 
justify, in the opinion of the present 
writer, is further action to lessen tax 
burdens as against unyielding in- 
sistence upon debt payment without 
regard to the tax levels that would 
be involved in such a policy. Within 
limits, tax rate reduction does not 
necessarily impair revenue receipts 
in the long run. The chances are 
much better than even that greater 
headway will be made in overall 
debt reduction over the next decade 
by readjusting tax burdens so as to 
promote high level employment, pro- 
duction, and income than can be 
made by retaining, for the purpose 
of rapid debt payment, tax rates 
that impede capital formation and 
throttle the economic incentives to 
work, save, and assume risks. 





Order NOW for prompt 
SPRING delivery 


=’ HODGMAN 
BOOT FOOT 


WADERS 






No. 304 
WADEWELL 


BOOT FOOT 
WADERS 


are made of extra strong doubled fabric triply 
reinforced at seams. All seams stitched, ce- 
mented and strapped. Special rubber coated 
fabric at inseams and crotch to prevent chaf- 
ing. Both feet of sturdy construction, with 
cleated soles, molded heels, and hard toe caps 
to prevent bruises. Boots fashioned on foot 
shaped last for real walking comfort. Roomy 
inside pocket. Drawstring and suspender but- 
tons. Entire wader vulcanized as a unit after 
making. 


HODGMAN 
RUBBER COMPANY 
FRAMINGHAM, MASS. 


261 Fifth Ave. 15 North Jefferson St. 121 Second St. 
New York, N. Y. Chicago, III. San Francisco, Cal. 














LANTERN LEADERSHIP 


0 


EXPERIENCE 
PRODUCED THE 


EMBURY 


AIR PILOT 


LANTERN 


ORDER THROUGH YOUR JOBBER 


EMBURY MANUFACTURING CO. 


WARSAW, NEW YORK 
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Rural Families Prefer 
Hardware Stores 
For Battery Supplies 


ARDWARE stores were named 

as the place of battery pur- 
chases by 50.1 per cent of rural 
families, according to a sampling 
made of subscribers to Country 
Gentleman, Philadelphia, Pa., to 
ascertain characteristics of flash- 
light ownership and usage in rural 
areas. 

The general store was named as 
the place of purchase by 21.9 per 
cent; the variety or five-and-ten 
cent store, 20.7 per cent, and ser- 
vice stations, 20.2 per cent. Other 
places of purchases were given as 
the drug store, department store, 
sporting goods store, mail order 
house and auto supply store in that 
order. 

Flashlights are owned by 97.2 
per cent of the families replying to 
the survey. Ownership of two flash- 
lights is most common; that num- 
ber being given by 36.8 per cent. 
Nearly 25 per cent own one and 
nearly 2] per cent own three. More 
than 17 per cent own four or more. 

Purchases of flashlight batteries 
are made three times a year by 
22.4 per cent of the families. 
More than 20 per cent buy bat- 
teries four times a year while 
nearly 17 per cent buy them six 
times a year or oftener. 

Two out of five (43.8 per cent) 
reported they buy flashlight bat- 
teries two at a time, while 21.6 buy 
them four at a time. Nearly 54 
per cent buy three or more at a 
time. Even-number purchases of 
two, four or six batteries are most 
common. 

In five out of eight (62.5 per 
cent) of the families, the husband 
or male head of the household buys 
the batteries. The wife makes 21.6 
per cent of the purchases. Junior 
buys 6 per cent. 

The survey further showed that 
battery-operated radios are owned 
by three out of 10 of the families 
replying. Of these battery sets, 
more than 41 per cent are port- 
ables or miniatures. It also was 
learned that battery-operated hear- 
ing aids are used by 4.7 per cent 
of the families. 
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QUALITY CUTLERY 


= —~—“HUNTING KNIVES 


With POLISHED NATURAL LEATHER or 
Brilliantly Colored PLASTIC HANDLES 


For quicker turnover and bigger profits stock Western 
quality knives—known by sportsmen everywhere as the 
hunting knife with the sharp, durable hand-ground blade 
and the important extras of craftsmanship born of three 
generations of cutlery-making experience. Blades are 
made of high-carbon electric-furnace chrome vanadium 
steel, and patented double-tang construction locks the 
handle in place. It cannot come loose. Your sales of 
Western knives are boosted by national ads in all lead- 
ing outdoor magazines. 


THERE’S A WESTERN KNIFE MADE FOR EVERY OUTDOORSMAN’S NEED 


WESTERN STATES CUTLERY CO. 


1613 BROADWAY BOULDER, COLORADO 


% POINT OF-SALE LOG DISPLAYS 
AND OTHER SELLING AIDS AVAIL 
ABLE THROUGH YOUR JOBBER 
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‘JOHNSON 
JOHNSON 


Johnson XLO Music Wire comes to you , 

in a specially designed attractive package 

for dealer convenience and display. It is a 
familiar item in leading hardware stores. Put 
up in coils of '/4 lb., '/2 Ib., and 1 Ib., all sizes 

.003" to .200". 
The wire of a thousand uses is a fast-moving com- 
modity and profitabe, too. Through your wholesaler. 


JOHNSON WIRE ¢ JOHNSON WIRE ¢ JOHNSON WIRE * JOHNSON WIRE 


QHNSON 


AND WIRE .COMPANY, INC. 
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Philadelphia Cleveland Detroit Akron Chicago 
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The Ad-Viser 


A catalog can be a real producer of business but there 
are numerous factors entering into its construction. 
This article describes them in considerable detail 


Win: the utiliza- 


tion of catalog advertising and 
promotion is still far from exten- 
sive, it has proven its worth for 
the retail hardware trade. Mer- 
chants all over the country are 
adapting this excellent medium 
and getting results. 

A catalog can be classed as a 
publication in which merchandise 
is listed for ordering. It usually 
contains pictures and descriptions 
of items. Its purpose can be two- 
fold—to stimulate business within 
the store or to build a substantial 
mail order business. Consequently, 
it might be profitable for us to 
consider some of the basic prob- 
lems involved in catalog pro- 
duction. 


Construction and Design 


The construction of a catalog 
for a hardware dealer requires 
first a consideration of its ultimate 
objectives. It must be decided, 
for example, for what purpose the 
“mailing piece” will be distrib- 
uted. Is its main purpose to 
create store traffic? Will it be 
designed to solicit orders by mail? 
Your decision will greatly affect 
the basic construction as well as 
cost of the project. 

Important too, is a decision re- 
lated to the following subjects: 

1. Merchandise to be pictured 
and listed. 

2. Lists available. 

3. Size required for effective 
presentation. 

4. Method of distribution. 
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». Type .of printing. paper. 
binding. ete. 

6. Money available. 

Verchandise to be pictured and 
listed. If the catalog is for a “gift 
season” such as Christmas or 
Easter, choose items which have 
gift value. For any time of the 
year, your merchandise must be 
aitractive both in design and in 
price. These items should be rep- 
resentative of your general stock. 
Be sure that your catalog repre- 
sents stock which you can supply 
to any and all interested cus- 
tomers. 

Lists available. There are a 
number of sources of good lists. 
For example, you can use your 
own customer list. This is prob- 
ably the best you can get because 
these people know you and have 
made purchases in your store. 
They can expect fair treatment in 
future business ventures. You can 
also obtain lists from non-competi- 
tive stores in your town, from list 
companies, from classified direc- 
tories. etc. If possible. try to in- 
clude people living outside of 
town, especially those who find 
difficulty getting to the main shop- 
ping areas. 

Size. The size of your catalog 
will be determined by the amount 
of items to be represented, plus 
your available budget. Unless you 
are selling as a mail order busi- 
ness, size should be kept to a mini- 
mum. Of course. available paper 
stock may help you decide and it 
is wise to consult the printer re- 
garding this factor. 


How to Create an Inexpensive Catalog 
Which Will Aid in Bringing Business 


By IRVING SETTEL 
Advertising Manager 
Concord's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


Distribution. There are a num- 
ber of methods of distribution. 
each effective in its own way. 
Probably the best, is to mail the 
catalogs to names on your list. 
This is fairly expensive but effec- 
tive. It is also possible to hire 
a few men or boys to deliver the 
books personally to every door. 
A third method would be to run 
advertising in newspapers and on 
the radio soliciting requests for 
the free catalog. 

Type of production. You can 
have your catalog produced by 
letterpress or by offset lithography. 
Both of these methods of repro- 
duction are effective and have 
their individual advantages. The 
choice. however, depends upon 
many factors such as, 1. Available 
printing processes in town; 2. 
Number of pages to be printed: 
3. Type of copy (illustrations or 
typography): 4. Kind of paper 


you want. 


Cost Varies 


Your cost varies with the type 
of work you want printed. IIlus- 
trations, for example, will raise 
the cost of a letterpress job while 
a great deal of type matter will 
sky-rocket your offset prices. In 
any case, it is wise to get estimates 
from a number of printers before 
you decide. 

Money available. This must be 
determmined by you alone. If you 
have done this work before. you 
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SELL nationally advertised 
















Vege v1tee 


and you sell business 
the finest o/ MORE 


sales volume with 
the world’s finest 

: stove mats 
CHROME QUEEN — 
walt pacveetO® Fr) @/MORE 
- Xmas sales with 
Aristo-Mats, the 
practical Xmas gift 






ON STOVE—CHROME QUEEN 


Aristo-Mats are easy to sell because they are nationally advertised 
Aristo-Mats are easy to sell because they are top quality, precision built 
and approved by GOOD HOUSEKEEPING and PARENTS’ magazines. 
Only Aristo-Mats have exclusive features such as safety-ringed Kant-Kut 
corners and “Quad Coat” process. Only Aristo-Mats come in a range 
of sizes to fit all stoves and a selection of patterns to fit every kitchen. 
Aristo-Mats are guaranteed not to chip or peel and to retain their mirror- 
like beauty indefinitely. 

MORE THAN 100,000,000 READERS SEE 
ARISTO-MAT NATIONAL ADVERTISEMENTS 
IN LADIES’ HOME JOURNAL - WOMAN'S 
HOME COMPANION + BETTER HOMES AND 
GARDENS - GOOD HOUSEKEEPING - PAR- 
ENTS’ + McCALL’S - WOMAN’S DAY +» HOUSE 
BEAUTIFUL - GUIDE FOR THE BRIDE - GRIT 
AND DAILY NEWSPAPERS. 

For further information regarding other patterns, 
see your local jobber, distributor, or write 


Canadian Representatives: Show Rooms 
The D. G. CLARK Agencies 11-104 MERCHANDISE MART 
LONDON, ONTARIO, CANADA CHICAGO, ILLINOIS 


PHOENIX TABLE MAT COMPANY 














SAUCER 


1315 West Conar 
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The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 
by everyone from master mechanics 
to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 
plastics, woods. Perfect for hard-to-get-at 
jobs! You'll see why we call this 
line ‘'Super.”’ 







KUT-UP 








a 
COLORFUL IN ORANGE & BLACK 


No. 95 Super Keyhole Kut-Up —1 doz. per box 


(Refill blades, No. 99, can be bought separately. 
Packed 1 doz. to attractive metal-edge box.) 


Good looking aluminum 

handles, comfortable pistol 

grip. Compass saw pattern blades 

— flexible TUNGSTEN steel. A sturdy 
*#ool overall, 





SEE YOUR 
JOBBER 











GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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probably know how much to put 
into a new catalog. However, if 
you are a newcomer in the field, 
it is wise to start on a small scale 
and see what results can be ob- 
tained. Then build upon a solid 
foundation of experience. 


Preparing the Catalog 

One of the best ways to start 
your catalog, is to prepare a 
dummy. Ask your printer for a 
dummy form, or blank sheets of 
paper bound in catalog form. With 
this, you can determine the basic 
structure of the book. It is pos- 
sible to determine position of ele- 
ments by roughly sketching the 
‘items in place. Here, all changes 
can be made without charge and 
decisions as to type and amount 
of illustrations determined. 

Illustrations and copy. It is 
often possible to obtain from your 
manufacturers and _ wholesalers, 
free photographs, illustrations, 
type matter, etc., all of which can 
be used in the catalog. Get as 
much “copy” from your sources 
of supply as possible. This will 
save you a lot of money. The cost 
of art work and photography is 
extremely high these days. TIllus- 
trations both in line cut form and 
in halftones are good. It is also 
possible to obtain free material 
from your mat services and from 
your newspaper office files. 


Copy and text. Your copy 
should consist primarily of de- 
scriptions of items and _ prices. 
Some institutional copy can be 
included. Order blanks and cou- 
pons are always desirable. Be 
sure to give simple instructions if 
they are required for ordering. 
An index is helpful. 

Paper, cover and inside pages. 
Try to obtain a good quality paper 
for the inside of the catalog and 
a heavier stock for the cover. The 
exact type of paper should depend 
upon the context, folding, method 
of printing, post office require- 
ments, weight, etc. 

Color. If you can afford to use 
an extra color, it will add tre- 
mendously to your publication. 
The cover, in at least two colors, 
will attract people to open the 
catalog. Within the book itself, 
extra colors can be used for em- 
phasis, prices, certain items of 
merchandise, etc. Care should be 
used, since this too can be over- 
done. 

The catalog. The catalog should 
be a handy book, designed for 
extended use. Produce it so that 
the customer will save it for future 
ordering and as reference ma- 
terial. If the catalog is easy to 
read, easy to use, easy to order, 
it will accomplish its purpose 
that of creating additional busi- 


ness. 





Custom-Built to 


Be Customer-Wise 


(Continued from page 94) 


retail merchandise and industrial 


supplies. 


Madsen & Howell’s staff of 40 


= ( Wy 


includes eight main floor salespeo- 
ple and one in the basement foi 
appliances as well as one for power 





A partial view of the accessories and power tool displays in the 
basement. Old first floor showcases hold easily stolen small items. 
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tools. Compensation is on a salary 
basis, plus semi-annual bonuses 
based on merit rather than regular 
salary ratings. Twice-a-month em- 
ployee meetings are held, follow- 
ing dinner furnished by the com- 
pany, and those present are paid 
for their time. 

Among the unusual features of 
the store is its house communica- 
tion system, which includes four 
master stations in various parts of 
the store, offices, warehouses and 
industrial supply departments. 
From many points throughout the 
company’s several buildings peo- 
ple may answer the inquiry, when 
it comes out over the speaker with- 
out being next to the master sta- 
Use of this system permits 
an immediate check up by the 
sales staff as to delivery problems, 
stock on hand, and any number of 
other questions that may arise in 
the course of a day’s business. It 
also assures instant and positive 
contact with all parts of the com- 
pany’s buildings. 


tions. 


In a firm such as Madsen & 
Howell, employee training is of ut- 
most importance and so there is 
preference on the part of Mr. How- 
ell for young people who can be 
trained the store’s way. Even. the 
youngest trainees are instructed in 
such a manner that they can take 
complete charge of a department. 
One fairly new and well trained 
full time employee worked on a 
part time basis while still a high 
school student. Upon graduation 


he became a full time employee of 


the company. 

Officers of the company are 
R. D. Howell, president and trea- 
surer, and J. E. Madsen, vice- 
president and secretary. A. P. 
Beardsley is retail store manager. 


Salesmanship Classes 


A community service sponsored 
by the retail division of the Fre- 
mont, Neb., Chamber of Com- 
merce, is a periodical school in 
salesmanship, public _ relations, 
public speaking and traffic engi- 
neering. More than 300 people 
enrolled in the last school. The 
purpose of the school is to provide 
better trained personnel for retail 
stores. 
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Induction 
heat-treat Cd 


--- for absolute uniformity, 
dependability, and long life 












Now, with Induction Heat-treating, GREENLEE 
brings a new, high degree of uniformity to 
Solid-Center Auger Bits. Under this new, 
most modern method of heat treatment, 
GREENLEE 22 Solid-Center Auger Bits take 
and hold perfect cutting edges for fast, clean 
action, longer life, sure dependability. It’s 
a great, new tool-making advancement 
you'll surely want to take advantage 
of for greater sales and profits. 





-— SOLID-CENTER 


pee FS 2% 


TOOLS FOR CRAFTSMEN 


REENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits » Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools « For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1812 Herbert Avenue, Rockford, Ulinols, U.S.A. 
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‘Refrigerette’ 


I. R. Rozett & Associates, Merchan- 
dise Mart, Chicago, 54, IIl., introduces 
the “Refrigerette” designed to be used 
particularly where space is at a_pre- 











mium. It is 34% in. high and will hold 
about 85 Ibs. of food. Contains two 
shelves and one cutaway, permitting 
storage for milk and other tall bottles. 
About 6 lbs. of ice cubes are produced 
at one time. Frozen food packages or 
meat can be stored for long periods 
in the ice tray compartment if trays are 
removed, Features, white porcelain top, 
heavy baked porcelain interior and a 
hermetically sealed power plant. Gross 
capacity is 34% cu. ft. Heavy, chrome- 
plated automatic door latch. 


Universal Built-In 


‘Mailo-Box’ 


Penn-Greg Mig. Co., Minneapolis, 
Minn., is offering the “Mailo-Box,” 
said to protect the mail from pilferage 
and the elements. Offered in a wide 
range of designs and finishes to con- 
form with any type of outside hard- 
ware trim. Packed in individual ship- 
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ping cartons, completely assembled and 
ready for installation. Inside cabinet 
door is furnished in either birch or oak. 
Vertical type is offered in four models 
and the horizontal style is made in five 
models. May be installed in frame, 
brick, brick veneer or stone wall. Sug- 
gested to retail for from $7.50 to $12.50 
each. Finishes include cast aluminum. 
cast yellow brass. cast bronze. Push 
button for bell and name card holder 
can be furnished for several models. 


Federal Tool 
W indow Display 


Federal Tool Corp., 3600 W. Pratt 
Blvd., Chicago 45, Ill., offers a mer- 
chandise promotion assortment. Win- 
dow display set up illustrated is 48 in. 
wide by 44 in. high by 18 in. deep 
and is die-cut to hold one each of 17 
items in the matched Federal practical 
housewares line, illustrating and de- 
scribing the purpose and use of each. 
Price of each is also indicated. Display 
is included without charge in the as- 
sortment No. 923 which is made up of 
17 of the most popular items in the 
line, in quantities varying from a half 
doz. to three doz. in accordance with 
proportionate dealer sales average rec- 
ords. Suggested retail selling price 


value is $89.88. 


STAMDAROATED . KITCHEN 
wow abOuT YOU 








Super Ball Bearing Pulley 
Wm. H. Zimbalist, Inc., 262-64 Greene 
Ave., Brooklyn, 5, N. Y., is offering 
a clothesline, super ball-bearing pulley 
which is so made that it is said to be 





impossible for the rope to slip off or 
become snared and frayed. Casing holds 
it in place. Ball bearings eliminate un- 
due noise and permit easy operation. 
It is cadmium plated in order to resist 
rusting. Openings on either side and 
ball-bearings make it easy to insert rope. 
Suggested to retail for 69 cents each, 
packed 12 to box, 12 to carton weigh- 
ing about 84 Ibs. 


Chrome Bathroom 
Accessories 


Bluejay Chrome Products, Inc., Pitts- 
burgh 17, Pa., has developed a newly 
designed line of chrome bathroom ac 
cessories, featuring tumbler holders, 
towel bars, grab rails and related re- 
cessed fixtures. Line is characterized 
by a “morning glory” motif and all ac- 
cessories are triple-plated in hi-lustre 
chrome. Folder is available which illus- 
trates the complete line and may be 


had on request. 
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Garage doors readily “stay put’ when the No. 810 Garage 
Door Holder is on the job. When swinging garage doors 
are opened a long, heavy U-shaped arm slides through a 
steel catch-plate and engages at the top of the bracket 


holding door firmly open. 


To close the door, a slight pull on a handy safety chain 


-ene 


operates a trip-bar and ‘“‘quick-as-a-flash” releases the 
ring 


holder. Here is a dependable door check that is simple in 


ley 


) be 


both construction and operational performance. 


Motor car owners are quick to appreciate the need for a 
safety precaution to save both their cars and garage doors 
from accidental damage when entering or leaving their 


garage—the National No. 810 does a very effective job. 


The National chain bolt and foot bolt are also considered 
essentials for promoting security and convenience in the 
control of swinging doors. Foot bolt is held in place when 
raised by an oil-tempered steel friction spring. Cannot get 
out of order. 


or 
ids 


un- 


The chain bolts are equipped with a high-grade safety 


a chain which cannot pull apart. Bolt is easily reversed by 
ion. 

sist simply removing cotter-pin. , 
and 
“4 The care evidenced in the designing and in the precision 


gh- construction of these National hardware products accounts 
for their wide preference by those who buy hardware for 


long dependable service. 





No. 830 Foot Bolt No. 820 Chain Bolt 





NATIONAL MANUFACTURING CO. ¢ Sterling, Illinois 
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you can Safely Build on 


*C6. v. 6. Pat. ore, 


me a OS a 

F Guaranteed by” ® 

Good Housekeeping 
"5 


~~ 
45 apvranisto WE 


The only “Home Engineered” line of 


rubber housewares where each house- 
hold need is painstakingly studied and 
then a product designed to fill that need. 

To make this product the finest possible, 
Rubbermaid engineers use a compound 


of 12 perfectly balanced ingredients. 


RESULT: Rubbermaid Housewares... 

the Quality Brand that cushions shock 

and assures long life resistance to soap, 

cleansers, grease, scalding water and heat. 
* 

The complete, Nationally Advertised Line 


Rubbermaid is backing you with 
104,000,000 Reader Impacts in leading 
National Women’s magazines ... Write 
for integrated Dealer Helps. 


THE WOOSTER RUBBER COMPANY 
Dept. HA 1, WOOSTER, OHIO 
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WHAT'S NEW 


Lavelle ‘Handy Man’ 
Assortment 


A complete plumbing rubber depart- 
ment in 12 in. space with steel counter 
unit is offered by Lavelle Rubber Co., 
424 N. Wood St., Chicago 22, Ill. As 
sortment features 13 different items and 
650 items in all including tank balls, 
basin stoppers, suction sink stoppers, 
hose and faucet washers, graphite pack- 
ing, toilet seat bumper sets, repair sets, 








etc. An attention getting three color 
display card sparks the “Handy Man” 
assortment. Suggested retail prices for 
each item are supplied on back of dis- 
play card. Suggested total retail value, 
$25. Dealer’s cost $12.50. 


Hamilton Beach 
Food Mixer 


Improved “one-hand wonder’ Hamil- 
ton Beach food mixer model G features 
the “Mixguide” which puts 10 speeds 
under the thumb and under the eye. 
Easy-on, easy-off saddle attachment is 
another feature which provides one-hand 
portability. Bowl'control is achieved by 
a lever at the bottom of the standard 
which sifts bow] while beaters are in 
operation to insure smooth mixture of 
all types of ingredients. Other extras 
claimed for the new model include full 
power at all speeds, regardless of 
weight of the batter, light weight han- 
dle, sure-grip bowls and a free-flowing 
juice strainer. Hamilton Beach Co., 
Division, Scoville Mig. Co., Racine, 
Wis. 























for 
DEPENDABILITY 


Dependability sells ladders . . . and 
Famous ladders have those construc- 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 


LADDERS 
STEP @ SINGLE @ FRUIT 
@ STAGE @ EXTENSION @ 


TRESTLE @ COMBINATION 
@ WINDOW-CLEANING e 





Leaders in Quality Woodenware over 47 years. 


OSHEN CHURN & LADDER INC. 
GOSHEN, INDIANA 











“WRIST ACTION’’ CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 95% : 
of all cord 
troubles. Exclu- 
sive, patented de- 
sign. A_ proven 
seller. Attractive 
display card free. 


SELF-SELLING CORD DISPLAY 
Holds, displays, SELLS 60 Davis 
cord sets. A complete line — 
11 different types, eacn tagged 
with informative 

gp sales label. Finely 

bye LE finished wood — 
0” x 20” x 8” 


4 eat oy weite for profit 
é making deal. 


Sveeseeceeseeeeseeeeapeeeeenee 
RANGE CONNECTORS 
Underwriter's ap- 
proved. 220 volt— 
50 amp. cables & re- 
cepticales for electric 
ranges. Eliminates 
costly electrical work. 


Ss. YOUR JOBBER OR WRITE 
CE DIRECT FOR DETAILS & PRICES 


DAVIS Mfg. Company 
PLANO 1, ILLINOIS 
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Sherwin-Williams Kem-Glo 


A synthetic lustre finish said to look 
ind wash like baked enamel is being 
introduced by Sherwin-Williams Co., 





Cleveland, Ohio. For kitchen and bath- 
room walls and fine woodwork, the 
lustre finish is slightly less than a full 
gloss coating. This is said to make wall 
imperfections less noticeable. Reported 
to be equally well suited for use on 
wood or metal and gives a fine per- 
formance indoors or outdoors. Gives 
solid one-coat coverage over most sur- 
faces and does not require a primer or 
undercoater on new wood or plaster, it 
is claimed. Fast drying makes it possible 
to apply two coats where desirable, four 
to five hours apart. Maker claims the 
finished film is a plastic smooth surface 
that dirt, grime stains and grease don’t 
penetrate. Kem-Glo colors have been 
created to harmonize with the Kem- 
Tone shades so home decorators can 
use either matching or harmonizing 
colors on both walls and woodwork. 
Kem-Glo package is lithographed in 
both qt. and gal. sizes. Quart size 
introduces a can with “Circle Seal” 
top that opens by lifting off a ring seal 
and depressing the lid. It is closed by 
placing lid over mouth opening and in- 
stalling the ring seal. Top of qt. pack- 
age is made to accommodate a 2% in. 


brush. 


All-Metal Bench Saws 


“Eager Beaver” ball bearing all metal 
bench saw features adjustable rip 
fence, indexed mitre gage, full 2 in. 
cut, six in, tempered circular blade. 
Light and portable, it is table size, 
12% by 13% in. Shield keeps hand 
from blade, catches sawdust. Combina- 
tion cross cut and rip blade. Arbor 
pulley for A-belt drive by % H.P. and 
up electric motor. Suggested to retail 
for $10.95. Individually packed, ship- 
ping weight 6% lbs. Beaver Tool Co., 
1612 N. Vermont Ave., Los Angeles 27, 
Cal. 








CE 4 Get Shopper off the Spat 
ne one of EVERHOT 
, 





~ 











The unique and perennially useful items simplify Christmas sales for you and 
in the Everhot line meet the great the shopper. Choice is easy, sale is 
majority of all gift requirements. Ever- quick. No waiting for a decision while 
hot displays in window and store other impatient shoppers fret and fume. 














Everhot Fan and Heater Everhet Air Flo Heater Everhet Timer Cleck 

CASH IN ON EVERHOT ADVERTISING —Everhot Consumer Advertising con- 
sistently carried on all fall and winter will continue right through December. Gift 
shoppers see Everhot Products featured in Better Homes and Gardens, Ladies’ 
Home Journal, McCall's, Household, Woman's Home Companion, House and 
Garden, and American Magazine. 

WHY DON’T YOU DO YOUR CHRISTMAS SHOPPING EARLY? We have set 
up special facilities for quick handling of last minute shipments, but positively will 
fill all orders in the order in which they are received. 


THE SWARTZBAUGH MFG. CO. ° TOLEDO 6, OHIO 














€VERHOT PRODUCTS 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
© OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











AN AMAZING LIQUID WOOD SWELLER 


17 evE|(( TIGHT LOOSE FURNITURE 


dealers-sEND FOR FREE SAMPLE 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 
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WHAT'S NEW 








Half Inch General 
Duty Electric Drill 


\ 4%” general duty electric drill is 
offered by Fred L. Stuart, United States 
representative for S. Wolf & Co., Ltd.. 





This drill for 


general production and maintenance is 


London W 


5, England. 
said to incorporate new developments 


and improvements, which result from 
many years of experimentation and ex- 


held. Motor 


pressure die 


haustive testing in this 
frame and 


cast. Gears are nickel chrome, high fre- 


gear box are 


quency heat treated. Gear spindle bear- 
ings are oil impregnated porous bronze. 
bearing is self aligning. 
bearing is ball 


Armature 
Chuck spindle thrust 
type. Scientifically shaped side handle 
has trigger switch—tubular handle re- 
movable. Lever-handle drill stand is 
available. It’s ratio of speed, power. 
weight and shape is claimed to give 
perfect operational balance. 


Auto-Vent Humidifier 
Maid-O’-Mist, Inc., 3200 N. Pulaski 


Rd., Chicago, 41, Ill., announces that its 
Auto-Vent humidifier for steam radiator 
distributed through 
Makers claims these 
ade- 


service is to be 
hardware dealers. 
supply 
offices, hos- 


humidifiers automatically 


quate humidity in homes, 











HARDWARE 


pitals—adaptable wherever desert dry 
air is a menace to health, comfort and 
interior furnishings. A person can in- 
stall a Maid-O’-Mists unit by 
ing the air valve from the end of each 
radiator and screwing an Auto-Vent in 


It starts humidifying auto- 


unscrew- 


its place. 
matically as soon as the heat comes on 
and also acts as a regular air vent as 
well, the manufacturer states. Made of 
metals, Ol Faithful 


also to be 


non-ferrous auto 
matic humidifiers are 
through hardware dealers. 


three 


sold 
Available in 
sizes. the units automatically 
maintain a 


means of a float controlled valve. 


constant water line by 


ES Nail 


Elastic Stop Nut Corp. of America, 
2330 Vauxhall Rd., Union. N. J., is an 
nouncing the ES nail, a fastener de 
signed to cut construction costs by pro 
viding a simple means of locking wood 
shingles directly to gypsum sheathing. 
ES nails can be driven at convenient 
points without locating studs. Fastener 


enclosing the 


has two legs, one half 





other, hinged near the end and forming 
a triangular loop at the top. When it is 
driven into the material, last blow flat 
locking action 
Made of low carbon steel, 


tens top, causing a 
maker states. 
zinc coated and count 200 pieces to the 


pound, 


Shower Door Company 
Installation Sheets 


Shower Door Co. of America, Atlanta 
Ga., is offering a unique type of insta 
lation instructions sheets. <A shaggy 


headed character named Vermin 5 
Hammerhead is labeled as the company’s 
“Chief-Engineer.” Via 
takes his 


through the phases of installations « 


comic strip 


technique, Vermin reade 


the company’s double rollaway tub 


enclosures. He goes through his paces 


in other installation sheets concerned 


with the company’s shower doors &nd 
daylight shower stalls. 
AGE, 


DECEMBER 2, 194% 











BRC 
harc 
thei: 
of si 
The 
qual 
read 


ing 
M. S. Bi 





Me. 130 


Write for { 














Our Builder 


Rockwe 


Ro 


HARDWA! 





Cooking Thermometer Set 


A new addition to the Airguide line No. 9696-OC 
of instruments is a set of three cooking 











thermometers attractively packaged in af a 
a colorful permanent type box. The | i 
a set includes all the thermometers needed 
by the most expert cook or the begin- 
rt dry ner for the most scientific cookery. | 
rt and : 
‘an in- oe z , : 
iscrew- , rz ; on 
f each ag : | re: : . 
ent in ee cote MI MS coe aa Be 
- auto- . : 
aaa No. 9621 
ent as 
ade of 
auto- 
e sold BROOKS HOOKS and other 
ble in : 
" ‘ally hardware items have proven 
tice 
sae: ioe their worth in over 100 years 
of service to the building trade. 
The line has grown steadily in | Roast meat thermometer is claimed 
alituv < . to assure perfect success for every roast. 
uality and scope and stands ' 
4 y P . \{ candy thermometer not only guides 
stag ready to meet the most exact- in every kind of candy making, but is No. C6-90 No. 5628-8 
sa ’e ing construction demands. useful in making jellies as well. The 
sabined deep frying thermometer permits perfect 
hte M S B k a S | Ch C control over the temperature of deep fat. 
et . 9. BFOOKS ons, INC., ester, onn. Also included is a booklet of instruc- 
thing. . é : aati , 
sidtaien Since 1848 tions on all thermometer and a chart 
of cooking temperatures. Chest Box 


were “ m | approximately 12 in. long, 3-%4 in. wide, 
eth BROGKS fH HOOKS | and 1-'4 in. high Printed in red and 

| cream. The retail price is $6.50. All 
. instruments are precision made and 





guaranteed by Fee & Stemwedel, Inc., 
Chicago 47, Ill. 


Display Rack for Tools 


The Everedy Co., Frederick, Mary- 





| land, is producing a new Speedy-Clean 


s - 
Quality Line of Door kitchen tool display rack and top sign. 


The rack is simply but sturdily con- 

Pulls and Handles structed of steel wire which is_ red- 

é ss enamelled for attention-value. As many 
\ 


as 16 Speedy-Clean tools can be hung 





With these 6 popular Bassick 


} | from the top of the rack in such a 


Finished to a | manner that the customer can easily 


casters, you literally have six aces 


rming | 
5 ae he up your sleeve because this versa- 
° | 
ai flat High Lustre tile group can take care of the vast 
AC a majority of your customers’ needs 
steel, - ° 
es th Brass or | They're fast movers, so be cer- 
. = tain you carry these numbers 
Satin Finish. 
it means more sales and satisfied 
' | customers. Order from your jobber 
Also Available | THE BASSICK COMPANY, 
° : Bridgeport 2, Connecticut. Division 
lanta in Polished and te 
natal of Stewart-Warner Corporation 
mage! Dull Chrome. Canadian Division: Stewart-Warner- 





Alemite Corporation, Limited, 
pany s 


ed Write for Catalog No. 4-A Fully Illustrating 


rade I 


ns of Our Builders’ Hardware and Specialty Items. | Coe : 
tube ¢ remove one or several for study. A Ba $$ ck 
paces Rockwood Manufacturing Co | slot in the top of the rack enables the | i 


Belleville, Ontario. 











! : ee . , 
pecan retailer to slip in the bright red, cir- 
s &nd cular display sign, which is printed in MAKING MORE KINDS OF CASTERS 
- « »« MAKING CASTERS DO MORE 





Rockwood. Pennsylvania 





large, easily-seen letters. 
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Wrought-steel 


throughout. 
3/8 inch 


round bars 


Installed or removed in a jiffy with spe- 
cial key. This means safety in time of fire, 
convenience for cleaning windows. And 
it means that customers can buy in your 
store and install them themselves, because 
no tools or special equipment are needed. 


They fit any window, being adjustable 
for width through all stock sizes, and 
made in graduated heights to fit all sash 
depths. To install, merely place in win- 
dow, underneath top sash, extend until 
sides are snug, and tighten two locking 
screws with the special key. 


Bring your customers new safety and 
convenience; it'll mean new profits for 
you. 


Write for details 


HAWKINS 


315 North 4th St. 





IRON CO., 


Adjustable 
to fit 
all size 


No damage to 
window frame. 








Also 
Adjustable Railings 


Fit any rise and tread, 
through an economical 
combination of stock parts. 


INC. 


Birmingham 4, Ala. 











Flexible Shampoo Spray 

T. & S. Brass & Bronze Works, Inc., 
130-41 91st Ave., Richmond Hill, 18, 
N. Y., offers a flexible stainless steel 
shampoo spray with a 2 in. diameter 





bronze 


sprayhead 


chrominum plated 
with a non-lose rubber ring. Outer tub- 
ing is highly polished flexible stainless 
steel with a pure gum rubber inner 
tubing. All fittings are made of chromi- 
um plated brass. Slip-on adapters of two 
sizes can be furnished. One has a plated 
metal exterior, the other is made of 
black rubber. Spray can be supplied 
without an adapter in which case there 
is a % in. 14 female coupling at its 
end. Sprays are individually boxed 
in an attractive white box. Suggested 
to retail for $8.65 including either of 
the adapters. 


Ostrich Feather Dusters 


Asher Broom Co., 1110 S. 2nd St., 
Philadelphia, Pa., offers ostrich feather 
dusters made with sterilized lacquered 
handle, attractively cuffed. Line in- 
cludes fine drab floss, black floss and 
gray ostrich dusters. Said to be ideal 
for Venetian blinds, fine furniture, bric 
a brac and pictures. 


Spee-D-Dri 
Silent Salesman 


Central Paint & Varnish Works Inc., 
59-69 Prospect St., Brooklyn 1, N. Y., is 
offering the Spee-D-Dri metal silent 
salesman display stand. Also offered is 
a window poster set, an assortment of 
Spee-D-Dri, 3-hour enamel with Per- 
manlene, and color cards, folders and 
blotters. The deal is known as the 
Spee-D-Dri master profit plan. 


CENTRAL 
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Kleencut Carded Shear 
Assortment 


Dealer can dress up his counter with 
the attractive Kleencut carded assort- 
ment. Red and green card, equipped 
with strong easel back, holds 12 Kleen- 
cut clip point household straight trim- 
mer shears, with nickel blades and 
black enamel handles. On each card are 
two pairs of shears 6 in. long, six pairs 
7 in. long and four pairs 8 in. long. 
Each card is packed in an individual 
carton. Order No. 1011C. The Acme 
Shear Co., 100 Hicks Street, Bridge- 
port 1, Conn. 





Emerson Low- 
Priced FM Set 


Emerson Radio & Phonograph Corp., 
111 8th Ave., New York City, offers a 
table model FM receiver known as the 
“Conqueror” FM radio model 602 sug- 
gested to retail at $29.95. It is housed 
in an acoustically constructed cabinet 
featuring a new application of maroon 
plastic in combination with translucent 
gold-backed slide-rule dial and _inte- 
grated control knobs and three dimen- 
sional grille. Complete FM band is 
covered with an improved superhetero- 
dyne circuit incorporating advanced en- 
gineering electronic features for AC or 
DC operation. Contains an internal FM 
power-line antenna to eliminate the 
necessity for an external FM antenna 
in local reception areas but it has a 
provision for connection to an external 
antenna if desired. 
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Horizontal Cellar Drainer 


Goulds Pumps, Inc., Seneca Falls, 
N. Y., offers a horizontal celiar drainer 


which features positive self-priming 


Nathong im Seng Bor iuxties P\pe aed Fheestt 


centrifugal pump in bronze fitted con- 
struction. Only suction pipe and fleat 
are in the sump to eliminate binding 
due to accumulated silt. Motor is not 
subject to vapor moisture or fumes; 
motor unit can even be set away from 
sump. Motor is standard horizontal 
motor and can be easily replaced. Fur- 
nished for 2 and 5 ft. pit depths. Dis- 
play stand available to dealers. 


'‘Protekwood’ 


United States Plywood Corp., 55 W. 
44th St., New York City, 18, offers a 
low-cost board that repels rats known 
as Protekwood. This laminated board, 


Tree? | ttt Lia 





a combination of hardwood veneer with 
impregnated fibre faces is non-poison- 
ous and is said to affect in no way poul- 
try or farm animals. Suggested to 
retail for about eight and one half cents 
per squ. ft. Comes in sheets, 4 by 8 ft. 
5/32 in. thick. Said to be moisture- 
resistant and provides moisture insula- 
tion for all protected areas. Claimed to 
take paint readily, whitewash, alumi- 
num or water-base paint. 


1948 
































America’s fastest 
selling blades 


A recent impartial survey, con- 
ducted by a leading national 
magazine*, revealed an over- 
whelming preference for Star 
Hack Saw Blades. Popularity 
alone is a good reason to stock 
the complete Star line of blades 
and frames. Add the extra selling 
aids Star gives you and you build 
extra sales, plus good will. For 
instance, Star gives you these two 
handy references on selection, use 
and care of hack saws.. .Metal 
Cutting”, a booklet for pocket or 
tool kit... The Star Wall Chart 
for workshop wall. Supplies of 
both are free for 

the asking. 


*Name on request. 
BROS., INC. 


CLE MSON (iddirowe. wy. 


Makers of hand and power hack saw biades, frames, 
band saw blades and the Clemson Lawn Machine. 


13] 








in 42 Versatile Sizes— 
ROYAL Corrugated 
fasteners mean 
ROYAL profits 
with fast turnover... 
Wood joining is a cinch with ROYAL cor- 
rugated fasteners . . . a boon to wood- 
workers, craftsmen, and yes — even the 
handy housewife! Sales are brisker with 


ROYAL, the joint fastener with many uses, 
many friends. 


NEW! CONVENIENT/ 





Descriptive 
SELF-SELLING COUNTER DISPLAY! 


10 boxes—packed 50 or 100 
per box 


Handsome sales-catching red, blue, and 
white display makes selling smoother! 





Yevy yw Yr YP 
POPULAR “ROYAL” DIVERGENT 
CORRUGATIONS, SAW STYLE, DRIVE 
ACROSS OR WITH GRAIN. AVAIL- 
ABLE IN TEMPERED COLD ROLLED 
STEEL, GALVANIZED AND SOLID 
BRASS. 

Inches in depth: 4”, ¥e”, 2”, 
Ye", a", Ve", 1" 
No. of corrugations: 
2, 3, 4, 5, 6, 7, ete. 
in Bulk: In kegs of 50 or 100 Ibs., 

also cartons of 500 or 1000. 

If Your Jobber Does Not Carry 
the Royal Fastener, 
Write Us Direct! 


reg.U.S.pat.off. 





42 SIZES—SPECIAL SIZES TO ORDER 





MEWS! sell the 


| 





Anti-Mildew 
Anti-Fungus Paint 


20th Century Paint & Varnish Corp., 
156 Driggs Ave., Brooklyn 11, N. Y., 
has added Anti-Mildew 


a line of and 





(nti-Fungus paints. Products are called 
Mildew-Chex 100 percent pure house 
paint, Mildew-Chex brick, cement and 
paint and Mildew-Chex 


stucco paste 


white. 


Lawn Sweeper 


The Mast-Foos Mig. Co., Springfield, 
Ohio, offers a new model lawn sweeper 
which cleans lawns of leaves, clippings 
and litter. Rigid in design with light 
weight attained through aluminum alloy 
castings. Steel hubs; 
chrome steel ball bearings; positive two 
pawl clutch. Features a 20 in, reel with 
four brushes set spirally to assure con- 
stant even lawn contact. Equipped with 
Bassine bristles, backed with metal. 
Metal bottomed quick detachable catch- 
er of heavy canvas. Semi-pneumatic 
rubber tires. Tubular handle, 
easily adjusted for height. 


bushed wheel 


steel 


Dollydale Scoop-Scale 


With Dollydale Scoop-Scale you scoop 
as you weigh, you weigh as you scoop. 
Whether the cow is fed from a basket, 
bag or a feed truck, the Scoop-Scale 
It is a feeding device 


may be used. 


which has a scale attached to it to 


weigh the amount of the fodder. Weighs 
1'4 Ibs. and is rust and corrosion proof. 
even when it 


Claimed to be accurate 


is tilted. Large enough for four lbs. 
of feed. Suggested to retail for $7.50. 


The Robson Corp., 551 Fifth Ave., New 
York City, 17. 





| 
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Handiest of 
ee oe Electric Tools! 


BRADFORD 
Wetalmasteyr 


TRIPLE, TOOL! 







e Sander 
¢ Polisher Model 3-4-1 
e Drill 







: 
» fo 
ie 


> 
a 


4 







only $4gi5 complete 


Including 3 sanding discs, wool bonnet, backing pod 
7B Jacobs chuck and key with patented keyholde 


THREE portable electric tools in 
ONE! The Triple Tool converts from 
sander to polisher to drill in seconds! 
5” sander and polisher; drills 44” in 
steel, /,” in hardwood. Equipped with 
spindle lock for easy, quick change of 
sanding discs, backing pad or drill 
chuck. 

Here’s the outstanding tool of today! 
Be first in your area to build profitable 
sales with the new Bradford Triple 
Tool. Ideal for light sanding, polish- 
ing, drilling wood, metal and plastics. 
Has countless uses around farm, home, 
shop. Order now. Distributed through 
leading wholesalers. Write for descrip- 
tive bulletin and full details. 


Also manufacturers of 


PORTABLE ELECTRIC DRILLS, SAWS, 
DISC SANDERS; BENCH & PEDESTAL 
GRINDERS, BUFFERS, POLISHERS. 


THE BRADFORD MACHINE 
TOOL COMPANY 


661 Evans Street, Cincinnati, Ohio 
Precision Since 1840 


—— 
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Solar Lamp Bulb 
Display Carton 


Solar 


Electric Corp., Warren, Pa., 
offers an assortment of the most popular 
sizes of light bulbs, packed in an attrac- 





live counter display package. Package 
contains 42 lamps including 25, 40, 50, 
60, 75 and 100-watt sizes, retailing at 


popular prices. 


Improved "']"’ 
Bar Clamp 


The Cincinnati Tool Co., Norwood, 
Cincinnati 12, Ohio, offers the improved 
“I” bar clamp No. 640, constructed for 
the hard, everyday grind of production 
work. Has a locking device which af- 
fords a positive stop, cannot bind or 
slip yet releases readily, according to 
maker. Heavy tempered steel dog bears 
against body of slide. Case-hardened 
thrust bearing in tip, centers the screw 
and practically eliminates wear at this 
point, it is said. Steel screw, % in. 
diameter with deep-cut Acme thread 
which has an included angle of 29 deg. 
Heat treatment prevents bending of 
screw and battering of thread. Wood 
handle, reinforced with heavy steel fer- 
rule and cap to prevent breaking. 
Notches in web leave the bar full 
strength as no metal is removed. Spaced 
‘4 in. apart. No. 18 metal T handle 
can be furnished without extra charge 
and No. 19 lever handle can be fur- 
nished special. 


Bakelite, Vinylite 


Plastics Book 


Bakelite Corp., 300 Madison Ave., 
New York City 17, has issued a 24- 
page booklet entitled the “Simplified 
Guide to Bakelite & Vinylite Plastics.” 
It is a comprehensive, well illustrated 
catalog of the many types of Bakelite 
ind Vinylite plastics and will serve as 
‘ guide to both thermoplastic and ther- 
mosetting plastics. 
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It's been proven! The biggest “money-making” 
products in any dealer's store are those that 
require the least handling. In other words, the 
products that come to you ready for sale! R. D. 
Werner realizes this. That's why Chromtrim 
Metal Mouldings are delivered to you pre-cut, 
pre-wrapped, and pre-sold, ready for cash 
and carry purchasers. 


What's more, you get one of the most compact, 
most attractive nationally-advertised floor mer- 
chandisers ever designed. Covering only 23” 
x 16”, it’s yours on Chromtrim’s sensational 
8/60 Deal! 

FO! 
THE CHROMTRIM 8/60 DI _ 


Ten 6 ft. lengths of each of 8 popular Chromtrim 
— mouldings—ready-wrapped for fast sales 





1. The Chromtrim “Silent Salesman” 8 
tube stock dispensing unit. 

2. Eight metal snap-on holders with re- 
tail price tags. 

3. Metal dispensing tray and supply of 
nails. 

4. Supply of 100 consumer instruction 
folders. 

5. Free copy of Chromtrim’‘s ‘Trim Ideas” 
and remodeling projects. 

6. Three-color counter display 
11” x 14” 

7. Full-color life size window display of 
the ‘“‘Chromtrim girl.” 


Chromtrim national advertising in 11 lead- 
ing magazines pre-sells more thon 
15,500,000 homemakers on the Chromtrim 
*"Trim-it-Yourself'’ idea. 


card. 





Cj Ship 
Name ; ‘ ia atlilaiadagtanaiailadiaiaii punonipenmaienen 
Firm 

Address ‘ 7 eashiieenitdnaieiins ‘ a 
City . sie State . a 
My distributor is 


Please send a FREE copy of “Trim Idees” and further information on the Chromtrim 
8/60 merchandise deal. | shall be under no further obligation. 














xxx 
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HINGES 


* 





(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORE: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 








THE 

























SUPER -CASTER 


INTERCHANGEABLE RODS e BUILT-IN REEL 


And there’s no better time to carry 
it in stock than right now! It is the 
ideal Christmas gift for those who 
appreciate the finest in modern fish- 
ing tackle. Its many exclusive features 
have universal appeal. Built-in reel, 
pistol grip, thumb-button control —all 
combine in a handsome functional 
design to give it a “personality” all 
its own. Highest quality workman- 
ship and materials insure lasting 
owner satisfaction. To lend unusual 
interest to your Christmas sporting 
goods display, be sure to include the 
Hurd Super-Caster. It will mean 
added sales—added profits. Avail- 
able now from your local jobber. 


Patent D145625. Other Patents Pending. The rig 


specification changes is reserved, without oblig 


| 4 
HURD LOCK & MANUFACTURING CO., SPORTING GOODS DIVISION 
NEW CENTER BUILDING e¢ DETROIT 2, MICHIGAN 
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'Prescilla No-Shake' 
Corn Popper 


Leyse Aluminum Co., Kewaunee, 
Wis., is featuring an improved “No- 
Shake Corn Popper” that is claimed to 
butter and salt each kernel while it 


pops. Constructed of heavy gage alu- 
minum. May be converted to a 3-qt. 


covered sauce pan for everyday use. As 
a sales help, an interesting folder in- 
cluding recipes is included in 
popper. Folder features a 
popping do’s and don’ts. Suggested to 
retail for $1.75. 


each 
series of 


Cannon Electric Appliances 

Cannon Electric Development Co., 
3209 Humboldt St., Los Angeles, Cal., 
offers four new household appliance 
items. Cooking aids include two sizes 








~ 
co 


WHAT'S NEW 


of special broilers, a Toastweight and 
a meat mold. Two broilers, the smaller 
for hamburgers and the larger for 
steaks, feature a cover or hood construc- 
tion with a center plunger weight. 
Whe. heated, the entire utensil serves 
as a cooking surface. The hood pre- 
vents muss and spattering, cooks meat 
faster. Center weight compresses meat 
or other food being cooked. Made of 
hard aluminum alloy, with handle of 
black bakelite. The toastweight is a 
lighter variation of the plunger weight 
in the hamburger broiler. Plunger- 
ejecting meat mold is used for cutting 
uniform portions of meat and other 
foods, and has a series of 4% in. washers 
in order to regulate the size of the cut; 
edge is beveled. Materials and finish 
are same as the broilers. 





Reardon Paint 


Color Card 


The Reardon Co., Second & Clinton 
Sts., St. Louis 6, Mo., has issued a new 
color card in three folds illustrating all 
the colors in the Bondex line. Colors 
shown represent two-coat applications 
on average surfaces. Also included are 
examples of intermixing standard 
Bondex colors. 


casons Greetings — ~ | — 


EAGLE RULE MFG.CORP. 


NEW YORK 


1948 





Scott 'Dry-l-Cer' 


Wilcut Products Corp., 7906 Georgia 
Ave., Northwest, Silver Spring, Md., is 
offering the Scott Dry-I-Cer in two sizes, 
model 25, 22 by 12 by 12 in. weighs 20 
Ibs. and has a storage capacity of 1 cu. 
ft. Suggested to retail for $29.95. 
Model 35 is 22 by 12 by 16 in. weighs 
24 lbs., capacity is 14%4 cu. ft., retails 
for $39.50. Both are made of % hard 
sheet aluminum and employ the princi- 
ple of circulating cold carbon dioxide 
gas through an air-tight chamber be- 
tween the inner and outer walls. The 
vapor of dry ice is said to both insulate 
and refrigerate at controlled tempera- 
tures ranging from 20 to plus 30 
deg., and higher, says maker. Eight 
lbs. of dry ice will maintain tempera- 
tures 24 to 30 hrs. Wet ice may be 
used instead of dry ice and will refrig- 
erate for 20 to 24 hrs. Heaters and or 
stones placed in dry ice compartment 
converts unit to an oven. 
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Pipe Threader 


Again Oster scores! Meet the new 
champ in its class... the No. 582 
"TOM THUMB" portable pipe 
threading machine. It's all set to 
MAKE MONEY FOR YOU with 


these time-saving features: 


NEW "SPINFAST" Front Chuck 
eliminates chuck wrench. A quick 
spin of the easy-to-grip wheel, 
chucks or unchucks the pipe in- 
stan!ly. NEW quick-cutting roller- 
type Cut-Off Device; NEW built- 
in Reamer; NEW Lever Feed that 
PULLS carriage forward instead 
of pushing it; those and other 
features make the NEW No. 
582 "TOM THUMB" the most 
advanced portable threading 
machine of its type. 

Standard range !/," to 2" pipe; 
extra range |/g" pipe; range with 
drive shaft 2!/," to 8" pipe; bolt 
range !/," to I!/2". 


TIME SAVER! 


ke co 





THE OSTER MFG. COMPANY 
2028 E. 61st St. * Cleveland 3, Ohio, U.S.A. 


r 
| 

| 

| O. K. Oster! Send me full details about 
| the No. 582 "TOM THUMB” Portable 
: Pipe Machine. 
| 

| 

| 

| 

| 

| 


NAME ____ 





COMPANY 
ADDRESS 
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WHAT’S NEW 


Toastmaster Table-Top 
Electric Water Heater 


UcGrau 





Klectric Co., Clark Division, 


5201 W. 65th St., Chicago 38, IIL, offers 
a 40-gal. Toastmaster table-top automat- 





All the fea- 
tures of the regular Toastmaster models 
including the “Life-Belt,” external heat- 
ing element and the “lonodic” rod are 
finished in 


ic electric water heater. 


included. Sidewalls are 
haked white enamel and the top surface 
is finished in chip resistant stain resist- 
ant white porcelain enamel. Unit is 
equipped with finger-tip water temper- 
ture control. Control knob, near the 
base of the heater, permits temperature 
regulation between 120 and 170 deg. F. 
This permits an increase in temperature 
when needed for laundry or cleaning 
purposes. Short lengths of small di- 
used, eliminating 
Table top 
model is insulated with non-packing, 


ameter pipe may be 
pipe-cooling heat losses. 


vermin-proof, moisture-proof Fiberglas. 


Self Locking Plier 


Ross Mfg. Co., 300 Montgomery St., 
San Francisco, 4, Cal., is introducing 
the “Lock Line” self-locking plier said 
to lock by normal hand pressure, quick- 
ly without adjustment, according to the 
maker. Made of drop-forged chrome 
vanadium steel, it has an 8-in. side cut- 
ting plier. Power ratio is said to vary 
from 10 to one at the tip of the plier to 
30 to one at the bottom of the blades. 
It is said to cut 19 strand No. 1 electric 
cable, 30 penny spikes and 4 in. an- 
nealed rivet or threaded bolt stock. De- 
signed to lock on 11/16 in. between the 
deepest jaw serrations it is said to do 
the work of several tools, wire cutters, 
small bolt cutters, small pipe pliers, 
slip joint pliers, linesmans’ pliers and 
wire pullers or come-alongs. 







K-D 7 


Y 
. )NAILPULLER 


Grows in popularity ! 


. A Read what Users say: 





I'm a Carpenter ! 
"I find 100 uses 
for my K-D Nailpuller” 


wh 











I'm an Electrician ! 


“Versatile as 














Insulation Mechanic ! 


>)"T use it where , 
a bar puller is too big 
















I'm a Roofer ! 


“ Handiest tool 
in my kit ” 














I'm a Shipping Clerk ! 


CW) "I need it as 
much as a hammer ” 








EASY TO USE! 


2 3 
, 2 





Py 


Sa? £4 os 5m a 























Fig. 1 above: Driving jaws under nailhead 
Fig. 2: Pulling. Fig. 3: Applying extra lever 
age if necessary. Only tool of its kind on 
the market! Pulls up to tenpenny nail: 
easily. Write for literature. 
K-D Mfg. Co., 526 N. Plum St. 
Lancaster, Pa. 
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Modern Model 
Water Softeners 


Modern offers two model water soft- 
eners, MXR-A and BTR-A. The former 
model is a combination softener and 
iron remover of the brine storage type, 
claimed to soften the hardest water and 
to filter out destructive and stain form- 
ing iron as well as sediment and sus- 
pended matter. Embodies the following 
features, Regenetrol dial control valve, 
Modernex super capacity, triple-action 
synthetic resinous zeolite, signalarm, 
which is a timer for accurately gaging 
the rinsing period and a salt brine hy- 
drometer for determining the strength 
of the brine solution. Incorporates a 
distributor system which is claimed to 
increase freeboard, and efficiently dis- 
tributes the water and brine through- 
out the softening material. Vertical 
valve connecting pipes are enclosed and 
unit is finished in baked-on gray Ham- 
merloid enamel with white available if 
desired. The other model is identical 
except it is finished with synthetic 
white zeolite which has somewhat less 
softening capacity and lacks ability to 
remove iron from the water. Modern 
Water Equipment Co., 542 Grant Place, 
Chicago, Ill. 


Grote Bath Cabinet 
Electric Fixture 


An electrical fixture, designed in a 
symmetrical pattern, has been added 
to the 100 and 200 series line of bath 
cabinets by Grote Mfg. Co., Bellevue, 
Ky. Fixture is die stamped from heavy 
metal, heavily chrome plated and 
rigidly affixed to the cabinet. Maker 
claims it cannot weave out of a straight 
line or permit the globes to tilt and it 
will not loosen from its position on the 
cabinet body. Fully wired at factory to 
furnish adequate light for entire bath- 
room. 
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The DU-FAST Sander and Polisher is the new, versa- 
tile, oscillating attachment for every HOME UTILITY, 
Black & Decker '/4” Electric Drill. 


WHAT DOES IT DO? 


2 Attached to the drill, DU-FAST sands or polishes 
quickly and easily in tight places, around mouldings, 
in corners and on either flat, curved or irregular 
surfaces of wood, metal, plaster, wallboard. 








WHAT DOES DU-FAST OFFER THE DEALER? 


i. It offers a steady, profitable tie-in with every sale 
a of the Home Utility, B & D 4” drill, as well as volume 
a sales to the innumerable owners of this highly popular 
< drill. DU-FAST is actually a new, basic tool which every 


craftsman wants for his shop. 








| WHAT DOES DU-FAST OFFER YOUR CUSTOMERS? 





a The DU-FAST Sander and Polisher gives your custom- 

ers a tool unequalled for quick, easy, professional 

finishes every time... economically. It is quickly 

attached or detached .. . durable.. . light weight. . . 

safe to use. The sanding surface is a full 3 2/3" x 

%, 7" and takes standard size, cut paper, affording 
“= considerable savings in sandpaper costs. 












THE DU-FAST SANDER 
and POLISHER RETAILS 
AT ONLY $14.95 


DEALERS! Get in on this mew sales 
' building opportunity now. Ask your 
f 


B & DHome Utility Distributor! 


*Pat. Applied For 








Distributors of BLACK & 
DECKER, Home Utility 
Tools. 










1948 


Sold only through 
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When yo°Y¥ sell 


STEWART Products 








@ Send your inquiries for these items 
to Stewart. We handle all details and 
pay you a commission. You carry no 
stock...invest no money. Send for 
Stewart catalogs and when your cus- 
tomers ask for certain items, you’ll 
know who makes them. Scores of 
hardware dealers are doing it. 


¢ cc ~ 
(gom =\Nh), 
A za ae 





Stewart Chain Link Wire Fences are made 
from low lawn style to high industrial type 
with barbed wire overhang. 


you make no 


investment... 











¥ 


All Steel Settees 
are made in 


























I 4’, 5’ and 6’ 
lengths. 
Durable, 
attractive, 
inexpen- 
sive. 

Stoop, Balcony and 

Stair Railings are 

made in a wide : dt 

variety of styles, vt : 








and are available 
in either plain or a 
ornamental iron. / 








OTHER STEWART PRODUCTS: 
Iron Picket Fences; Wire Mesh Partitions; 
Flagpoles; Steel Folding Gates; 
Tablets, etc. Write for catalogs today. 
No obligation whatever. 


Bronze 


THE STEWART IRON WORKS CO., Inc. 
1537 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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Desmond Simplex 
Vise Merchandiser 


The Desmond Stephan Mfg. Co., Ur- 
bana, Ohio, has designed a vise mer- 
chandiser that will hold from six to 








nine vises in an attractive manner and 
which requires floor space of but 15 by 
22 in., height, 57 in. Comes ready to 
use, only shelves need to be slipped 
into place. Finished in heavy enamel 
colors. Available without charge with 
initial order of $250 worth of vises or 
with a charge basis of $7.50 which will 
be returned when display is returned 
prepaid. 


Clothesline Stretcher 


Kooper Kraft Co., Terre Haute, Ind., 
is offering a simple clothesline stretcher 
that may be used outdoors or indoors. 
To use, hook it, stretch it and lock it. 
Maker claims it will eliminate slip or 
sag in the clothesline. May be used for 
more than one line. 


Liquid Stainless Steel Coat 


Plastics Division, The Lockrey Co., 
College Point, N. Y., is introducing 
liquid stainless steel which permits any- 
one to apply a coating of pure stain- 
less steel to any surface by brushing 
or spraying. Stainless steel is broken 
down into flakes of microscopic size so 
fine that it ffows almost like a liquid 
and this material is incorporated in a 
liquid plastic and solvent to bring it to 
brushing consistency. Maker says plastic 


HARDWARE 


used is of waterproof, chemical proof 
and fireproof variety. Shower stalls, 
sinks or modern furniture and cabinets 
can be constructed of plywood and 
coated with the liquid stainless steel. 
Can be used on all wood surfaces ex- 
posed to fresh or salt water or spray. 
Said to exhibit good adhesion to both 
wood and metal and is quick drying. 
Suggested to retail for $2.50 per pt., or 
$3.95 per qt. 


Booklet on Stanley's 
Ornamental Hardware 


The Stanley Works, New Britain, 
Conn., has issued a booklet illustrating 
in a unique way the effect which can be 
derived from the use of black orna- 
mental hardware which was styled from 
original Colonial and Early American 
pieces. Each latch, hinge, bolt and 
blind hold back follows the design of the 
early craftsmen. Maker claims the 
hardware is just as_ effective with 
painted surfaces, white, ivory, red and 
blue as it is with natural wood sur- 
faces. Illustration of typical installa- 
tions are included. 


Ironing Table 
Price Change 


Gary Steel Products Corp., Norfolk, 
Va., who recently introduced its “So- 
Lite” ironing table made of aluminum 
with aluminum legs and steel braces and 
weighing 12 lbs., has changed the sug- 
gested retail selling price to $10.95. 


R-40 Reflector Lamps 


Champion Lamp Works, Lynn, Mass., 
has developed improved 150-watt R-40 
reflector flood and spot lamps for use 
in the bullet shaped holders and re- 
cessed fixtures. R-40 lamps have a 
rugged, medium skirted mechanical 


base that cannot come loose, drop out 


or sag, says maker, Overall length of 





the new R-40 lamp is approximatels 
that of cemented base lamps so the) 
fit the same fixtures with no change 
light distribution appearance or operat 
ing temperature of the fixture. 
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GUARANTEE 


Gilbert alarm clocks are guaranteed against de- 
fects in material and/or workmanship for a 
period of 90 days from date of sale to the user 
provided that clock has not been wet, tampered 
with, taken apart, improperly oiled or other- 
wise mistreated. Manufacturer’s Guarantee and 
Instruction slip is packed with each clock. 


_ 
i 12 i 
Distributed 10 1 2 \ 
thru the wholesaler 9 a. 3 
BS 4 
7 6 5 


WINSTED, CONN. 
Laconia, N. H. 


551 FIFTH AVE 141 W. JACKSON BLVD 
NEW YORK 17, NY CHICAGO 4, ILL 


8 wr Y Clock makers to the nation 
———— Since 1807 
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AWARD OF MERIT 


A Sure-Fire Sales Closer! 





@ You speak the language sportsmen understand when 
you point to the U. S. Testing Company’s Award of Merit 
in every Gladding Fishing Line box. Better than ten 
thousand words, it says, “‘Here’s a line youcan buy with 
confidence and use with satisfaction, a line that’s action- 
tested.”” Potent, productive, hard-selling advertisements 
in the SATURDAY EVENING POST, TRUE, ARGOSY, FIELD 
AND STREAM, SPORTS AFIELD, and other leading maga- 
zines, pre-sell millions of readers on Gladding quality, 
craftsmanship and experience. More than ever before, 
Gladding’s the line that delivers ready-made customers 
right to your door, and gives you the selling tools that 
make your job easy. Better check your stock today, send 
that order in now for Gladding, Your Profit Line for ’49. 


B. F. GLADDING & CO., INC. 


Established 1816 
South Otselic, New York 





CASTING LINES FLY LINES SALT WATER LINES 


Invincible Trans-Lu-Cent Donegal 
Blue Ribbon Whip-Slik Coastal 
Dauntless Dauntless Carney 
Amber Sligo 
ALL PURPOSE LINE Saline in 
Otselic Catalina ( Braided 


SILICONE DRESSINGS: Hy-Line « Hy-Fly « « « Lo-Leader 
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Promotion Priced - with FULL PROFIT 


An appealing gift for year- 
round promotion. Retails 
for avout $2.50—which is 
less than total price of 
guns sold individually. 
Beautiful, sales-stimulat- 
ing gift box contains 
Bobcat and Mountie cap 
pistols and a Squirt water 
pistol. Cap pistols are 50- 
shot repeaters—post-war 
engineered and designed. 
The Squirt is precision 
made — skoots about 150 


times per filling. Easy to 
stock, easy to sell. Only 
1 dozen tu a case. 

















The Heater You've Waited For 


TERRIFIC VALUE 


Barridon PORCELAIN Heaters fam- 
ous tor performance, beauty and rug- 
ged construction. Beautiful modern 


design—no bolt, one ONLY 


piece a con- 


struction. 7” Porce 

lain steel coun 
base 

Model 9H ~~ o 


burner ... 
F.0.B. Hartford 
Model 26H « Py ; 
a = eed Ti 


6" burners . ..$30 


BARRIDON 


OIL BURNER PRODUCTS CORP. 


1427 Park St., Hartford 1, Conn. 
Size 22”x161/)"x331/>” 




















FRIG-I1-TOR* 


= high-style insulated ice bucket at a take-it-away price. 


* Trode-mork 


KROMEX, CLEVELAND 8, OHI, 















ORDER AT ONCE 


It’s back! The famous 
Foley Food Mill wrap- 
ped in cellophane for 
Christmas-giving. It 
makes asparkling coun- 
ter display—will sellit- 
self. No extra charge for 
cellophane wrapping. 
Nationally advertised 
December. Retail 


FOLEY MFG. CO. $489 , = 


Minneapolis 18, Minn. Wrapped in 
AVAILABLE THROUGH YOUR JOBBER 


Cellophane 


Name Foley T.M. Reg. U.S. Pat. Off. 





BBS 


140 








The Awe TO HANG-UP~- PIN-UP NEEDS IK 


\ 


The VERY BEST that 

money can buy. Sell them to 

your customers with COMPLETE 
CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 


113:25 BERKLEY ST. PHILADELPHIA 44, PA. 





WINDOW BRUSH 
and SQUEEGEE 








rhere’s a Minute Mop fast-seller to speed every 

hold cleaning job. Women want and BUY the 1 ilar 
Minute Dish Mop, Soap Bank, B th Tub Brush, Win 
dow Brush and Squeegee. Toi-la-Kleen, and ah g 
famous standard size Minute Mo p and Dr and 
also the new Jumbo Minute Mop for large floor aS 
All made of Du-Pont Cellulose Sponge. Write or pl 


your jobber today. 


MINUTE MOP (0. 


13 €.20 rd. St. 
CHICAGO 16 ILL. 













.»-For 
fine pocket 
knives 












at 

CAMILLUS CUTLERY COMPANY \ 
New York 17, N. |) 
No. 21, id 213/16" -: 








\ S 
\i 





PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 





WASHER 


sTOPS PROFITS faucet drip...ends water waste 

WASHER 15 ys in %", %" and ¥2" 

TROUBLES sizes. Order through wholesale 
C hardware jobbers. 


‘PERFECTION awentwe C0. 


Cleveland 4, Ohio 


2558 East 93rd Street 





HARDWARE AGE, DECEMBER 2, 1948 








Ja 


TI 


HARDWA 





ST that 
them to 
IPLETE 


ertised. 





900 


4, PA. 





oar! 








JASHER 


ered 
long 
al is 
stops 
aste. 

Vy" 


sale 





2, 1948 





4 















































fe: 
Toe ddA I Trrerereereerer, ote 
| 














i! 

ij 
-- 
i 
: 
: 


Per eeeee cease re eee 
q 


teres 
TERE RED ae Pere, 
FEPDDDE ee! UCttrrerser sree 
AS IIIET i 
Deiliisie 
Sa liliaia 
eile 
SEUeerpee 
TOME ee EEE 
TEPEEID UE EEE 
SELL EEE | 

Lil} 

itt 

































































Ftrreeses| 


! 
jttt UiBIiMUBIieiieii ai) 





NEW DATES 


for the 


International Home Furnishings 
Winter Market 


Definitely and finally set by the Joint 
Market Dates Committee, after con- 
ferences with all related groups and 
facilities, this is the last time that 
home furnishings buyers will have 
to leave for Market at New Year’s. 

Exhibitors in The Merchandise 


Mart will be ready for you with new 


January 3rd to 15th inclusive 


designs, new products, new promo- 
tions. Buyers who want to know the 
latest trends in Home Fashions will 
find the answers here, because here is 
the largest concentration of related 
lines (over 2000) in all the world. 
But be sure to remake your hotel 


reservations to fit the new dates! 


THE MERCHANDISE MART 


Centered for Efficient Year-Round Buying and Distribution 
CHICAGO 
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Read it in 
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NEWS OF 








LOWE BROS. APPOINTS 
SALES EXECUTIVES 
The Lowe Brothers Co., Day- 
ton, Ohio, has announced the 
promotion of three men in its 





LESTER F. RAINWATER 


to 
vreater re sponsibility 


positions of 


in district 


organization 


and division sales capacities. 
Lester F. 

appointed 

sales supervisor with headquar- 


Rainwater has been 


as Southern district 
ters in 
association with Lowe Brothers, 


Mr. Rainwater was active in sales 


and promotional work in the 
building material field through- 
out the Southeast. During the 


war he spent several vears as re- 





HILBERG 


ELMER C. 
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Atlanta, Ga. Prior to his | 


| conditioning inspector for the 
FO.L.C. 

Elmer C. Hilberg has been ap- 

| pointed as Northern Pacific divi- 

| sion manager in charge of the 


company business in Washington, 


Oregon and Idaho. He has re- 
placed T. H. Taylor who retired 
Dec. 1, 1948. Mr. Hilberg first 


| entered the paint field in 1925 
| and since then has devoted his 
| time to many different phases of 
' 


| the paint business. In order, he | 


has been painter, shop foreman, 
retail Pacific Coast 
trade salesman: and thus brings 
to the paint dealers in the Pacific 
Northwest an unusually well-bal- 


salesman, 


anced experience. 





Hi" 


M. 


PAUL HUTCHISON 


| 
} 


Paul M. Hutchison been 
appointed as Inter-Mountain di- 
manager. He has estab- 


lished his headquarters in Den- 


has 
vision 
ver, and will coordinate all Lowe 


Brothers in the Rocky 
Mountain states area. His experi- 


| port, Conn. 


| bar, rod, 


the affiliated manufacturing com- 


ence in the paint business ex- 
tends over a period of many 
years. 


WESTERN DISTRIBUTORS 
FOR REYNOLDS METALS 


The American Brass & Copper 


Co., Oakland, Cal., has been ap- 
distributor 
of Reynolds aluminum products, 
recently, The 
California Company will handle 
tub- 
ing, and the new line of stand- 


pointed a_ specialty 


it was announced 


wire, rod, bar, structurals, 


ard architectural shapes. 


The Western Metals & Supply 
Co., San Diego, was also made 
a Reynolds distributor recently, 
now handling a general line of 
Reynolds aluminum mill prod- 
ucts which includes sheet, plate, 
and 


wire, structurals, 


extruded shapes. 


ELECT R. W. JOHNSON 
VICE-PRESIDENT, G.E. 


toy W. Johnson has recently 
been elected a vice-president of 
the General Electric Co., Bridge- 
He joined G. E. in 
1930 working first as representa- | 
tive of the Maqua Co., G-E affili- 
ate at the appliance and mer- | 
department. He was | 
the manager | 
of the home laundry equipment 
division but then was transferred 
to the advertising field as adver- 
tising manager of the appliance 
merchandising department. 


chandise 


made assistant to 


| 
| 


and 
He concurrently occupied the po- 
sition of manager of the Pioneer- 
ing Products Divison. 

He left G. E. in 1939 to join 


Schick, Inc., where he held sev- 
eral sales and administrative 
jobs. In 1942 he joined the 
WPB, a year later becoming 


WPB’s director of facilities bu- 
reau. He resigned from WPB in 
1944 and rejoined G. E. as vice- 
president in charge of commer- 
cial activities of Telechron Inc., 
an affiliated company. In 1948 he 
was named general manager of 





panies department. 





ROY W. JOHNSON | 
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| The company will also have un- 





TUTTLE 


RAY L. 


RAY L. TUTTLE NAMED 
REGIONAL MGR. FOR 
PRESTELINE APPLIANCES 
The of Ray L. 
Tuttle manager to 
work on special assignments for 
Presteline Home Appliances, 477 


appointment 
regional 


as 


American Furniture Mart, Chi- 
cago, has been announced by D. 
O. Klein, Presteline sales man- 
ager. 


Mr. Tuttle recently resigned as 
assistant national sales manager 
of the Young Corp., Fall River, 
Mass. Prior to the Young affilia 


tion, he was associated with the 


Sears-Roebuck & Co. major ap- 
pliance division for 13 years 
ULTRA CHEMICAL BUYS 
INTERCHEMICAL 
TRADE SALES DIV. 
The Ultra Chemical Works, 
Inc., Wood & Shady Sts., Pater- 


son, N. J., has recently acquired 
the trade division of the 
Interchemical Corp., including 
Dippo, I. C. Degreaser, Town & 
Country furniture polish, Town 
& Country floor wax remover, 
Merry Maid rug & 

Merry Maid 
Mil-Du-Rid. 


concerm 


sales 


upholstery 
cleaner, spot & 
stain remover and 
The Ultra Chemical 
manufactures eight different for- 
mulations of water emulsion 
The 
merchandising one of the 

under the name of “Ultra G 


waxes, company 1s ow 


xes 


| der this name six additional sun- 
dry items. 
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J. A. PROVEN JOINS 
PORTER-CABLE AS 
GENERAL SALES MGR. 


The Porter-Cable Machine Co.. 


N. ¥., bas 
of 


Svracuse, 


appointment 





JOHN A. PROVEN 


Proven as general sales manager. 

Mr. Proven previously held the 
of vice-president and 
manager of the Sterling 
Tool Products Co. He is a mem- 
ber of the executive committee 
of the American Supply & Ma- 
chinery Manufacturers 
tion. 


position 
sales 


Associa- 


Mr. Proven will have charge of 
sales policies governing the na- 
distribution of Porter- 
Cable’s products, and will also 
direct the sales efforts of the Unit 
Electric Tool Co., Syracuse, a di- 


tional 


vision of Porter-Cable. 


T. H. RYAN, SEATTLE 
COOLERATOR MANAGER 


William C. Conley, Jr., sales 
manager for the Coolerator Co., 
Duluth, announced the appoint- 
ment of H. Ryan 


Coolerator manager 


Thomas 

district 
Seattle recently. 

He will direct the sales of 
Coolerator refrigerators and fam- 
freezers in Wash- 
Oregon, Utah, Idaho, 
Montana, Western Wyoming and 
Eastern Nevada. 

Mr. Ryan 


as 
in 


lly-size home 


ington, 


has had over 


announced 


John A. | 


| Edelman 


Prior to the war, Mr. Ryan 
was associated with the appli- 
departments of leading 
retailers, 


Frederick 


ance 
West Coast 
Marshall Field's, 
Nelson of Seattle. 

During the war Mr. 
spent four years the armed 
forces and saw action in the Eu- 
ropean zone as an officer in Gen- 
eral Patton’s Third Army. 

Mr. Ryan’s other appliance ac- 


and 


Ryan 
in 


tivities include such positions as | 
| general sales manager for a com- 
| mercial and home freezer manu- 
| facturer, and 


sales 
appli- 


West 


Presteline 


Coast 
manager for 


ances. 


BAKER MFG. APPOINTS 
TWO BRANCH MGRS. 


The promotion of Herbert W. 
to the position of 


branch manager at Kansas City, 





13 | 


years’ experience in the whole- | 


sale and retail field. 


HARDWARE AGE, DECEMBER 


for the Baker Mfg. Co., 
ville, Wisc., was announced 
changes affecting two of Baker’s 
nine major branches. 

Mr. Edelman began his career 
with Baker in 1920, and brings 
to his new position over 20 years’ 


Evans- 
in 


experience as a salesman for the 
Monitor of windmills, 
pumps, and water systems. This 
background is supplemented by 


line 


his recent work as sales manager 
of the firm’s Omaha. Nebraska 
Branch. 

Junior of the 
branch manager team is Paul M. 
Fahey, recently appointed to 
head the company’s sales branch 


Madison, Wise. His 


member 


at 





HERBERT W. EDELMAN 


2, 1948 


Baker | 


back- 





including | 








PAUL M. FAHEY 


ground in the farm water pump- 
ing equipment business also in- | 
cludes practical field experience 


as a Monitor line salesman. 


W. J. McGRAW MANAGES 
INDEPENDENT TOOL’S 
CLEVELAND BRANCH 


William J. McGraw, manager | 


PLOMB TOOL APPOINTS 

NEW SALES MANAGER 

Thomas B. Moule, formerly as- 
sistant director of sales, has been 


appointed sales manager of the 


| Plomb Tool Co., Los Angeles 
Cal. Since joining the company 
in 1944, Mr. Moule has super- 


of electric tool sales in the New | 


York territory, has been appoint- 


ed manager of the Cleveland 
branch of the Independent Pneu- 
matic Tool Co., 175 State St., 


Aurora, Ill., manufacturers of 


Thor portable power tools, and 


will be succeeded by Ed B. Ro- | 


sell, electric tool service engineer 
in the Chicago branch territory, 
it was announced recently. 


AMERICAN WASHER & 
IRONER MFR’S TO MEET 
IN CHICAGO, JAN. 4 


The American Washer & Ironer 
Manufacturers’ Association re 
cently announced that its annual 
meeting will be held at the Mor 
rison Hotel, Chicago, on Jan. 4, 
which is the opening week of the 
Chicago Winter Market. There 
will be a morning and afternoon 
session and a banquet all in the 
Terrace Casino, preceded by an 

at 
and 


executive committee meeting 
the hotel the 
evening of Jan. 3. Roy 
vice-president of the Maytag Co., 


on afternoon 


association. 





THOMAS B. MOULE 
| vised many important sales and 
merchandising activities. For five 
years he was advertising and 


sales promotion manager for Ex- 
Cello Corp., Detroit machine tool 
builders. He served as sales and 
advertising counsel of clients for 
four years while account execu- 


| tive and new business manager 
of R. L. Wolfe & Associates, 
| Detroit advertising agency. For 


A. Bradt, | 
| of 


Newton, Iowa, is president of the | has 


three years he was sales manager 
of the Republic and the Northern 
Aircraft Products of 
The Aviation Corp 


Divisions 


J. H. WARD ELECTED 
EXEC. VICE-PRESIDENT 
OF NOMA ELECTRIC 
loseph H. Ward has been elect 


ed executive vice-president 


Noma Electric Corp., New York 


{ 
ot 


City, it was announced recently. 
Mr. Ward joined the Noma or- 
ganization in 1927 and since 1938 
has been a director and vice- 


president in charge of the deco- 
rative lighting division. 

J. B. Wharton, Jr., treasurer 
the 1945, 


been vice-president 


corporation § since 


elected 


| and treasurer. 
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MANUFACTURERS OF THE LARGEST LINE OF FISHING TACKLE IN THE WORLD 






































BEST BY TEST / y 
2S DG 
$600 
5 Retail 
/ 
BULL'S EYE / 
4SS DG / 
00 ¥ 
56 Retail | 7 
RAINBOW 
6SS DG 


] i” Retail 








EYE APPEAL* BUY APPEAL 


All three rods offer top value 
per dollar. They're rust and 
chip resistant, attractively 
finished — with steel guides 
and tip tops; aluminum off- 
set cork grips and locking 
reel seats. 

RAINBOW (6SS DG)... Tops in 
quality . . . action. . . Metalustre 


Bronze finish with new style steel 
guides and tip top. 


BULL’S EYE (4SS DG)... Priced 
to sell — built to perform... Light 
metallic blue finish. 

BEST BY TEST (2SS DG)... Top 
dollar value .. Light metallic green. 


FEATURE <> SUPER VALUES 
IN SOLID STEEL CASTING RODS 


More value ... more eye appeal... 


more 


sales! You get all three when you handle 


H-I’s solid steel casting rods. They’re 


precision-built . . 


. designed for action, 


built to take it. All the good, solid features 


your best customers — the great mass mar- 


ket — are looking for. And at prices they 


can afford to pay! For immediate delivery, 


mail your order direct to— 


HORROCKS IBBOTSON CO. 


UTICA, N.Y. 
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E. R. KAYWOOD BUYS 
SPORTING GOODS FOR 

HIBBARD, SPENCER | 
E. R. 


cently been appointed buyer of | 


Kaywood, Jr.. has re- 


the sporting goods division for | 





JR. 


E. R. KAYWOOD, 


Hibbard, Spencer, Barilett & Co., 
hardware wholesalers, Evanston, | 
lll. Mr. Kaywood recently re- | 
signed as sales manager of a 
manufacturing com- | 
pany. that 
buyer in the sporting goods de-| 
partment of Siegel's and Sears 


Roebuck & Co. 


fishing rod 


Prior to he was a 





MEXICAN MFR’S AGENTS 
SEEKING HDWE. LINES 
Gimbel, manufacturers’ agents, 

\v. Amsterdam 129 Apartado, | 

i946, Mexico City, Mexico has| 

been in existance for seven years. 


Julio Gimbel and his two sons, 
Charles and Earnest operate the 
business. This company is inter- 
ested in obtaining, tools appli- 
ances, steel, sheets, barbed wire, 
auto accessories, oil well equip- | 
ment and oil refinery equipment | 
lines in the United States. At 
the present time the firm repre- 
sents 50 American manufacturers 
Chain, | 





including, Cleveland 
American Salt Co., Cincinnati 
Tool Co., Desmond Stephan Mfg. | 
The company travel five men and 
the entire of | 
Mexico. References — include: | 
Guarantee Trust Co., New York | 
City, Banco National de Mexico, | 
Mexico City and Banco del Pais. | 
Mexico City. 


covers country 


NAT’L SILVER ADDS 
TWO TO SALES STAFF 


National Co.’s 
sales manager, Walter Jacobs, an- 
nounced the appointment of 
William Joseph Burns to its Chi- 
cago sales staff. 

Prior to National 
Mr. Burns was associated | 


Silver general 


joining Sil- 
ver, 


with the Hilton Hotels Corp in 


HARDWARE 


an executive capacity as assistont 
to the vice-president. 


Mr. Burns will serve as 
sistant to Harry Tyler, Midwest- 
ern sales manager in charge 
the firm’s Chicago sales office, in 
the Merchandise Mart. 

Also announced was the a; 
pointment of Nathan’ Bernard 


Portnoy to the sales staff of the 

firm's Detroit sales office, Lafay- 
ette Building, Detroit, Mich. 

Prior to National Sil 

ver, Mr. Portnoy managed Jayw in 

Detroit. Before that 

he held the position of de; 


joining 


Jewelers in 


ment manager of jewelry 
Sears, Roebuck & Co., Highlar 
Park, Mich. 

Mr. will 
counts in Detroit and the Stat 
of Michigan. 


Portnoy service 


TOY FAIR TO HAVE 

EXHIBITS AT HOTELS 
NEW YORKER; McALPIN 
The American Toy Fair will 
be held in New York City March 
7-18, 1949 temporary 
plays at the Hotel New Yorker 
and Hotel McAlpin in addition to 
the displays at 200 Fifth Avenue 
and other permanent showrooms, 
H. D. Clark, secretary of the Toy 
the U. S. A, 
annual 


with dis 


Manufacturers of 
the 
show, announced recently. 

The four sample room floors 
obtained at the Hotel New 
Yorker will offer large space 
facilities which will enable many 


sponsors of trade 


| exhibitors to expand their display 


space and accommodate more 

buyers, Mr. Clark pointed out 
Floor 

forms 


former exhibitors and are availa- 


plans and application 


have been sent to all 


ble upon request from the Toy 
Manufacturers of the U. S. A. 
Inc.. 200 Fifth Avenue, New 
York 10, New York. 

The 1948 American Toy Fair 


set an all time record with 800 
exhibitors and an attendance ot 


more than 10,000 buyers. 


M. W. KASCH OPENS 
NEW BUILDING 
been in operation 
M. W. Kasch Co., 318 
N. Water Milwaukee, 
recently purchased a fiy floor 
building of over 16,000 sq. ft. 0! 


Having 
years, the 
a 


showroom and warehouse floo 
space. The former showrooms 
| were located at 5406 W. (enter 
St. The showrooms are done 
dark green and chartreuse 

a cocoa brown ceiling. The floot 
is finished in a gray asph 


The glass shelves are desiy 


make selection and_ inspectiol 
easier. The canopy has fluore-cent 
| strip lighting. 
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CHRISTMAS PARTY M i. q ’ 
€ as as AT HOTEL ROOSEVELT low 1 ce) ercnanaise 
oi = The 35th annual Christmas 
om party of Hardware Boosters, Inc., y 
office, in will be held in the Grand Ball- UMIDIT THIS WINTER 
ie room of the Hotel Roosevelt, 
: Madison Ave., 45th St., New York 
Fagen City, on Dec. 15. The cocktail | i and Make REAL Money! 
: ‘- “ hour will start at 6 p. m. in pri- | 
Sich. “a vate cocktail lounges and bars. 
“wae Si] Dinner will be served an hour 


later, the tables seating 10. Many 





ed Jaywin 


eifts will be distributed. The en- i . ’ ° 
tertainment committee includes: Maid-O -Mist 





‘fore that 
f depart 
' Carleton S. Phillips, chaiemen, | 
—, te he L. S. Starrett Co.; Robert | AUTO-VENTS 
_— Watson, vice-chairman; Ralph S. 
iia J. DARREL WEAR Allen, Tom Crofton, Edward Foy, | $ 00 
W. Robert Goepel, William r. | 


the State 


Gurnee, Kenneth M. Lanyon, 
einen” aaa Daniel Werth, William Wolfe, Each- RETAIL 
“ ” R Mortimer Maas, Arthur M. Pope ° 
F. C. STEARNS INC. and Harry H. Schmitt. The num- (You Make 40%) 











cAVE |. Darrel Wear has recently ber of reservations will be lim- 

stood been elected vice-president and ited, Checks for tickets ($10 

reasurer and also to the board ¢a¢h) should be sent to Harry i 

Fair will of directors of F. C. Stearns) H. Schmitt, treasurer, 87-33 110th Nationally 

ity March Inc., hardware wholesalers, 811- 5!-, Richmond Hill 18, N. Y. Advertised 

rary dis 13. Central Ave., Hot Springs Se 

w Yorker National Park, Ark. Mr. Wear MULLINS ERECTING NEW | In Better Homes 

dition to has been with the organization BLDGS. FOR WARREN | & Gardens and 

th Avenue since 1940 and previously held AND SALEM PLANTS House Beautiful 

howreoms, the position of credit manager Mullins Mfg. Co.. Salem. Ohio. | 

of the Toy and assistant treasurer. Other ; ma : } . 

_ , ls spending more than half a mil- 

. & Be oficers of the company are: E.' j;,, dollars on new buildiass al USE THIS ATTRACTIVE DISPLAY: 

ual trade W. Stearns, president; William ee Suis “a | i is dis- 
, : s em and Warren plants. AUTO-VENTS come to you 6 in this dis 

tly. M. Anderson, Jr., executive vice- New construction includes : gen- O R D E R play carton. Surprising now much oe 

om floors president and sales manager; eral office building and a factory ness this display will account for, if located 


on one of your busy counters; or put the 


atel sis Edward L. Wright, vice a ident addition to provide more space t : tad 
‘ge space and secretary; and Frank S. : Pe ie Oo carton in your window. 


for present production facilities. 


ogo Wright, vice-president. The factory addition is to the e 
a on Warren plant where cabine| Meet Great Public Demand 
r ‘1 sinks and base Por rsa fox the 


ted out. : rs re Ree ° 
company’s Youngstown Kitchen| Winter humidification at low cost— 


line are manufactured. It will be| shat’s what the public wants! 
142 feet long and 160 feet wide. 
providing 71,000 square feet of 


pplication 
it to all 

Every low-pressure, gravity steam- 
heated home, apartment, office, ete.. 


are availa- 


1 the Toy es ee 
floor area. A receiving building 


























U. S. A. 93 feet by 52 feet will be con.| im your territory is a “red hot” pros- 
_ od for Maid-O’-Mist AUTO-VENTS 
Or, structed adjacent to the new ad-| pect Tor aic - 
Toy Fair dition. Cost is estimated at| at $5 each—one on each radiator. 
a _— TT ° 
il 800 $375,000. The project will be | The AUTO-VENT provides 
with i a 4 ‘ — : 4 
ndance of finished in May, 1949. ample humidity for 2,000 cu. 
Construction of a two-story of- ft space — entirely AUTO- Showing AUTO-VENT 
we fice ilding at Sale ~— er x , “installed on steam 
ice building at Salem, to cost) WwATIC—no parts to need at- aie 
$200,000, is expected to be com- . | Al 
: tention, rust or corrode. Also 
; pleted by February. It will house it entiien aly Galen 
PENS the company’s general and execu-| ts as quick ve g e. 
NG live offices, now located on two To install, merely remove air 
eration |4 ' floors of the factory building.| valve from each radiator and 
h Co., 318 The new structure will measure} replace with AUTO-VENTS— 
kee, Wis., E. J. SMITH 82 feet by 104 feet providing 17.-| few seconds’ job. 
five-floor ys ill be . 7 ged see With proper promotion, hun- We also make Auto 
? © * \lso announced was the ap-| 1 ™! ith the i Ba 88 ‘| dreds of AUTO-VENTS can be matic Humidifiers for 
— st eS. 2 Sa. Be ath ile cee “g * sold in your community. Try oe Bang en a 
< vrooms erly ” 5 rick on tile. ie entrance way - 4 a - : C e 
-% ' merty buyer for the Stratton] 2s 4. of Indiene limestone them out! If your jobber can't tail—also Automatic 
W. Cente Warren Co., Memphis, hardware | “' °° ‘ ge ; eas all : Humidifiers for warm 
| ir ‘ar ne aey Se se | supply you, write us. a tne 
2 Sn Wholesalers, as builders’ hard- v ¢ 
‘euse with ; q . APPOINT HOME ECONOMIC | 
few ware buyer. Mr. Smith has been ; —— 
The floot J in the hardware business all of | SUPERVISOR FOR NORGE | = » @ ... —=— 
sphrait tre his life and was associated with The Norge Division, Borg- | + » INC. = AUTOMATION 
esis it F.C. Stearns from 1929 to 1944! Warner Corp., Detroit, Mich., has | A 
Inspector it which time he resigned to join) announced the appointment of | “HUMIDIFIERS: 
fluore-cent Stratton Warren. He later went! Jane Masters as supervisor of 3210 N. PULASKI RD. 


i OR ALL TYPES OF 
into business for himself. home economics | CHICAGO 41, ILLINOIS bibeatine: SYSTEMS: 
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the scientific method by which 
the customer is enabled to obtain 
the precise color wanted without 
trial and error methods. 

For the @ealer the system has 
made it possible to offer a selec- 
tion of 1000 colors in either 
gloss, semi-gloss, or flat finish, 
without the necessity of keeping 
a huge stock of paint. This is 
because the entire range of Nu- 
Hue colors is mixed from six 


basic colors, three whites, and 
a graying agent. 

Mr. Stuart joined Martin- 
Senour as vice-president and 
general manager in 1932 from 
| Sherwin Williams’ headquarters 
| in Cleveland. A veteran of World 
War I and of two years with the 
U. S. Shipping Board, he gained 





his early paint industry experi- 


The American Pad & Textile Co., Greenfield, Ohio, has recently completed its annual ‘ : CH 
week-long sales conference to outline company policies and complete plans for the 1949 | ence in the maritime sales de- Pro 
sales season. Optimistic that the coming year will be the greatest yet for Tapatco prod- | partment of Sherwin Williams. cus 
ucts, the management emphasized the growing national trend for all types of sports and | Afterward he was promoted to a 
particularly sports on water. Officers and directors of the company who spoke, asked for | an executive sales position. He for 
greater service to customers by Tapatco salesmen and assured them of continued backing A 
in the way of extra product quality and extra merchandising services. The meeting was Cal 
attended by the entire sales and advertising staffs of the American and Canadian plants, ye 
as well as by Adolph Kiefer, world’s champion backstroke swimmer and the concern’s | Mo 
director of research. Standing left to right: Jim Van Canagan, Harry Fetherlin, Bill Cott, tun 
Larry Horan, Pooch Wile. Seated: Art Thompson, Paul Gessner, Ned Herrold, sales cris 
manager; Bob Logan and Adolph Kiefer. nit 

CH 
WM. H. DENNLER, MGR. | the work of about 19 regional W. M. STUART NAMED CH 
VACUUM DIV. FOR G.E. | managers. PAINT, WALLPAPER 202 


— INDUSTRY MAN OF YEAR | 
CHICAGO MART CHANGES William M. Stuart, president 


OFFICIAL ADDRESS | of the Martin-Senour Co., Chi- 


cago, was named “Industry Man 


William H. Dennler, pe 
manager of the General Electric | 
Co., Bridgeport, Conn., vacuum | 


cleaner division, has been ‘el Ihe official address of The 


pointed manager of the division, | Merchandise Mart will be | ol the Year” by the Retail Paint 
it was recently announced. changed Jan. 1 from 222 N. Bank | & Wallpaper Distributors of | 


America, Inc., at the associa- 
tion’s first annual convention in 


He succeeds A. L. Atkinson, | Drive, Chicago 54, Ill, to Mer- 
who has retired after 42 years| chandise Mart Plaza, Chicago 





with General Electric. 54, Ill. The change was made | Chicago’s Sherman Hotel on No- WILLIAM M. STUART 
Mr. Dennler joined General | to simplify the address of the | vember 10. : 
Electric in Schenectady, N.Y., in| Mart which in the past caused The honor was awarded in rec- | was appointed president of Mar- 


1932. After holding positions in| considerable trouble to Postal | ognition of Mr. Stuart’s services | tin-Senour in 1946, the year in 
auditing, office methods, sales | and City Authorities, drivers and | to the industry in developing the | which he introduced the Nu-Hue 
and personnel placement, he was | telephone users. | Nu-Hue Custom Color System, | system. 
in 1944 appointed assistant to ' 

the general sales manager of the | - —= SS 
Appliance & Merchandise De- 
partment. 

Three years later he was 
named assistant manager of Pa- 
cific District appliance sales, 
with headquarters in San Fran- 
cisco. He returned to Bridge- 
port this year as assistant man- 
ager of the vacuum cleaner di- 
vision. 











par BR SORELLE SU Mot ao Pere £ ‘ 
L. F. WEBB DIRECTS 

MAYTAG CINCINNATI ARCHITECT'S CONCEPTION of the 117,000 sq. ft. warehouse and office to be con- 
BRANCH OFFICE structed by Moore-Handley Hardware Co., Inc., wholesalers, on Craighead, Ave., Birm- 
; ingham, Ala., is shown above. The building, which is expected to be erected by Jan. 
The new branch with headquar- 1, will be concrete construction all on one floor with air-conditioned offices and a 
ters in Cincinnati opened by The warehouse suitable for use of the most modern electric warehouse materials handling 
Maytag Co., Newton, Iowa, cov- equipment. The company has simultaneously announced the opening of another branch 


ering Ohio, Kentucky, Tennessee at Mobile, Ala., where the remodeled 168,000 sq. ft. of warehouse will emerge as a 
J , modern up to date plant. A 600 ft. railroad track down one side of the warehouse 
leaves the other three sides open for ample truck loading and unloading docks. An over- 
head crane system is being constructed for efficient loading and unloading of heavy ma- 


and southeast Indiana, will be 
managed by L. F. Webb, who has 








been serving as a Maytag regional terial from the railroad cars. This southern wholesale hardware firm maintains a fleet 
manager at Murphysboro, Ill., for of some 34 trucks and tractors with additional semi-trailers and vans and three dis- 
the past 15 years. He will direct play buses loaded with samples. 
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THE BUYWORD FOR SECURITY 


CHICAGO Locks mean 


business! More business. 
Profitable business. Why? Because they give your 
customers top protection at bottom cost. Quality- 
built throughout, CHICAGO Locks are dependable— 
give years of trouble-free service. Dependable, too, 
for steady turnover and repeat sales. 

A wide variety of models and sizes—Drawer Locks, 
Cabinet Locks, General Purpose Cylinder Locks, Pad- 
locks. Locks for practically every household and in- 
dustrial need. 

Most models available with choice of regular pin- 
tumbler, single-bitted disc-tumbler, double-bitted or 
criss-cross-tumbler and ACE 7 pin-tumbler locking 
mechanisms. 

Next time you order 
CHICAGO Locks! 


CHICAGO LOCK CO. 


2024 N. RACINE AVE. CHICAGO 14, ILL. 


locks, ask your Jobber for 








SPRING 

HINGES 

ARE THE 
BEST 


STANDARD 
TYPE 
No. 29 





£ 


BROOKLYN 5, NEW YORK 


| Zi SHICAGO SALES OFFICE. 180.N. WACKER ‘DRIVE 
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“AGED-IN-THE-OVEN’; 










--- another 


PANTHER and DRAGON 
TEST 


to assure you of 
fapes that last 








@ One of the many tests PANTHER and DRAGON 
Friction Tapes undergo is “accelerated aging.” In the 
oven illustrated, test samples are baked to give the 
effect of many months aging under natural conditions. 

These “‘aged” tapes always compare favorably with 
their original high standards of adhesive qualities. 
That’s why PANTHER and DRAGON Tapes make 
good splices that last... that’s why more and more 
tape users ask for PANTHER and DRAGON. 

Sold only through recognized independent whole- 
salers. The Okonite Company, 
Passaic, New Jersey. 





... your 
assurance of quality” 


[Panther on !D)ragan 


friction and rubber tapes 


147 








148 





Super Whirl is the deluxe beater that sells 
on sight — and stays sold! Its die-cast (not 
stamped) frame and stainless steel blades are 
rugged, long-lasting. Its strong, smoothly 
finished gears give positive and quiet action 
at both slow and fast speeds. Colorful plastic 
handles will not chip or crack. Super Whirl 
is easy to sell — the kind of quality beater 
your customers want. Write now for prices 
and complete information, 














55 LAWTON ST. 





ERS) THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONN. 





PENNSYLVANIA REFINING | 


APPOINTS FOUR 
SALES AGENTS 


Pennsylvania Refining Co., 2686 
Lisbon Road, Cleveland 4, Ohio, 
has announced the appointment 
of four new sales representatives 
for Penn Drake Gumout. 

The Glen T. Lees Associates 
of Minneapolis, Minn., will cover 
territory consisting of North Da- 
kota, South Dakota, Minnesota 
and Northwestern Wisconsin. 
A. C. Doherty & Co., of Boston, 
Mass., will serve the states of 
Maine, New Hampshire, Ver- 
mont, Massachusetts, Connecticut 
and Rhode Island. 

Hattendorf Sales Co., Atchison, 
Kan., will represent Pennsylvania 
Refining with Penn Drake Gum- 
out in Missouri, Kansas, Iowa 
and Nebraska. General Sales As- 
sociates of Nashville, Tenn., will 
take charge of sales in Tennes- 
see, Alabama and Mississippi. 





BLAKE MFG. CO. 
HOLDS OPEN HOUSE 


In recognition of mutual inter- 
est in the growth of company and 
town, the Blake Manufacturing 
Corp., subsidiary of the Ray-O- 
Vac Company, Madison, Wis., 
held open house recently at its 
Clinton, Mass., plant. The com- 
pany is one of 10 plants in the 
Ray-O-Vac flashlight battery and 
flashlight case manufacturing or- 
ganization. 

Seven hundred visitors, resi- 
dents of Clinton, were conducted 
through the plant by guides who 
explained the function of the 
huge machines and the operations 
of each of the 25 departments. 
The open house was followed by 
a banquet at which 250 employees 
with from five to 44 years’ service 
were honored. 

Donald W. Tyrrell of Madison, 
Wis., president of Ray-O-Vac and 
formerly an official of the Clinton 
plant, greeted the nine specially- 
honored guests who made up 
Blake’s 25-Year Club. Mr. Tyrrell 
inducted the newest member, 
William R. Staples, into the club. 

Begun in Waterbury, Conn., in 
1892, the plant was later moved 
to Springfield, Mass., and then to 
Clinton in 1934 after purchase by 
Ray-O0-Vac. 


DEARSTYNE HONORED 
ON 40TH YEAR WITH 
ALBANY HDWE & IRON 
William C. Dearstyne, presi- 
dent of the Albany Hardware & 
Iron Company, Albany, N. Y., 
was honored by associates re- 
cently on the 40th anniversary of 
his joining the company. Mr. 
Dearstyne, who started as a jun- 
ior clerk in 1928, has been presi- 


HARDWARE 





dent since 1932. He received a 
silver tray from Harold L. War- 
ner, treasurer. 


ROBERT WEBER HAS 
OWN SALES AGENCY 


Robert J. Weber, formerly as 
sociated with The George Worth- 
ington Co., 802 St. Clair Ave. W., 
Cleveland 1, Ohio, for 13 years, 
has organized his own manufac- 
turers agency at 4206 W. 63rd 
St., Cleveland. For the past nine 
years of his association with the 
Worthington company, he was a 
sales representative. Prior to 
that he was with the Standard 
Oil Co., in Cleveland from 1929 
to 1935 in the sales engineering 
department. 





NEW OFFICERS FOR 
INTERMOUNTAIN ASSN. 


C. E. Merrell, Brigham City 
Utah, was elected president of 
the Intermountain Assn., at its 
recent annual convention at Sun 
Valley, Idaho. He succeeds Rufus 
C. Parks of Magna, Utah. Ralph 
Hollingsworth, Ontario, Ore., was 
elected first vice-president and 
Dwight E. Crosler, Salina, Utah, 
became second vice-president. 
Leon L. Weeks, 224 Continental 
Bldg., Boise, Idaho, remains as 
secretary. 

Directors elected were: 1949, 
Maxwell Becker, Caldwell, Idaho: 
J. V.  Lilenquist, Tremontor 
Utah; R. J. Schwendiman, Twin 
Falls, Idaho; and F. V. Johnson 
Weiser, Idaho; 1950, J. C. Bald 
ridge, Boise, Idaho; J. M. Parkin 
son, Rexburg, Idaho; Ira $ 
Pearce, Elko, Nevada; W. T 
Cato, Salt Lake City, Utah; 195]. 
Don Chishold, Burley, Idaho: 
Leo Meredith, American Fork 
Utah; W. C. Fronk, Ogden, Utah 
and D. Linscheid, Aberdeen, Ida- 
ho. The outgoing president, R. C. 
Parks, was named director ex 
officio for 1949. 





Cc. E. MERRELL 
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PHIL FRAYSER RETIRES 

FROM MARTIN-SENOUR 

\fter nearly 50 years’ service 
in the paint industry, Phil C. 
Frayser, merchandising manager 








PHIL FRAYSER | 


of the Martin-Senour Company, | 
Chicago, has announced that he 
will retire to private life about 
the end of this year. 

Mr. Frayser’s retirement comes 
after a career which has seen him 
rise from a job selling paint in 
Kentucky through a series of im- 
portant sales and administrative 
posts. At one time he was hon- 
ored by the National Paint, Oil 
& Varnish Association by being 
named its president. His retire- 
ment follows a 15-year association 
with Martin-Senour. 

His first post of national prom- 
inence was as head of the paint 
sales department of the Simmons 
Hardware Co., in St. Louis. Dur- 
ing World War I Mr. Frayser 
directed the firm’s official clear- 
ing house in Washington. 

After the war he returned to 
Simmons in a buying capacity. 
When Simmons acquired the 
Mound City Paint & Color Co., 
he was named vice-president in 
charge of sales. Shortly there- 
after he rose to vice-president and 
general manager, and then was 
named president. In 1930 he at- 
tained a vice-presidency in Sim- 
mons, continuing to hold™ the 
Mound City presidency. He 
joined Martin-Senour in 1933 as 
manager of its Eastern district, 
and two years ago was transferred 
to Martin-Senour’s home office in 
Chicago as merchandising man- 
ager. 


PIONEER RUBBER CO. 

NAMES SALES AGENT 

The announcement of the 
appointment of J. Stone Carlson, 
manufacturer’s representative, as 





sales agent for The Pioneer 


| Rubber Co., Willard, Ohio, in | 


the New England territory has 
just been released by that com- 
pany. 

Mr. Carlson’s firm will repre- 
sent Pioneer Surgical Gloves and 
Pioneer Household Gloves, in- 





cluding the Ebonettes and Blu- 
ettes in the states of Maine, New 
Hampshire, Vermont, Massachu- 
setts, Connecticut and Rhode 


| Island. 


Mr. Carlson started his busi- 
ness career as 
account executive in Boston, 
Massachusetts. From that job 
he went to the Davidson Rubber 
Co., where he rose to the position 
of vice president in charge of 
sales. During the war he served 
as adviser and consultant to the 
Rubber Director in Washington 
as a dollar a year man. 

He resigned his position at 
Davidson to open his own busi- 
ness in September of this year. 


HAMILTON APPOINTS 
NEW DISTRIBUTORS 


an advertising | 





Chas. H. Rippe, Jr., sales man- | 
ager, Home Appliance Division, | 
Hamilton Mfg. Co., Two Rivers, | 


Wis., has announced the appoint- 
ment of the following new dis- 
tributors of the Hamilton Auto- 
matic Fluff-Dri 
Buckeye 


clothes dryers: 
Appliance & Sports 


Equipment Co., 21 Summit St., | 


Toledo, Ohio; Northeastern Dis- 
tributors, Inc., 588 Common- 
wealth Ave., Boston, Mass.; 
Cleveland Ironing Machine Co., 
732 Schofield Bldg., Cleveland, 
Ohio; Covington Distributing 
Co., 34 North Hamilton, Houston, 





Tex.; Ironers, Inc., 144 S. 5th | 


St., Salt Lake City, Utah; Iron- 
ers, Inc., 246 S. First St., Phoe- 
nix, Ariz.; Broome Distributing 
Co., 26 Lackawanna Ave., Scran- 
ton, Pa.; D. W. May Company, 
49 Edison Place, Newark, N. J.; 
and The Pacific Company, Ltd., 
768 Kapiolani Blvd., Honolulu, 
T. © 


JULES L. VERMEERSCH 
ACQUIRES NEW STORE 


Jules L. Vermeersch, mill sup- 
ply distributors, Phoenix, Ariz., 
has moved from 30 W. Madison 
St., to 4345 E. Van Buren St., 
The building is 140 by 74 ft., 
contains 10,360 sq. ft., and is of 
brick construction. The com- 
pany is now in process of com- 
pleting an all steel shop and 
service room which will be 22 





by 74 ft. long. The buildings 
are located on four and a half | 
acres of land which provides am- | 
ple room for parking and unload- | 
ing and any future expansion | 


desired. 
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World's 
Most Beautiful 
Cabinet 


Chrome-plated inside and out — also 
light fixtures and tooth-brush holder. 
Beveled plate mirror. 


Fluorescent lights, operated from main 
bathroom switch, provide ample illumi- 
nation, no other light being required. 


Adjustable shelves. Copper-backed mir- 
ror. Piano hinges. Cushion-spring door 
stop. Razor-blade drop. Convenience 
outlet. All wires encased. 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 








Ideal 
CabinetCorporation 
Division of Deslauriers 
Column Mould Co., Inc. 
7722 JOY ROAD DETROIT 4, MICH. 
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LOUIS L. WEBER, vice-president of Lodge & Shipley Special Products Division, is shown 
above introducing Cincinnati Mayor Albert D. Cash to a nationwide meeting of “‘Chore- 
master’ distributors in Cincinnati recently. This meeting launched the 1949 Sales Campaign 
which is expected to increase “‘Choremaster’ sales by 60% over the past year. 

Shown above from left to right are: G. J. Carney, sales manager: M. Sherwood, Grand Haven 
Stamped Products Co.; T. T. Kling, plant manager; W. L. Dolle, Lodge & Shipley, presi- 
dent; Mr. Weber; Mayor Cash; J. H. Myers, vice-president; H. J. Buettinger, secretary-treas- 
urer and R. Rutzohn, Clinton Engine Co. 














What Good Are Standards; Theme of ee. ee 
? charts in the original brochure. 

American Standards Association Meet |‘ »w pamphlet also contains 

an analysis of the Mississippi 

The practical question, “What, to the general meetings there Compensation ne ome os 
Good are Standards?” was the| were meetings of some of the | Year to become effective Jan. 1, 


theme of the Annual Meeting of | working committees of the Asso- 1949. 


Copies of the supplement are 


the American Standards Associa- | ciation. 

tion, 70 E. 45th St., New York ——— offered free by the Chamber to 
City 17, recently, at the Waldorf- those who previously purchased 
Astoria Hotel, New York. The LURA ALKIRE, MANAGER | the complete analysis brochure. 


G.E. CONSUMER INSTITUTE 


Lura Jim Alkire has been 
cently appointed manager of the 
General Electric 
stitute, it was announced today 
by A. J. Brock, manager of sales 
services for the company’s ap- 
pliance and merchandise depart 


three-day meeting had its climax | The two publications are avail- 
at a luncheon following the final 
business meeting of the technical 
groups working standards 
through the procedure of the as- | 
sociation. The Honorable W. | 
John Kenney, Under Secretary of 
the Navy, was the guest speaker. 


re- | able at a price of 35 cents. 
The Chamber plans to publish 





a complete revised edition of the 
1949 after the 
texts of amendments passed by 
the 42 


convene next year, become avail- 


on Consumers In 


brochure late in 


state legislatures, which 


A panel of executives with wide | ment. able. 
experience in manufacturing. In her new position, Miss 


EMERSON APPOINTS 


NORTHEASTERN MICHI. 
GAN DISTRIBUTOR 
Announcement has been le 
by Charles Robbins, Emerson 


Radio Phonograph Co... New 
York 


ager, of the appointment of the 
Hardware Co., 200 


City, national sales man- 
Saginaw 
South Hamilton 


Mich., as 


st., Saginaw, 


Emerson Radio’s is- 
) 


| tributor for 25 counties in north- 


bordering on 


eastern Michigan 
Lake Huron and extending to 
the Canadian border. 

my 2 Steltzreide is the sales 
manager of the Saginaw Hard 
ware Co. whose history dates 
back to 1863 under the same fam 
ily management. Under the new 
arrangements the Merchant's 
Wholesale Distributing Co., De- 


troit, who formerly covered this 
upper Michigan area, will con 
centrate its merchandising efforts 
| on the nine counties in southern 
Michigan surrounding the Detroit 
| area. 

| The Saginaw Hardware 
pany is equipped with an up-to- 
date service department to handle 


(om- 


the servicing of Emerson’s radio 


and television models. 


COLORADO FUEL & IRON 
APPOINTS EXPORT MGR. 


Mathew R. Rosse, 50, died at 
the Mountainside Hospital Oct. 
7 after a brief illness. At the time 
of his death he was export man 
ager of The Colorado Fuel & Ireu 
Corp., 500 Fifth Ave., New York 
City. He was associated with the 





exportation of steel products and 


| industrial equipment for 25 years. 








\lkire is responsible for a broad 


and 
| program of basic food research 
| 


purchasing distributing. 
headed by Earl O. Shreve, presi- 
dent of the U. S. 


Commerce, discussed their expe: | 


Chamber of | and an extensive consumer infor- 
mation program designed to dis- 
riences with the value of stand-| seminate as widely as_ possible 
ards in operations. The 


panel speeches were the feature 


a 
their practical solutions to homemak; | 


ing problems. 


of the meeting of associations Miss Alkire joined the Con- 
that are members of the Ameri-| sumers Institute as a senior home 
ean Standards Association. economist specializing in refrig- 


The first day of the meeting | erators and home freezers in 1947, 
was devoted to the problems en- 
countered in company standards 
work and methods of organizing 


company operations to gain the 


and was named acting manager 
of the Institute last April. She 
was formerly a home economist 
for the City Public Service Board 





greatest benefit from the stand-| of San Antonio, Texas. 
ardization program. John F. Son- , 

nett, former Assistant United 

States Attorney and _ partner, COMPENSATION LAW 


REVISIONS LISTED 


The Insurance Department of 
the Chamber of Commerce of the 
United States has issued a 1948 | 
supplement to 
Provisions of Workmen’s 
pensation Laws & Discussions of 


Cahill Gordon Zachry & Reindel, 
discussed “The Legal Aspects of 
Standardization” before a meet- 
ing of representatives of com- | 
pany members of the American 
Standards Association. Willis S. 
MacLeod, Deputy Director of | 
Standards Branch Bureau of Fed- | 
eral Supply, U. S. Treasury De- 
partment, acted as moderator for 
a panel discussion on “Evalua- | 
tion of Standards.” In addition 


Com- | facturers’ representative, 
Coverages.” 

The new 10-page pamphlet sets 
forth changes in state compensa 
tion laws made by the 1948 legis- | 
lative sessions. It contains 14 


150 


HARDWARE 


Boston; Archie Birmingham, 
England representative for John H. Graham Co.; Phili; 
herty, New England representative of the Knapp-Mor 
Co.; and |. S. Dillingham, president of Bigelow & Dows: 
Sadly missed this year on the fishing trip, which has be 
an annual event with this group, was the late Joseph 
nedy, former sales manager of Bigelow & Dowse. The 

sails out of Harwichport, Cape Cod. 





THEY HIT THE JACKPOT. This haul of bluefish is evi- 
dence of a good day on the briny deep. Gordon Farr, gen- 
eral manager of the Decatur-Hopkins Co., Boston, is shown at 
the tiller of the boat while his son, Billy, poses proudly, as 
well he might for he caught 20 of the 106 blues which were 


its “Analysis of | taken recently by a party composed of John J. Gillis, manv- 


New 
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CHARLES K. ANDERSON 


Charles K. Anderson, 81, found- 


| 


er of the National Standard Co.., | 


and president of the American 
Wire Cloth Co., died recently on 
a train en route from New York 
City W. Va. He 
was on an inspection trip of the 
plants of the National Standard 


to Charleston, 


Co.. along with other directors 
of the firm. He organized the 


1903 and_ be- 
\merican 


latter company in 
came the president of 
Wire Cloth Co. He was a found- 
er of the First National Bank of 
Antioch in 1925 and served 
the president of the bank. Mr. 
Anderson also headed the C. K. 
Realty Co., Chicago. 
(Anderson served as a mem- 


as 


Anderson 
Mr 
ber of the Lake County Repub- 
lican Central committee and was 
a director of the 
Lake County Civic League. 
Noted for his interest in young 
programs, Mr. Anderson was a 
benefactor of the Uptown Boys 
Club of Chicago. He was 
responsible for the building of 
the Scout House Antioch re- 


non-partisan 


in 


cently as a memorial to his wife, 


of | 


Leila J. Anderson, a native 
that village. Mr. Anderson was 
a founder of the People’s Church 
of Chicago and served as a trus- 
tee of the church for 30 years. 
He was a long time member of 
the in 
and was affiliated with 
tioch Lions club. 


Chicago 
the 


Masonic order 


—_——_ 


A. WILFRED JOHNSTON 


\. Wilfred Johnston, 53, retail | 
W. W. | 


manager of The 
Conde Hardware Co., Watertown, 
N. Y., died October 28 at his 
home after an illness of nearly 
two years. He began his career 
with the firm at the 
age of 17 and was named man- 
ager of the retail store 15 years 


store 


hardware 


ago. 
WILLIAM M. ANDERSON, 
SR. 


William M. Anderson, Sr., 69, 


also | 


An- | 


| cently at his home following a 
| 
| two 


retired vice-president and gener- | 


al manager of the F. C. Stearns 
Hardware Co., Hot Springs, Ark., 
died recently at his home in Hot 
Springs, following a lengthy ill- 
ness. He served in the position 
of vice-president and general 
manager of the Stearns company 
from 1919 to 1946 when he re- 
tired from active participation in 
the management of the business. 
At the time of his death he was 
vice-president and 
the corporation. 
Mr. Anderson was 


treasurer of 
vice- 


also 


HARDWARE AGE, 


DECEMBER 2, 


the 
on 


president of Arkansas Na- | 
tional Bank, the board of 
directors of the Arlington Hotel | 
Co., and was active in civic and | 
other community and state pub- | 


lic affairs. 
His survivers include _ his 
widow. and one son, Wm. M. | 


Anderson, Jr. 


ROY C. DARBY 


Darby, 62, 


of Ott-Heiskell 
hardware wholesalers, Wheeling, 
W. Va., died recently at the Ohio 


Roy C. secretary- 
| 


treasurer Co., 


Valley General Hospital, after 
suffering a heart attack. 
Mr. Darby practiced Jaw in 


Morgantown for several years and 
then he moved to Wheeling where | 
he continued to practice law. In 
1916 he became affiliated with 
Ott-Heiskell as secretary-trea 
surer, which association continued 
for the past 33 years to his death. 
Mr. Darby 
the Masonic Order, Ohio Lodge 
No. 1, a member of the Ft. Henry 
Club Vance Me- 


morial Church. 


was a member of 


and attended 


HERBERT R. BUTZ 


Herbert Rogers Butz, 59, chair- 
man of the board and one of the 
founders of the Birtman Electric | 
Co., Chicago and Rock Island, 
Ill., died at Presbyterian Hospi- 


tal, Chicago, Nov. 8 after 10} 
days’ illness. He was president 
of the company from 1922 to | 


1944, when he resigned the post | 
and was succeeded by Edward F. 


Winnetka, JIl. 


Mulhern. Mr. Butz is survived | 
by a brother. Theodore C., of | 
Highland Park, Ill. a daughter, | 
Mrs. Alice Moir, San Mateo, | 
Calif.. and two sons. Robert and | 
Theodore, of the family home, | 

| 

| 


THOMAS W. McGOWAN 
Thomas W. McGowan, 84, Spo- | 
kane died re- 


hardware dealer. 


weeks’ illness. With his 
brother the late M. B. McGowan, 


| tion,” 


he founded the McGowan Bros. | 
Hardware Co., at Sprage and | 
Howard. The company was dis- | 
solved in the early 1930's. | 
JOHN W. HARRIS 
John W. Harris, 88, a hard- | 
ware veteran of 50 years, died | 


recently in a hospital in Albany, 


N. Y. He started his hardware 
career at the age of 14 at 
Williams & Latham, now the | 


G. M. Williams Co., New London, 


1943 


| Conn., 
| there. For 20 years he was with 


and spent seven years 
M. E. Veley and Albany Iron & 
Steel Co. His travels then took 
him to C. P. White 
Plains, N. Y. and finally he spent 
20 years with Weed & Co., Buf- 
falo, N. Y. Mr. Harris 


Mason. 


Sherwood, 


was a 


WILLIAM B. MUMFORD 


William Bishop Mumford, 73. 
president of the former Mumford 


Hardware Co., Evansville, Ind.. 
died in an Evansville hotel re- 
| cently after a long illness. He 


| APPROVE ALUMINUM FOR 


DUCT INSTALLATIONS 
The National of Fire 


Underwriters has approved alum- 


Boa rd 


inum for use in the installation 
of ducts for air conditioning, 
warm air heating, air cooling, 
| and ventilating systems. The 
approval has been granted on the 
recommendation from the Com- 


mittee on Air Conditioning of 
| The National Fire Prevention 
Association. The Committee's 
| recommendation is based on a | 
| careful study of aluminum’s 
satisfactory performance in a 
large number of duct work 
applications. 

The 1948 edition of NBFU 
Pamphlet Number 90 will be 


issued soon and will contain the 
revision to include standards for 
ducts of aluminum. 
The standards will cover instal- 


constructed 


for residences as well as 


lation 
for industrial buildings. 
of the standards may be obtained 


Copies 








from National Board of Fire 
Underwriters Offices at 85 John | 
Street, New York 7, N. Y.; 222 | 
West Adams Street, Chicago 6, | 
Illinois, or Merchants Exchange 
Building, San Francisco 4, Cali- 
fornia. They may also be se- 


cured through local fire inspec- 
tion bureaus which work closely 


the NBFU. 


with 


‘STEEL MORE PRECIOUS 
THAN GOLD’ ARTICLE 
OFFERED IN REPRINTS 


In the international: division of 
Esso Oilways, published by the 
affiliates of Standard Oil Co., of 
New an article was 
printed entitled, “Sandvik, The 
Story of a Great Swedish Institu- 
telling about “steel more 
precious than gold.” The steel 
under discussion is produced by 
the Sandvik Steelworks of Sand- 
viken, Sweden. Swedish princi- 
pals of Sandvik Saw & Tool Corp., 
17 Warren St., New York City, 7. 

Copies of the reprint are avail- 
able to dealers and others in the 


Jersey, 


formerly served as potentate of 
Hadi Temple Shrine in Evans- 
ville and was a member of the 
Episcopal church at New Har- 
mony, Ind. 


GEORGE E. YOUNG 


George E. Young, 85, retired 
hardware store owner, died re 


cently in a Walla Walla, Wash.., 
hospital. He was in the hard- 
ware business at Kahlotus before 
A member 
he is 


retiring Six years ago. 
of the Methodist church, 
survived by his widow, Mrs. Net- 
tie Young, and one daughter. 


hardware industry who are inter- 
ested without charge upon re- 
quest to Sandvik Saw & Tool. 


MFR’S. WESTERN 
HOUSEWARES SHOW 
APRIL 10-14 


Los Angeles will be the scene 
of the Manufacturers Western 


Housewares Show April 10 to 14, 
according to an announcement by 
Earle V. Grover, president of Los 
Angeles Trade Fair, Inc. 

FE. H. Sager, western divisional 
manager of Cory Corp. and chair- 
man of the show committee, said 
the Los Angeles housewares mar- 
ket be national 
housewares lines prestige 
“manufacturers only.” 

The five-day exhibit will 
held at the Alexandria Hotel, a 
non-profit branch of the Los An- 
geles Chamber of Commerce. It 
is planned as an annual event. 

\ year-round advertising and 


will open to 
with 
names, 


be 


publicity program is conducted 
by LATF officials to advise buy- 


ers throughout the country of the 


merchandise awaiting their in 
gpection in Los Angeles. Annu- 
ally some 11,000 buyers go to 


| Los Angeles for these previews 





of goods made not only in the 
West but all parts of the country. 

“There is every indication that 
this will be the top housewares 
show of the country,” said W. C. 
Klingborg, show manager. 

“By all information, 
more than 125 exhibitors will en- 


advance 


ter this first market. 

Mr. Klingborg said the show 
will include all housewares short 
of Typical 
items utensils, 


major appliances. 


will be cooking 


ladders, bathroom acces- 
small 


electric mixers, cutlery, roasters, 


stools, 
sories, garden supplies, 
glassware and dinnerware 

Mr. Klingborg 
limited reservations 
ready running heavy. He urged 
firms interested in exhibiting to 
contact Los Angeles Trade Fair, 
Inec., at 1151 S. 
Angeles 15, Calif. 


said space is 


and are al- 


jroadway, Los 


15! 
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ADVANCES 


Steel rails. Lead. Lead products. Zinc. Galvanized products. 
Brass and other alloy products. Storage batteries. 


DECLINES 


Foreign silver. Base prices on some stainless-clad steels. 
One portable radial saw. One refrigerant. 





Steel rails marked up—Inland 
Steel Co. raised prices of steel rails by 
30 cents per 100 lb., effective Nov. 15. 
The increase, amounting to about 9 per 
cent, lifts the price of top-grade rails 
from $3.20 to $3.50 per 100 lb., f.o.b. 
the mill. Extra charges on lighter weight 
rails and joint bars also were raised. 


* * * 


Galvanized steel products— 


On Nov. 19, Carnegie-Illinois Steel Corp. 


and National Tube Co., both U. S. Steel 
subsidiaries, announced price increases 
on galvanized sheets, pipe and other 
products coated with zinc. The advances 
followed the 2 cents a pound rise in the 
price of zinc, in accordance with a 
standard formula by which galvanized 
steel prices are automatically advanced 
or reduced, depending upon the current 
price of zinc. Carnegie-Illinois has ad- 
vanced coating extras for all galvanized 
sheets by an average of $2.50 a ton, or 
2 per cent, but only affecting about one 
per cent of the total volume of all steel 
products of Carnegie-Illinois. National 
Tube, under a similar formula, has de- 
creased its base discount on galvanized 
pipe by two points. The effect of this 
change is a price increase of approxi- 
mately $4 a ton or about 2.7 per cent. 
This increase will affect about 8 per 
cent of the total volume of sales of all 
National Tube’s steel products. 
a ~ * 

The copper and lead markets 
—Consumer supply fears and price nerv- 
ousness are still in evidence in the mar- 
kets for copper and lead. Labor difficul 


152 


ties have shut off an important domestic 
source of copper supply. As in the case 
of zinc, the government’s activity in 
stockpiling copper and lead has in- 
creased the tension of consumers con- 
cerning industry supplies. The big Utah 
copper mine of Kennecott Copper Corp., 
is starting the fourth week of work 
stoppage, with no signs that labor and 
company representatives are reaching an 
accord. Domestic copper consumers 
have adopted a selling policy of “price 
prevailing on date of shipment.” They 
also are being forced to turn down busi- 
ness, limiting new orders to the amount 
of copper they can obtain. Copper pro- 
ducers also have shifted away from firm 
pricing policies, However, one major 
producer of domestic copper has opened 
its December order books and is taking 
business for that month at a price of 
23% cents a pound Connecticut Valley. 
Because of a limited supply these metal 
sales are being made on a much reduced 
basis from preceding months. 
* * t 


Auto storage batteries higher 

Lead is the basic raw material in the 
manufacture of storage batteries, and 
the trend of lead prices is one of the 
most important factors in battery costs. 
The price of the metal was raised from 
174% cents to 1914 cents on July 28, and 
again to 21% cents, a new high, on Nov. 
1. Because domestic lead refiners and 
importers found it impossible to keep 
pace with the extraordinary demand 
during 1947, the market price which had 
been 6% cents during most of 1946 


cars 


jumped to 15 cents a pound last year. 
In April, this year, it rose to 171% cents. 
Electric Storage Battery Co. took cog- 
nizance of the April rise by increasing 
the price of auto batteries 8 per cent 
effective August 2. This also reflected 
higher labor costs. Now, on Nov. 19, 
Electric Storage Battery Co. announces 
it has boosted its prices on industrial 
and automotive batteries again, ranging 
from 6 per cent to 9 per cent, on account 
of the latest increases in the cost of lead 
and antimony. Changes at the retail 
level are about 10 per cent. Among 
the most popular Exide brands, for 
Chevrolet and similar model cars, “Star 
tex” has been increased at the retail 
level to about $21.75 from $19.75, the 
“Surestart” to around $25 from $22.75; 
and the “Highcap” heavy duty battery 
around $30.25 from $27.45. 


aa * * 


American brass increase 
American Brass Co. announced that, 
effective Nov. 19, its base prices for 
brass and other alloy products contain- 
ing zinc and lead have been advanced 
approximately one-half cent to nearly a 
cent per pound. The increases resulted 
from the recent advances in the prices 
of both zinc and lead. 

* * * 

Foreign silver down—On Nov. 
8, foreign silver sold in the New York 
market at 7414 cents an ounce, off % 
cent from the price which had held 
since Oct. 29. This year’s high was 
77% cents, set on Oct. 7. The easier 
price trend reflects recent substantial 
imports of Mexican silver, in coins. 
The American Bureau of Metal Statis 
tics reported that refined silver produc- 
tion of the U. S. rose to 7,507,000 ounces 
in September, from 4,204,000 in August. 
The September total included 4,041,000 
ounces of foreign origin, and 3,466,000 
from domestic sources. 


* * * 


This month’s lead changes. 
Following the two cents per pound ad- 
vance on lead Nov. 1, leading makers 
of lead products raised their prices 4 
to 4% cents. New prices include: full 
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my 
— | Opens "MAGIC MARKET’ to Dealers 
year. 
. . 
ents. Now Hotpoint Mass Produces This 
cog- 
asing Great New Improved Appliance 
cent . 
aad —Priced RIGHT for Volume Sales. 
; oe 
_— e @ Evidence points to unprecedented demand 
trial for automatic dishwashers in the immediate future 
ging —the same kind of universal demand that sky- 
ount rocketed refrigerator sales in the 30's. Hotpoint 
lead lealers hold the key to open this vast, new and 
etail virtually untapped market—the sensational new 
nong 1949 Hotpoint Automatic Electric Dishwasher. 
for 
Star 12 Great New Features! 
etail Crowning achievement of 20 years’ experience 
_ the by the pioneer of automatic dishwashing, this 
15; new Hotpoint offers 12 great advancements in 
ttery addition to front opening, electric drying and ex- 
clusive top-spray action. 
Huge, Modern Plant! 
> . . 
is Hotpoint Automatic Dishwashers are now in 
lat, : pee 
mass production at Hotpoint’s huge, ultra- 
for : : “i : ; 
si modern Milwaukee factory. Priced right for vol- 
_— ume sales, they assure Hotpoint dealers year ‘round 
nced ie - te hee 
' opportunities to profit in the “Magic Market” of 
ee almost unlimited dishwasher sales! 
ted 
ices Hotpoint Inc. (A General Electric Affiliate) 5600 W. Taylor St., Chicago 44, Il. 
gee eng so set 
I | “Magic Market” of Automatic 
Nov. ; 
fs Dishwasher Sales 
ork f 
r 
held 
was 
sier 
tial 
ins. 
atis - 
juc- 
ices 
ust. 
a e * 
000 Everybodys Pointing To 
000 
1940 1941 1946 947 1948 1949 1950 
a The day of the dishwasher is here! 
ad This chart of the industry's sales shows 
graphically how dishwasher acceptance 
cers is soaring. It's truly a “Magic Market” 
2 — for alert dealers everywhere 
: —and especially for Hotpoint Decale ° . . ° 
full wks Sends ae phate. ete one = RANGES REFRIGERATORS WATER HEATERS DISHWASHERS DISPOSALLS HOME FREEZERS 
greatest acceptance of them all. WASHERS © DRYERS © FLATPLATE IRONERS + ROTARY IRONERS * PORTABLE IROWNERS + CABINETS 
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MORE PROFIT With These 


Power-Packed 
Tools 





STREAMLINED 







"500" 
SERIES 


Y-Inch 
Electric Drill 
$29.65 


$34.65 


Model 500 (with Jacobs 
Hex-Key Chuck) ; 
Model 510 (with Jacobs 
Gear Chuck) ...... 


MODEL 
250 


Y4-Inch 
Electric Drill 


With Jacobs Key Type Chuck. Complete 
Weight Only 3!/2 Pounds. 
Small Diameter Body for 
Close-Quarter Drilling ..... $] 9.95 


Price-Power-Performance 


These drills are the latest in 
streamline design. In its capacity 
range, each represents an ad- 
vancement in the combination of 
high power, quality and refine- 
ment in construction, and long-life 
performance. Due to the shape, 
size, and light weight, each offers 
a new handling ease and conven- 
ience that readily appeal to the 
user. These drills are what you 
would expect at much higher 
prices. 


Write for details on these low-price, quality- 
built, guaranteed Portable Electric Drills. 


ELECTRIC TOOLS, INC. 
255-59 West 79th St., Chicago 20, Ill. 


Fractional HP Motors—Electric Drills—Polishers 
Sanders—Spin-A-Brush 











lead sheets, 140 sq. ft., 2744 cents per 
pound—up 4 cents; lead pipe, % to 6 
in., 27% cents—up 4% cents, and lead 
traps and bends, at list plus 80 per 
cent—formerly list plus 70 per cent. 
Leading makers of lead oxides and pig- 
ments also made increases effective Nov. 
1, including: lead oxides, up 2 cents, 
making litharge, l.c.l., 244% cents; dry 
red lead, 2514 cents, and orange min- 
eral, 27.60 per lb. On pigments, dry 
white lead, l.c.l., was advanced 1.60 
cents to a basis of 23.10 cents per 


pound, while sublimed white lead and 


blue lead were both advanced 2 cents 
to 21.25 cents per lb. 
ae * _ 

Using foreign lead—Refined 
lead imports in September, 28,504 tons, 
were the largest for any month in sev- 
eral years, comparing with 21,111 tons 
in August and 23,969 tons in July. For 
the first nine months, imports rose to 
163,954 tons, from 113,872 a year earlier. 
This sharply higher demand for foreign 
lead reflects the acute domestic produc- 


tion shortages. The supply situation was 

aggravated during most of the third 

quarter by a strike which closed mines 

of St. Joseph Lead Co. 
x * 

Zine — Quotations on non-ferrou-~ 
metals are continuing to climb. Zine was 
the latest to join the upward move. Late 
in the Nov. 13 week the metal was sold 
at 1714 cents per pound, E. St. Louis, by 
important producing interests, an ad 
vance of two cents per pound. This 
marks the highest price paid for do 
mestic zinc since 1916, when in one 
month it averaged 18.26 cents. Since the 
start of 1948, the zinc price has been 
raised seven cents per pound. 

\ * x 

Zine concentrates raised 
Eagle-Picher Mining & Smelting Co. an 
nounced a $12 per ton increase in its 
price for 60 per cent zine concentrates, 
at the company’s central Oklahoma mill 
The increase, effective Nov. 19, brings 
Eagle-Picher’s price to $110 per ton on 


concentrates. This was the company s 





PURCHASED SCRAP CONSUMED 
By Iron and Steel Companies 
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Note: Data include scrap 
requirements for steel fur- 
naces, blast furnaces and 


the production of ferro-alloys 


‘Source: U. $. Bureau of Mines 
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Scrap purchased by the iron and steel industry in 1947 exceeded the 
previous high for purchased scarp, set during the war in 1943, by more 
than 1,336,000 tons. The total of purchased scrap consumed in the industry's 
furnaces last year was 20,016,000 tons. Despite this record supply it was 
insufficient to boost steel operations above a yearly average of 93 per cent 
of capacity, according to Stee! Facts, publication of the American Iron and 
Steel Institute. The Institute estimates that millions of tons of potentia! 
steel prodution have been lost since the end of the war because of insufficient 
supplies of purchased scrap, and the poor quality of available scrap. 

This year the steel industry is trying to produce more steel than is 
1947, when ingot production totaled 84,784,000 net tons. It has a capacity 
to produce 94,233,000 tons annually, 10 million tons more than was made 
in 1947. But in February 1948 the industry utilized only 93 per cent of its 
capacity, and in March, the coal strike reduced operatiens censiderebly 


below that level. 
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econd increase in less than a month. 
On Oct. 23 it announced a raise from 
£96 to $98 per ton. 

a” ae ok 


Portable radial saw—Ameri- 
an Saw Mill Machinery Co. has an- 
nounced a reduction in the price of its 
model TNT Monarch Uni-Point portable 
radial saw, the reduction being about 25 
per cent and the new price is $350.00. 
* * x 
Stainless-clad steel reduced 
Lukens Steel Co. this month has re- 
duced the base price of three types of its 
stainless-clad steels. Type 304 stainless- 
clad steel has been cut by 1% cent a 
sound; type 316 by one cent and type 
47 by % cent. Base prices for types 
105, 410 and 430 remain unchanged. 
New prices for type 304 are: with 10 
per cent cladding, 224% cents; with 20 
per cent cladding, 261 cents: type 316 
with 10 per cent cladding, 27 cents; 
with 20 per cent cladding, 31 cents; 
type 347 with 10 per cent cladding, 25 
ents, and with 20 per cent cladding, 29 
cents per lb, All f.o.b. Coatesville, Pa. 
No changes were made in extras, with 
irices announced August 16, 1948, re- 
naining in effect. 


* 2 


Natural rubber cheaper-—The 
price of natural rubber is going down, 
said Lewis & Peat, British trade au- 
thority, in its latest market report. The 
supply is greater than demand, and each 
month seems to yield a surplus of yary- 
ing size, Except for the possible spread 
of violence in far-eastern producing 
countries, the report added, “output of 
rubber is expected to continue to out- 
strip demand, good though the latter is. 
So far, the surplus has been taken care 
of by excellent consumer demand, and 
for stockpiling purchases.” As a result, 
“the amount of rubber available for sale 
is not increasing very much.” 

* % cs 

Refrigerant reduced Kinetic 
Chemicals, Inc., has lowered the prices 
of “Freon 11” florinated refrigerant, 
effective November 26. The reductions 

inge from about 2 per cent to about 5 
er cent, depending on container sizes. 
lhe company said that owing to wider 
use of “Freon 11” by refrigeration, air- 
conditioning and other industries it has 
een possible to pass on the benefits of 
operating economies resulting from in- 
creased production. “Freon 11” is used 
‘rincipally in industrial refrigerating 
equipment, in central-station air-condi- 
tioning systems and in aerosol bombs. 
a a ae 
The price index drops —rops 
prices for foods and farm products 
ed to a 0.7 per cent decline in aver- 


ve commodity prices, as measured by 


he government’s Bureau of Labor Sta- 
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HERE’S ) 
THE SET-UP FOR i Picinte ae 
STEADY SALES 


GOOD PROFITS TOO! 


Displayed on your counter, these 
companion products sell themselves. 
Nationally known ... nationally pro- 
moted . . . useful in every home, of- 
fice, and shop —all year ‘round. 


DOOR-EASE Stainless Stick Lubricant 
—10c seller—packaged 12 in attrac- 
tive, new design display box—each 
stick in cellophane pouch with folder 
illustrating many uses. Also large size 
39c seller. 


AMERICAN Dripless Oil — This top 
quality lubricating, rust-proofing oil 
“Runs In — Will Not Run Out”— 
comes in unique “Drop or Stream” 
4-0z. Oiler—sells for 25c. Eye-catch- 
ing 3-color display with each 2-dozen 
dealer carton. 


Display Card holds 1 or 2 
4-oz. cans of Dripless Oil 


Stun e ‘dd 


DOOR EASE 


STICK ty 


Order from your jobber. 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 


New No. B-12 Counter Display 
Box holds 1 doz. Sticks 
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Wh N } Have your PERSONAL ACCIDENT 
y Off ond HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 
Hospital Confinement Not Necessary to Receive Benefits 
SICKNESS POLICY PAYS 











ACCIDENT POLICY PAYS 


£5.000.00-—$10,000.00 $25.00 —$50.00 $25.00 PER WEEK ; $10.00 PER WEEK : 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-( ONFINING 
DEATH DISABILITY SICKNESS SICKNESS 


- “wer a Sane 
Estimated Annual Cost $15 Estimated Annual Cost $24 








MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE | John S. Whittemore, Sec-Treas, 
COUPON Eastern Commercial Travelers 
TODAY 


80 Federal St., Boston 





; Without obligation, please send complete information n 
* | application for membership to 

| Name i pindlaanenieiaia - aewene 

| Address 

' 

City. suscededenenstubsnanesniessstoosamubtesetehel ee 

: HA-48 (No Solicitors Will Call 
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BITES DEEP! 





The ‘‘ Michigan"’ 
makes mighty 


good use 


of muscle! 






They Cut Longer 
Between Sharpenings 


*‘Carpenters’ Expert” 
speeds 
construction jobs! 





Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


Afcitimus 


The Collins Company, Collinsville, Conn. 
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tistics, Its index at the close of tne 
Nov. 6 week was 1.2 per cent under a 
month ago, but still 3 per cent above 
the year-ago index. It stood at 162.7 
per cent of the 1926 average. The Bu- 
reau noted a record high in the whole- 
sale price of lead, and increases for 
men’s suits and for hides. It reported 
lower prices for men’s shoes, for cotton 
Rubber 
prices have been slipping, with rising 
Crude rub- 


piece-goods, and for rubber. 


production in the Orient. 


_ ber, worth 25 cents a pound at New 


York in August, has dropped to less 
than 21 cents. Malayan production of 
rubber in September was estimated 
above 66,500 tons, compared to 51,300 


tons in the 1947 month. 
* * & 


Steel output near capacity 

Steel operations for the week ended 
Nov. 20, were scheduled at 99 per cent 
of ingot capacity, according to the 
American Iron & Steel Institute. This 
compares with 99.4 per cent in the pre- 
vious week, and 99.1 per cent a month 
ago. Steel producers, like consumers of 
their product, quite generally are throw- 
ing their support to legislation to per- 
mit a return to a pricing system which 
will allow freight absorption. 


Record steel volume—Never 
before, in peace or war, has the steel 
industry turned out as much steel in 
one month as it did in October, when 
output of ingots and castings reached 
7,973,416 tons. This volume was achieved 
from operations averaging 99.9 per cent 
of theoretical capacity. It surpassed the 
previous record made in March, 1944 
(war-time), by 147,159 tons. Steel op- 
erations for the last (Nov. 13) week were 
scheduled at 99.4 per cent of capacity, 
and were expected to result in the 
greatest tonnage output in the history 
of the industry. There seemed every 
likelihood that November would again 
set a new monthly peak. The “snow- 
storm” of new steel orders continues. 
If the election result had any retarding 
effect on steel consuming groups, it is 
not yet evident in the unabated demand 
for finished steel. It seems commonly 
accepted that the Marshall Plan, and 
probable rearmament requirements for 
steel, will tighten up supplies in the 
coming year, and the election results 
will have little, if any, bearing on this 
outlook. 

te a + 

Basing point hearings—A 
great majority of U. S. business and 
labor leaders are convinced Congress 
should take some action to “clarify” the 
c. =: So 


“basing point” pricing system. This is 


Supreme Court ban on the 


the finding of Senator Capehart’s sub- 


committee, set up to study the economic 


effects of the court decree. The com 
mittee polled some 2000 industrialists, 
labor leaders, Chamber of Commerce 
officials, and small business men on their 
reaction to the Court decision. It says 
that “more than 90 per cent of these” 
feel that something should be done to 
clarify the situation. None, however, 


recommended specific legislation. 
* * + 


Plumbing and heating—Ship 
ments by manufacturers of plumbing 
fixtures during the third quarter were 
valued at $62,800,000—a 4.3 per cent 
increase over those shipped in the 
second quarter, and 44 per cent above 
the level of shipments in the third quar 
ter last year, so says the U. S. Com 
merce Department. The Department re 
ports, too, that the value of shipments 
of fans, blowers, unit heaters and acces 
sory equipment during the third quarter 
amounted to $23,220,965, an 11 per cent 
increase over the second quarter total 
The total for the third quarter last year 
was $16,578,263. 

* 7 * 


Radio-television notes — The 
cost of television sets will not drop 
much, in the near future, according to 
Dr. W. R. G. Baker, vice-president of 
General Electric. He said, “there may 
be some decrease, but with the prices 
of material and labor trending upward 
this is doubtful.” There has been some 
attempt to bring prices down by decreas 
ing the size of the image, but the public 
seems to prefer the 10-in. tube, rather 
than the smaller and less expensive 
sizes. Researchers, says Dr. Baker, now 
are most concerned with decreasing the 
size of television antennas, to get them 
eventually inside the set, “just as was 
done with radios.” The Radio Manu 
facturers’ Association reports a rise of 
1.7 million in the number of radio re 
ceiving tubes sold in September. The 
month’s total sales, 18,444,588 units, 
were some 2 million more than sold ir 
Sept., 1947. For the first nine months 
of this year, tube sales totaled 144, 
809,972 units. 

«é am * 

Washers set new record 
Sales of standard-size household wash 
ers in September “cracked” the 400,006 
monthly mark for the first time in his 
tory. Sales climbed to 433,919 units 
8.8 per cent higher than the forme: 
record set in March, according to tl 
industry’s manufacturers’ associatior 
The September total was 22.5 per cer 
above Sept., 1947. 1948 to date ha 
seen sales within 10.6 per cent of reac! 
ing the full-year 1947 total, and tha 
was the industry’s all-time high yea 
Sales of ironers were off, totaling 37,3! 
in September, compared to 53,277 


September, 1947. The nine mont 
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They're going to buy them 
somewhere... why not 
trom you! — 











Stock 
Display 
Merchandise 
Advertise 
Sell 


VIGORO,* EndoPest and EndoWeed 
for more $$$$! 


It’s not too early to plan your 
1949 garden department busi- 
ness. Place your order NOW 
for Vigoro, “the best-known 
name in the gardening field.” 
And be sure to include an or- 
der for EndoPest and Endo- 
Weed—the 2 Vigoro com- 
panion gardening aids. Dis- 
play them prominently. Mer- 
chandise and advertise them 
to your customers. You'll 
make 8 sales . . . 3 profits plus 
customer good will. 









*Vigoro is the trade- 
mark for Swift & Com- 
pany's complete, bal- 
anced plant food. 


Presented by 
SWIFT & CO. 
Plant Food Divi- 


sion, U.S. Yards, 
Chicago 9, Ill. 





A PRODUCT OF SwirT 
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total this year was 369,758 units, a 
drop of 10 per cent from the like period 
of last year. 
+ © > 

Television growth “big and 
profitable” — Production of television 
receivers next year “may well exceed 2 
million sets,” according to M. F. Bal- 
com, president of the Radio Manufac- 
Association. He predicts that 
a big and profit- 


turers 
television will become “ 
able business for all concerned.” He 
expects that close to a million receivers 
will be operating by the end of this year, 
and that 1948 production will be about 
800,000 sets. The R.M.A. head says that 
while television production is small com- 
pared with output of radio sets, dollar 
a dif- 
“During the first eight 


sales of manufacturers present 
ferent picture. 
months of 1948 the number of television 
receivers represented less than 4 per 
cent of the total set production, but 
more than 23 per cent of the set manu- 
facturers’ dollar volume.” Radio is by 
out of the picture.” 
Balcom com- 


no means “passing 
“On the contrary,” Mr. 
ments, “radio set production will un- 
doubtedly continue well ahead of tele- 
vision for several years to come, and | 
do not believe that television will ever 


fully supplant radio.” 


Rural electrifying expands 

B. W. Clark, vice-president, Westing- 
house Electric Corp., made the predic- 
tion recently, that rural electrification 
will increase 35 per cent by 1957. He 
added that more than four million farms 
now are electrified. This will increase 
to six million, with an average consump- 
tion on each farm of 4,000 kilowatt 
hours. By 1957, the nation’s total power 
sales are expected to reach 374 billion 
kilowatt hours, of which farm sales are 
estimated at 21,600,000,000. 
quence, Mr. Clark estimated that farm 
sales of electrical appliances will total 
$5,350,000,000 in the next decade. The 
Commerce Department has just reported 
that September sales of some 600 elec- 
trical goods wholesalers totaled $130,- 
464,000, up 11 per cent from August and 
20 per cent higher than September, 
1947. Undoubtedly rural demand con- 
tributed largely to this gain. 


In conse- 


e 


Cotton 
sumption dropped to 695,887 bales, off 
133,000 bales from a year ago, the 
The decline re- 


October cotton con 


Census Bureau said. 
flected the slowdown in textile mill pro- 
duction resulting from lessened domestic 


and export demand for cotton goods. 


Vacuum cleaner sales—Unit 
sales of standard-size 
in October (281,573) were off 21.4 per 


vacuum cleaners 


SPARTAN 





BEAN 





SPRAYER 


a real profit 


opportunity 
for you! 





There’s a big market for the 
medium - priced, rugged Spartan 
sprayer. Around homes, farms, 
factories, resorts, the Spartan 


sprayer will do dozens of jobs, 
saving time and money and destroy- 
ing pests. It brings the advantages 
of power pressure spraying to 
thousands of new users. Write for 
profitable dealer proposition today 





The Spartan sprayer is powered with 
either gasoline engine or electric motor. 
Famous John Bean duplex pump de- 
livers up to 3 g. p. m. at any pressure 
to 250 Ibs. 15 gallon, corrosion re- 
sistant steel tank. Complete with high 
pressure hose and spray gun. 


Here are just some of 
Many Spartan Uses 


barns and poultry 
houses, and many other 
applications. You'll 
find it profitable to 
handle the Spartan 
sprayer. Send cou- 
pon, or write for 
free literature te- 
day. 


JOHN BEAN 


Division Food Machinery 
and Chemicals Corporation 


Your customers will 
use the Spartan spray- 
er to rout flies and 
mosquitos; kill 
weeds; protect 
crops, trees, shrub- 
bery; whitewash 
buildings: disinfect 





John Bean, Department 11, Lansing 4, Michigan 
Rush, without obligation, complete information 
on the profitable Spartan dealer proposition 
Dealer's Name 

Street 

Ge btncdnevsse Zone State 


individual's Name 
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2. Faster Turnover—More Profit 


3. same Investment Allows for More 


1Pulley Sales 
4.) One Bushing—One Price 
5! Simplified Stock Keeping 
6. Greater Combination of Sizes 
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Largest Manufacturer 
of Fractional H.P. 
V-Pulleys 
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| Cat 
MAUREY-MADE 
MULTIPLE-PURPOSE 
interchangeable 


ING 
& MAUREY V-PULLEYS 


offers these features 
1. Availability—Never Lose a Sale 

















cent from the like 1947 month, but ran 
slightly ahead of September, this year, 
according to the Vacuum Cleaner Manu- 
facturers Association. For the 10 months 
to date, unit sales totaled 2,831,789, a 
drop of 7.9 per cent from the like 1947 
period. 


* + 


New homes The number of 
new homes started in October dipped to 
72,000 units, according to the Bureau of 


Labor Statistics. This was 9,000 less 


.than in September and 22,000 under the 


total started in Oct., 1947. 


* * % 


Lumber New orders booked 
for Douglas fir lumber in October fell off 
to 137 million board feet weekly. This 
compares with weekly averages of 151 
million feet in September and 165 mil- 
lion in August. Mill stocks of lumber 
have been built up to 1941 levels, having 
risen steadily since April, the West 


Coast Lumbermen’s Association states. 


No decline in living costs - 
The housewife can expect a drop in food 
prices, but she shouldn't look for a gen- 
eral decline in living costs. This is the 
view of Ewan Clague, head of the gov- 
ernment’s Bureau of Labor Statistics. He 
thinks the food price fall will be bal- 


anced by increases in other items in 
heavy demand, such as rents, steel and 
automobiles. Mr. Clague predicted 
some further price readjustments in in- 
dustries where production has caught up 
with demand, and where consumer re- 
sistance to high prices is evident. These 
include such lines, he said, as clothing, 
shoes, radios, furniture and some elec- 
trical appliances. 


oe xe 


Busiest railway center As 
the Christmas season nears, one of the 


- busiest “railroads” in the nation is the 


Lionel Corp. Since 1901, this manufac- 
turer has been producing toy railroads 
that have earned world fame. Last year 
its sales were $12,100,000. This year, 
volume is expected to be around $16 
million. 


bed 


Commodity index up a little 
Wholesale prices rose 0.1 per cent in 
the week ended Nov. 16, according to a 
new wholesale price index released by 
the Commerce Department’s Bureau of 
Labor Statistics. The new index re 
places the former weekly market price 
indicator, and provides only two-day-old 
price data. It showed wholesale prices 
as of Nov. 16 were 1.1 per cent lowe1 


than four weeks ago, and slightly less 





Up Front Display a Sure Fire Attention-Getter 





The Johnson Hardware Co., Jeffrey Manor, Iil., has its electric paint agita- 

tor right up in the front of its store, just inside one of the open-back dis- 

play windows, where it is certain to attract the attention of anyone passing 

the store at the time it is in operation. The pipe frame protects customers 
from accidentally stumbling over the machine. 
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than 3 per cent higher than the like 
jay a year ago. Prices of farm prod- 
ucts and building materials dropped 
slightly: foods, textiles and metals 
showed slight increases. Prices of grains, 
hides and skins were up slightly and 
prices for livestock and meat down con- 
siderably during the latest week. 
7 ne * 

Farm income down in Octo- 
ber—Farm income reached a new post- 
war high in September, but started a 
downturn in October. An Agriculture 
Department report showed that receipts 
from sale of all farm products dropped 
3 per cent below October last year, for 
the first time since the end of the war 
to show a loss from a year-earlier com- 
parison. For the first 10 months of 1948, 
total farm income was about 4 per cent 
above the same period last year. How- 
ever, not all farmers fared better. Re- 
ceipts from livestock and livestock prod- 
ucts increased 9 per cent, while income 
from crops dropped 3 per cent. Record 
grain yields pulled down those prices, 
but live-stock supplies continued short, 
causing further price advances there. 

a % * 


Corn and cotton—A_ record 
corn crop of 3649 million bushels is pre- 
dicted by the Agriculture Department— 
82 million above its forecast a month 
earlier. This compares with a previous 
high of 3249 million bushels harvested 
in 1946, 
year should mean more and cheaper 
meat, milk and eggs in 1949, The De- 
partment estimates the grand total vol- 


Huge corn production this 


ume of all 1948 crops at 137 per cent 
of the 1923-43 average, about 11 per 
cent above the previous peak in 1946, 
The Department of Agriculture esti- 
mates the 1948 cotton crop, as of Nov. 1, 
at 15,166,000 bales of 500 Ib. each, com- 
pared with the 1947 crop of 11,857,000 
bales, and a 10-year (1937-46) average 
of 12,014,000 bales. 


* * a 


Employment holds high —Ci- 
vilian employment in the United States 
held its high level, about 6014 million, 
between September and October, the 
fifth consecutive month to show above 
the “ideal” 60 million. The Labor De- 
partment says about 930,000 more peo- 
“on the job” this October than 
last. Unemployment declined 257,000 
from September, and was down 45,000 
from Oct., 1947. 


“ * xe 


ple were 


Department stores in Octo- 
ber—Department store sales did not 
show their usual seasonal climb in Oc- 
tober, as the index for the month 
dropped to 303 per cent (of the 1935-39 
average), compared to 312 per cent in 
September. However, sales were 9 per 
cent above Oct., 1947. The average in- 





be ast Steppers 


MOVE FROM STOCK FAST 
— PROFITS JINGLE 
IN THEIR FOOTSTEPS 






STYLED BEAUTIFULLY 
AND MADE RIGHT 
BY EXPERTS 


Through constant re-designing, 
Peerless Freezers continue to hold 
first place in modern artistic ap- 
pearance; in quality; and in ease 
of operation, 
Household sizes: 
Hotel sizes: 


2 to 10 ats. 
12 to 20 qts. 








THE SIX BIG PEERLESS FEATURES 








ASK YOUR JOBBER 
THE PEERLESS FREEZER Co. 




















Kitchen Scale with easy- 
to-read airplane 
type dial. 


Now available for the hardware 
and house furnishing trade. 
This favorite household scale is 
designed for the modern kit- 
chen. Finely finished in white 
enamel, black trimmed, silver 
and white dial, with large easy- 
to-read numerals and ounce 
graduations. The Silver Clipper 


No. 1371 


Capacity 25 Ibs. by ounces, 
Glass covered dial, stainless steel bezel. 
f Platform 512” square. Packed one to a cor- 
is very attractive when included rugated carton. Weight packed 5 Ibs, Case 
as part of a streamlined kitchen of eight 40 Ibs. $h75 
set-up or displayed alone. List each A 


Onder from Your Jobber 
HANSON SCALE co. 525 North Ada Street, Chicago 22, Illinois 









ESTABLISHED 1888 
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HANDS THAT KNOW TOOLS — 





To the crafstman who- knows tools— 
whose hands recognize the “feel” of 


true-balance —- whose ears are attuned 
to the ring of carefully tempered steel 
—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can’t sell a V & 


B too—his good judgment BUYS it! 
No. 700 ASSORTMENT 





An assortment of 30 quality tools that invite 


immediate sales. 


Assortment consists of the 


_famous Vaughan square Punches and Chis- 









vidually tested 





ESTABLISHED 
"1869 


7 te 


els, forged from extra refined, 
| beveled square alloy steel 
— carefully tem- 

pered and indi- 








dex for the first nine months this year 
was 303 per cent, and the gain over a 
year ago, for this year to date, averaged 
7 per cent. 

- a a 


Other October figures—Sears 
Roebuck & Co. reported sales for Octo- 


| ber set a new peak for the month, at 


221,967,544—7.8 more than 
last October. For the year to date, the 


per cent 


| gain was 20 per cent over the 1947 com- 


F. W. Woolworth Co. made a 


parison. 


“small gain, 2.8 per cent in October, and 


| for the year to date, gained 6.2 per 


| cent, compared to a year previous. S. S. 





Kresge Co. figures were up 6:2 and 6.4 
per cent respectively. W. T. Grant Co. 
reported a sales increase of 8.5 per cent 
for October, and a gain of 3.2 per cent 
for the year to date, compared to the 
1947 periods. 


7 Per Cent Drop in ‘49 
Housing Forecast 


UILDING and engineering vol- 
ume estimates for 1949 re- 
leased recently by the F. W. Dodge 
Corp., 119 W. 40th St., New York 
City 18, indicate that moderate de- 
clines in physical volume of private 
residential and - residential 
building and moderate increases in 
public building and engineering 
projects are likely next year. 


non 


On the basis of present informa- | 


tion available to the Dodge Corp.. 
it appears that the number of 
dwelling units to be built next year 
will be seven per cent less than in 


1948, bringing the total for the 48 | 
| states to approximately 884,000 


from 950.000 units estimated for 
this year. 


Other classifications of building | 


for which declines are anticipated 
are: commercial buildings. 9 per 
cent; manufacturing buildings, 15 
per cent; churches, and other struc 


' tures used for religious purposes, | 


19 per cent; social and recrea- 
tional buildings, 14 per cent. It is 


| expected, however, that there will 


be increases in educational and 
science buildings by 10 per cent, 


and in hospitals and institutional | 


buildings by 11 per cent. 
Thomas S. Holden, Dodge presi- 
dent, points out: “. . . mixed trends 
are reflected among the construc- 
tion materials. Lumber has been 
plentiful and wholesale prices of 
lumber have been falling. Most 
other non-metallic construction 
materials have been in adequate 
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@ Includes Washer, Lockwasher and 
Wing Nut, 1/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


Shavot Bil and. Scheu Lo. 





BOSTON 10, MASS. 











Changes 


New products and new 
trade names are constantly 
being added to the list- 


ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
the ‘Who 
Editor. He'll be 


write to 
Makes It’ 


glad to serve you. 


in, 


WwW 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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supply, with competitive pricing. 
Building products fabricated of 
metal continue in tight supply, 
tending upward in price, tending to 
limit total construction volume.” 


1948 Sales of Water 
Systems to Reach 
650,000 Units 

HAT 1948 sales of electric farm 

pumps and water systems will 
total approximately 650,000 was 
the prediction made at the recent 
annual meeting of the National 
\ssociation of Domestic and Farm 
Pump Manufacturers at Chicago. 

The meeting was preceded by a 
meeting of the all-industry Plan- 
ning Committee of the National As- 
sociation on October 7. At this 
meeting a poll was taken of all the 
sales managers present. The con- 
sensus was that 1949 sales of elec- 
tric farm pumps and water systems 
would be in excess of 600,000. 

Plans for a National Water Sys- 
tems Week to be held sometime in 
the spring of 1949 were made at 
the meeting of the Planning Com- 
mittee and discussed at the annual 
meeting of the National Associa- 
tion of Domestic and Farm Pump 
Manufacturers on October 8. 

The suggestion that a special 
week be designated as National 
Water Systems Week was origin- 
ally offered by Robert T. Jones, 
manager, Rural Sales Dept., Penn- 
sylvania Power and Light Com- 
pany, at a meeting of the Joint 
Publicity Committee of the Electric 
Water Systems Council in Youngs- 
town, Ohio, on July 15. 

Details for a National Water 
Systems Week were to be worked 
out at a meeting of the joint pub- 
licity committee in Cleveland on 
November 10. 

It is proposed that all interests 
with a stake in the promotion of 
electric farm pumps and water sys- 
tems—power companies, manufac- 
turers, distributors, dealers, county 
agents, farm magazines, and rural 
newspapers—will be mobilized in 
a nation-wide campaign to direct 
attention to the productive uses of 
running water on the farm. 

The following officers were 
elected at the annual meeting of 
the National Association of Do- 
mestic and Farm Pump Manufac- 
turers on October 8: H. R. Laf- 





GARY 


SELF-PROPELLED 













RETAIL PRICE 


s109° 


F.0.B. NORFOLK, VA. 


18" CUTTING WIDTH 
AVERAGE CAPACITY: 1'/, TO 2 ACRES A DAY 


@ ENGINE: Gasoline powered GARY engine 
—1%” bore, 1%” stroke, 1 H.P. Of die 
cast aluminum alloy for lighter weight. 

@ STARTABILITY: Quick and easy with 
rope starter, simple to operate. 

@ BEARINGS: Ball bearings self-lubricat- 
ing for life. 

@ CUTTING UNIT: A 6” diameter reel 
powers the wheels through spring clutches 
for smooth action. No ratchet noise. High 
chrome alloy steel blades hold a keen cut- 

ins edge. Hardwood rollers operate quiet- 
y- 

@ KNIFE BAR: Lipped type chrome alloy 

JOBBER TERRITORIES AVAILABLE atom, apetng tendon. 

} @ DRIVE: V-belt and roller chain to jack 


@ CONTROLS: Automotive type, extending 
| PRODUCTS CORPORATION 
| 





and speed. 
@ CUTTING HEIGHT: Low, %”, high, 
2%”. 


@ NET WEIGHT: Approx. 60 Ibs. Light 
enough for high maneuverability and ef- 
fortless operation; heavy enough to hold 
the ground and cut clean as a whistle. 


through tubular handles, controlling clutch 
Lawn Mower Division 


NORFOLK, VIRGINIA 














Ai BOLENS HUSK! Ridemaster, 5 h.p. 


—. 
i oN 





| Customers are the same. You can attract them to 
your store, but you can’t make them buy unless you 
have what they want. And you have what they 
want when you stock the BOLENS HUSKI line — 
tractors and “packaged implements" for every need. 
Even if you are apparently well supplied for the 
next few months, place an advance order and spe- 
cify your own delivery date. Then you'll have your 
stock when you need it. 


— 


BOLENS HUSKI 


Gardener, 


BOLENS HUSKI 
Yard-Boy, 1 h. p. 







BOLENS HUSKI 


Power-Ho, 
1% hp 





The COMPLETE Garden Tractor Line, Stocked 
and Sold by Responsible Dealers Everywhere 


BOLENS PRODUCTS DIVISION 


Food Machinery and Chemical Corporation 
283C PARK STREET ° PORT WASHINGTON, WISCONSIN 


Better performance, better price . . . your best buy is BOLENS. 
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VLCHEK 


Screw 












ROUND BLADES 
BRIGHT FINISH 
HIGH CARBON 
> STEEL 






NATURAL CLEAR 
” LACQUER FINISH 


Yolumt 








fae Me oct 
nie aa 


~ Standard and Phil- 
lips’ blades; handles 








_ of various kinds in- 
cluding the popular, 
deep-fluted, clear 
lacquered handle at 
left. Screw drivers 
for every customer's 
needs. 

They look like a mil- 
lion—and they per- 
form equally as well. They 
sell readily—and repeat. 
They’re excellent volume 
builders. 
“IME VECHEK TOOL CO. + 3001 EAST 87th ST. 
i CLEVELAND 4, OHIO 
- Display and Feature 
- VLCHEK 


|. HAND TOOLS 


i oat 





| 


ferty. vice president, Red Jacket 
Mfg. Co., Davenport, Iowa, presi- 
dent; D. L. McDonald, president, 
A. Y. McDonald Mfg. Co., Daven- 
port, Iowa, vice-president; and J. 
P. Curtin, vice-president, Geo. D. 
Roper Corporation, Rockford, IIl., 
treasurer. 

Members of the executive board 
include the newly elected officers 


and G. R. Deming, president, The 
Deming Co., Salem, Ohio; Robert 
M. Hula, vice president, Clayton 
Mark and Co., Evanston, IIl.; J. C. 
Myers, president, The F. E. Myers 
& Bro. Co.. Ashland, Ohio; H. T. 
Park, president, Flint and Walling 
Mfg. Co., Kendallville, Ind.; and 
Herbert C. Angster, executive sec 
retary and director, Chicago. 


Hardware Items Put on Tariff "Bargaining" List 


Import duties on hardware store items may be 
reduced to extend reciprocal trade agreements 
program to 11 additional nations 


Washington Bureau 
of Hardware Age 


NITIAL steps are being taken by 

the government looking to the 
reduction of import duties on a 
number of hardware items for the 
purpose of extending the reciprocal 
trade agreements program to in- 
clude 11 additional nations. 

The new nations which want to 
take part in the program for broad- 
ening world trade are Sweden, 
Denmark, Finland, Italy, Greece, 
Peru, Dominican Republic, El Sal- 
vador, Nicaragua, Uruguay and 
Haiti. 

Monthly imports from these 
countries, of all commodities, aver- 
age about $120 million. 

Public notice of intention to 
negotiate was issued by the State 
Department in September and this 
was followed, in early November 
by the issuance from the White 
House of a list of items to be used 
as a basis for bargaining. Hear- 
ings were immediately scheduled 
by the Tariff Commission, begin- 
ning December 7. The actual bar- 
gaining will take place at Geneva 
next April. 

There are about 200 tariff clas- 
sifications involved in the list. 
However, literally thousands of in- 
dividual items are involved. Many 
of them are of great interest to 
the hardware trade and to retailers 
generally. 

Most of the bargaining on hard- 
ware tariffs will be conducted with 
Sweden and with Italy, the latter 
just beginning to recover indus- 
trially from the war. In both these 
countries, hand manufactures make 


up a good portion of industrial 
output. 

Swedish products and manufac- 
tures which enter the hardware 
picture include hand tools such as 
pliers, files, gimlets, awls, breast 
drills, bits and so on as well as 
most types of saws, including cross- 
cut and drag; some types of wire 
cloth; bearing rollers and balls: 
anvils; household and kitchen 
wares; scythes and sickles; varied 
types of cutting and grinding ma 
chines; wallboard, and cream sep- 
arators. 

In Italy, the variety of products 
up for tariff reduction is almost 
as broad and varied. They include 
earthenware, crockery and related 
basic materials; glass bottles, jugs 
and carboys; varied home and 
kitchen wares and household uten 
sils; enamels, glazes and cerami 
coloring: shears and blades; grass 
and garden seeds and onion sets; 
hemp and tow; cordage; dyeing 
and tanning pumice 
stone, talc and soapstone; athleti 
types of footwear; and mantels. 
friezes and tiles. 

Also under study for possibl 
reduction of duty from Sweden ar 
steel gun barrel molds not in bars 

Other commodities up for prob 
able modification of import tarifi 
rates and the countries concerned 
are: 

Knives, steels and cleavers 
Denmark and Sweden; guano - 
Peru; dried blood, tankage an 
bone for fertilizer—Uruguay; flin 
and flintstones, cork, grass and 


materials; 
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garden seeds—Denmark: waxes— 
Finland and Uruguay; vegetable 
dyes and tanning materials—Peru. 
Haiti and Dominican Republic; 
clothes pins — Denmark and 
sweden: matches from Italy, Fin- 
land and Sweden; and, alpaca. 
llama and vicuna hair from Peru. 


High Grade Ore Reserves 
Put at 15-20 Years 


ACK of iron ore for the future 

is no longer a hobgoblin to the 
\merican steel industry according 
to The Iron Age, national metal- 
working weekly, a Chilton publica- 
tion with which HaRpwaRE AcE 
is affliated. Most large steel firms 
in this country have as much as 15 
to 20 years reserve of high grade 
Mesabi For many 
years they have lean ore reserves 
which can and will be beneficiated 
but the costs will be high. The 
main thing is that low grade ores 
in the Mesabi will furnish the ma- 
terial for steelmaking long after 
many people now in the steel in- 
dustry are dead and gone. 

Beneficiation — separating rock 
from low grade ore and concen- 
trating the result into high grade 
of Adirondack 
magnetic ores is going forward by 
leaps and bounds. In the next 
eight to 10 years. Republic Steel 
Corp. may be getting as much as 
45 to 50 per cent of its ore re- 
quirements from that region. 

Jones & Laughlin Steel hopes to 
get 800.000 tons of concentrated 
ore out of its northern New York 
properties this year. But plans are 
already drawn up to expand this 
to a much greater figure in the 
years to come. There is plenty of 
magnetite ore in the Adirondack 
fields for these two companies to 
draw from. 

So even without going outside 
of the United States there is no 
chance that the steel industry will 
fold up 50 years from now because 
of ore shortages. But that isn’t the 
real story to the recent wave of 
optimism in iron ore mining cir- 
cles. There is plenty of ore—high 
grade—in Canada and in Latin 
America. It is certain that it will 
he speedily developed and will be- 
come a valuable source to bolster 
supplies which are in the United 
States. 


ores. more 


sintered iron ore 














FARMS 
HOMES 
GARAGES 






FACTORIES 
SCHOOLS 


WISSOTA Wanafacturing Co. 


HAND POWER TOOL GRINDERS 


4", 5°", 6", 7" wheel sizes. One 
piece gear case, 
machined bearings, 
quiet gears, carefully assem- 
bled and packed, attractively 
finished. Smooth-running, high- 
grade, abrasive wheels. 


accurately 


WISSOTAS 


Top Quality 
TOOL GRINDERS 






























smooth, 


STREAMLINED 
TOOL GRINDERS 


with 6x1", 3 
SxI" and 4xi" . . 

tested, vitrified, abrasive wheels. Also supplied as 
buffing and polishing heads, without wheels. 


ELECTRIC SICKLE AND TOOL GRINDERS 


Sturdy 1/3 HP motor, easily detached for other 
work. No motor body interference. 100% accessi- 
bility makes awkward jobs easy. Wider grinding 
wheels, bigger arbor shafts and bearings. Steel 
motor mount. Also supplied with 2 tool wheels, 
without sickle holder and sickle wheel. 


ASK YOUR JOBBER OR WRITE FOR CATALOG 






MINNEAPOLIS 
MINNESOTA 





SHELBY 'S MONTHLY FEATURE 





Series 45003 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


THE ys [oy sania 
She SHELBY. OHIO 
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Dependable steel products and 
unequalled steel service facili- 
ties . . . available for your steel- 
buying conveniente at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 

















PRINCIPAL PRODUCTS 


Bars e Structurals « Plates « Sheets 
e Tubing * Allegheny Stainless ¢« 
Alloy Steel « Safety Floor Plate « 
Bolts « Rivets « Metal Working Tools 
& Machinery, etc. 








Josepu T. Ryerson & SON: tne. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pitts- 
burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 
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MORE  avatory 


DOORS SWING ON 





MILWAUKEE 
“UNIVERSAL” PIVOT HINGES 


Popular among builders everywhere, MIL- 
WAUKEE Pivot Hinges are ‘‘demand mer- 
chandise’’ wherever trouble-free, long-life 
operation is important. They're absolutely sag- 
less, can be used in single or double acting 
doors, are easily adjustable to hold door 
open at any degree desired. The ONLY 100% 
‘‘Universal’’ Hinge on the market, the MIL- 
WAUKEE—either Gravity or Spring type—fits 
all conditions of installation without any 
change or adjustment on the job. This means 
minimum inventory and faster turnover. 
Improve your Hardware sales—and customer 
satisfaction—with MILWAUKEE Pivot Hinges 
and other Quality Builders Hardware. Order 
from your Jobber today. 






"ARMSTRONG 
BROS."' 


Pipe Dies and 
Chasers are ma- 
chined from spe- 
- alloy steel, 


and oll tempered. Cutting teeth ore “‘backed-off’’ 
with ground points —cut faster, cut easier, cut 
smooth tight-fitting threads. They come in 
“Solid’’, ‘Adjustable’ and ‘“‘Receding”’ types te 
fit all standard _ ry and threaders. Stand- 
ardize on “ARMS NG BROS.” Dies 
Chasers for better inal cutting. 


Stocked by leading Tool Departments 


ARMSTRONG BROS. TOOL CO. 
5214 W. Armstrong Ave., Chicago 30, U. S. A. 
Eastern Whse. and Sales: 

199 Lafayette St., New York !2, N. Y. 
Pacifie Coast 
Whse. and Sales Office: 
1275 Mission St., 
San Francisee 3, Calif. 
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MILWAUKEE STAMPING CO. 


842-B So. 72nd St.* Milwaukee 14, Wis. 























Hardware Horse a Traffic-Stopper 





They couldn't ride him but he certainly attracted attention. 


ee" metal horse stopped 
traflic and drew attention to 
this window of the Gloucester 
Hardware & Plumbing Supply Co.. 
122 Main St.. Gloucester, Mass. 
While a horse is not a familiar 
sight in a hardware store, everv- 
thing that went into creating this 
model is—a body of sheet metal 
and a mane and ears made of 
brushes. The eves are red bulbs 


that blink. Only one issue was 
avoided. Instead of coping with 
the problem of shaping a nose, 
mouth and teeth with hardware 
store materials, a feed bag was 
hung on. The explanation is that 
the horse got hungry. But explana- 
nations aside. this “stunt” window 
drew many a comment and proved 
to be invaluable advertising for the 
firm. 


Our Money-Go-Round 


by IGH up and over: The cost of 
government continues to flour- 
ish. Total federal, state and local 
tax ee for fiscal 1948 were 
$595.2 billion—26 per cent of na 
tional income. or $377 for every 
man. woman and child in the 


U. S. 


In 1940 tax collections for total 
government, federal. state and 
local were $14.4 billion—-18.9 per 
cent of national income or only 
$109 per each U. S. individual! 

* 


* + 


For the past two years spending 


of our federal government alone 
has been greater than all the money 
the 7,000,000 average U. S. fam 
ilies spent for food, the greatest 
single item of the family budget 
next to taxes! 
* % + 
Since 1940 the U. S. individuals’ 
food costs have doubled. During 
the same period the cost of total 
government has more than trebled! 
* * * 
In the first eight months of 1948 
the federal government added a 
new worker to its civilian payrolls 
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| every 3 minutes—513 per day! 
a * * 


Total civilian federal employ- | 
ment as of August 1948 amounted | 
to 2,120,583 individuals. At this 

| rate the payroll for the current | 
fiscal year will exceed $6 billion. | 
On a per capita basis this amounts | 
to $42 for every U.S. man, woman | 
and child! | 





* * * 


my -“-— , T > > > i. 
ki ery User Recommends It Add Spuds: Another potato 
Every man who uses a Townsend Wire . Se aad 
Stretcher is pleased with the ease with story comes from West Virginia, 
which it is attached to the wire, the rapid where the Agriculture Department | 
y with which the wire is brought into | 


position for nailing, and the fact that he | has been trying to get rid of its 





an stretch the wire and nail it to the post vast stores of subsidized potatoes. | 
ae: assistance. sae wend bor “~~ 4 " 
thout assistance. These time and labo West Virginians are helping will- 
saving features have made the ; . : | 
7 ingly by buying the spuds from the | 
lownsend Wire Stretcher government for a cent a_ sack, 
a profitable seller f-r over 30 years. It | dumping them into the river, and 


will stretch plain, twisted, barbed, woven | - 
wire or haus senate open wire. The 3 foot | selling the sacks back to the gov- 
wooden handle is fittei with malleable | ernment for 15 cents each! » 
ron pincers with serrated steel grips war : 
ranted not to slip. Also ideal fer tight - The Tax Outlook 
ning bands aid wire on large shipping 
boxes, crates ani bales. Send for Trade- 
prices, also folder which gives complete | - e 
details. Bicycle Parts Display 
ae ee Attracts Business 
B. W. TOWNSEND 
To Hardware Store 


Painted Post, N. Y. 
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| STOCK 

THE MAGOR LINE 
AND DIG A NEW 
- SALES GOLDMINE 


Customers demand Magor Brands 
by name. They know they'll get 
tough, durable, dependable shov- 
els, scoops and spades. Stock the 
simplified Magor line and meet 
their demands. 


vas 
hat 
na- 
low 


——_KENNADRILLS 


= 
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and 


BOOST SALES 


to: PLUMBERS « MASONS « HOME 

BUILDERS « ELECTRICIANS « ETC. 
They can reduce hole drilling time 
from minutes to seconds. Sapphire 
one hard Kennametal drills up to 5 
times faster. It lasts up to 100 








































ney : . : " 
; times longer. Drills anything in 
im- masonry. Slate, stone, marble, 
test cement, tile, asbestos, sheet rock, FEATU RE— 
| etc., can be penetrated quickly, easily. 
: Turbine action ejects the cuttings. e ARROW 
Binding, sticking, stalling is pre- e BULL’S EYE 
vented. Holes are smooth and clean There are numerous bicycl 
‘ Sige bn: ycles on 
—true to size. Bit sizes are 14” to the road today which means that e GOLD TARGET 
als 14" in diameter, shanks are 6”, 8”, lots of parts are needed now and | 
ine and 10” long, depending on size. then, according to Ben Litz, owner | @ avis 
stal a handling Kennadrills. Boost of Fort Hardware, Fort Atkinson, 
aie Wis. 
ed! Write for Bulletin KH—today. Mr. Litz has a special wall dis- MAGOR 
To hela v eee play of bicycle parts and acces- | 
ba igo sell we advertise in trade papers, sories, se listed, thet ettrects mony | CAR CORPORATION 
48 opular Mechanics; and supply dealer helps. bicyclists. The store also sells bi- | 
¥ Dealers Wanted! cycles and many a bicyclist who SHOVEL DIVISION 
la comes in for parts sooner or later | 50 CHURCH ST., NEW YORK 7,N.Y. 
olls 





purchases a new bicycle at the 
store. 


— = 


KENNAMETAL Src iatrose 


PA 
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TRAUBEE PRODUCTS, INC. 
1150 BROADWAY —s NEW YORK 1, N. Y. 











Modern, streamlined— 
two units on one base; 
each folds out of way 
when other is in use. 
Takes care of every 
“opening” job—all cans, 
anything that wears a 
~ cap: bottle, 
glass or fruit jar. 
Also tightens 
screw caps. Safe 
to operate. No 
glass breakage. 
Choice of white 
enamel or 
chrome finish. 


Advertised in Good Housekeeping and Saturday Evening Pest 


FLAT IRON REST 


Important addition to 
any board. Leaves en- 
fire surface clear for 
Wwoning. Holds = 
flat Iron. No possibility 
of burning pad. Folds 
out of way when not in 
use. Attractive, rust- 
proof cadmium finish. 


OTHER ZIM PRODUCTS 


ZIM JAR OPENER. Removes screw caps, bottle caps, 
pry-ups and friction. White enamel or chrome finish. 


ZIM CAN OPENER. Opens a i h ‘ 
Cadmium or chrome finish. re ee ee 
Write for iterature end prices 
ZIM MFG. CO., 3047 Cerroll Ave., Chicege 12, Ill. 
Headquarters for Labor-Saving Home Appliances 
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Coming Conventions 
And Events 


Corrected Each Issue According to Latest Data 


annual meeting 
1949, at the 


25th 


24-26, 


Ace Stores, 


and exhibit, Jan. 


- Hotel Sherman, Chicago. Sponsored by 


1319 S. Michigan 
E. G. 
vice-president and secretary. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 


Ace Hardware Corp., 


Ave., Chicago 5, Ill. Lindquist, 


1949, at company 
Terminal Way, South Side, Pittsburgh 
19, Pa. 
Wednesday night, Jan. 26, at the Wil- 
liam Penn Hotel. 

American Toy Fair, March 7-18, 
1949, with temporary displays at Hotels 
New Yorker and McAlpin, New York 
City, in addition to displays at 200 Fifth 


headquarters, 41-43 


Annual banquet will be held 


Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and_ exhibit, 
Feb. 14-16, 1949, at the Hotel Lafayette, 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Rock, is executive secre- 
tary. 
Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
1949, at the Barbara Biltmore 
Hotel, Santa Barbara, Calif. Convention 
chairman, Slater, 712 So. 
Olive St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, 1949, 
at the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 13-15, 1949, at the Arizona Bilt- 
more Hotel, Phoenix, Ariz. Victor H. 
Nelson, Foxworth-McCalla Lumber Co., 
of the 


Santa 


George H. 


Phoenix, Ariz., is chairman 
meeting. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 

California Gift Show, Jan. 23-28, 
1949, in Los Angeles, Cal., at the Brack 
Shops, Merchandise Mart Alexandria 
Hotel, and individual showrooms. 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 
tel, Minneapolis, Minn. “Mastercraft” 
meeting, April 24-26, 1949, also at the 


HARDWARE 





Nicollet Hotel. 
Coast Stores Central Organization, Inc., 
29-43. Main St., S.E., Minneapolis 14, 
Minn. 
manacer, 

Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 
Stratfield Hotel, Bridgeport, Conn. Ned 


Sponsored by Coast-to 


York Langton, trade extension 


Russell, Harris Hdwe., Southport, Conn., 
secretary. 

Franklin Hdwe. and Supply Co., 
annual convention and exhibit, Feb. 2-3, 
1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi 
dent of the company. 

Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, 1949, at 
the Kiel Auditorium. Sponsored by the 
Builders Assn. of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 

Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier 
Chicago, Ill. Sponsored by the National 


Home 


Houseware Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is exec 
utive secretary. 

Illinois Retail Hardware Assn., con 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago, William 
F. Ewart, 1194 Merchandise Mart, Chi 
cago, is association secretary. 

Indiana Retail Hardware Assn., con 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin 
coln Hotel. G. F. Sheely, 333 No. Penn 
sylvania St., Indianapolis, is associatior 
secretary. 

Institute of Cooking and Heating 
Appliance Mfrs., convention and ex 
hibit, Dec. 6-8, 1949, at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Samue 
Dunckel, Shoreham Hotel, Washington 
D. C., is managing director. 

Iowa Retail Hardware Assn., conven 
tion and exhibit, Feb, 8-11, 1949, at Des 
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lts New! It's Different / 


FLARE NUT “3 


SET 
has 40% more uses than or- 
dinary sets! Sensational 
"BULLDOG GRIP" gives 
SAFETY ... SPEED 









@ 4G neaps used 
4 DIFFERENT WAYS 


iyyy 


NO FUSS 
NO sae [f 
NO SLIP 







Just 


a Nut This wrench holds until you release it! 

Head and more torn bruised knuckles. The 4 heads ¥.... 
sarge used double may be set in 4 different positions. 
Feel It Just a twist of your hand and you have the right 
Grab! head for the right job. This magic wrench 


seems to fit and grip automatically. Has special 

non-slip design. Made of tough chrome alloy. 
pore, Tone’’ finish resists rust. Sizes: % 

Special Wrenches %"-1"-1'%%". Overall size 35¢”-4'—”- 4%” 


. + « for special jobs are % 
available. No matter FREE! Illustrated Booklet Sent on Request. 


what your problem we HINSDALE MANUFACTURING CO. 


have the wrench set you 
require. Ask us! 
Dept. 372-S, 1728 West Walnut St.. Chicage 12, III. 











ideal for ‘’PARKING”’ 
Tools, Brooms, 
Implements or any- 
thing with a handle. 


SMALL - MEDIUM - 
LARGE. 
ADJUSTS IN A JIFFY 
mn le)SeR A's Sar i (CMeFASTENS TO ANY WOODWORK 
The Favorite With Home Workshop “Fans” 


Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 


Full Size, All-Steel J \ 


. $s) 5% 0 
Caulking Gun - - - mveeD (List) 
For the first time an all-steel caulking gun at such a low price! 
A full size gun—9" barrel. Cadmium finish. Ratchet type. For bulk 
or cartridges—any standard make. A gun that every home owner 
and renter can afford. 


SEAL RITE CAULKING CO., Inc. 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y 
6001 So. Gramercy Place 6335 Lyndon 92 Green St. 


ARTHUR I. 








“SEAL RITE, Jr.” 


Vaterials 


World’s Largest Producers of Caulking 








YOU'LL NEVER MISS A SALE 
HYDRAULIC 


© The Most Complete Line 
since 1899 


© Nationally Advertised 
IMMEDIATE SHIPMENT 


AWARDED THE GOLD MEDAL 
THE SAFETY OF JA 
FOR We MERICAN MUSEUM 








TEMPLETON, KENLY & CO., 


44, tllinor 





Chicago 
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BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Gnamneting Lacquering 










li’ 


WY 


boxes 


M. GRUMBACHER 


| NEW YORE 


Send for Descriptive Folder. 
Order from your Jobber 










464 WEST 34th STREET NEW YORK 











GARDINER 


BRAND 








A free flowing and easy-to-use ACID CORE 
SOLDER for automotive and general work. 
You don’t have to add any flux . . . the 
flux is in the solder. Comes in all com- 
mercial sizes and quantities. 


dcrwalend 
wo be 
METALS DIVISION ces 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 








ASK 
YOUR 

JOBBER 
TODAY! 






STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Made exclusively for . 


AMERICAN IMPORT CO., San Francisco, California 


\* 1 | 
DURKEE | | O5/ 
VL SEWOO, 


vit | 


DOR-TITE 


STOPS saueaks, 


RATTLES, DUST AND DRAFTS. 
1000 USES IN CARS AND HOMES. 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 














The original sponge- 
rubber strip with 
patented no-stretch 
fabric back! 













Manufacturers of Rubber& Chemical Products Since 1910 
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WHEE Oy 


mOOtem MIRACLE 5). 
ded 


* Long-lasting beauty for floors, 
furniture, woodwork! 


* "Just wipe it on with a cloth.” 


* Protects against boiling water, 
alcohol, alkali. Non-slippery! 


* Nationally advertised! Dem- 
onstrations in key cities! 


* Displays in every shipping 
carton! Ad mats! Other local 
promotion! 


See your wholesaler! 
EMBREE MFG. CO. - ELIZABETH 4, N. J. 















( Here's the one that 
WON'T SHRINK 


This modern plastic ja 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 





WILL NOT SHRIN«| 

















STICKS AND STAYS pur it WORKS BETTER. 
i S 


a, 













Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many poems materials may ace | 
fall out or c ip off. Durham’s Rock-Ha' 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. * Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
dustrial usérs. 


The PLASTIC Repair Material 
in POWDER Form 





























Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 


-La. Secretary for both associations is 


David O. Mansfield, 226 S. State St., 
Rm. 16, Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 7-9, 1949, at Duluth; March 14- 
15, 1949, at Billings, Mont.; March 21- 
23, 1949, at Portland, Ore.; March 28-29, 
1949, at Spokane, Wash. 

Michigan Retail Hardware Assn., 
convention and exhibit, Jan. 25-27, 1949, 
at Detroit. Hotel headquarters, Statler; 
exhibit, Convention Hall. Harold W. 
Schumaker, 1112 Olds Tower Bldg., 
Lansing 8, is secretary. 

Mill Supply Regional Meetings, 
sponsored by the American Supply and 
Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: Jan. 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 

Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters, 
Curtis Hotel; exhibit, Minneapolis Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, is association secre- 
tary. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 

Missouri Retail Hardware Assn., con- 
vention and exhibit, March 8-10, 1949, 
at the Jefferson Hotel, St. Louis. Louis 
C. Kreh, 1189 Arcade Bldzg., St. Louis, is 
association secretary. 

Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 

Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 


mouth St., Boston 16, is secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
15-17, 1949, at Buffalo. Convention head 
quarters at Hotel Statler; exhibit at 
Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Coast Retail Hardware Assn., 
convention, Feb. 13-15, 1949, at Seattle, 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Sec. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel: exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 

Northern Wholesale Hardware 
Co., annual dealer meeting will be held 
in February, 1949, at company head- 
quarters, 805 N. W. Glisan St., Portland 
9, Ore. Thomas L. Willis, president. 

Ohio Hardware Assn., convention and 
exhibit, Feb. 8-10, 1949, at Cleveland, 
Ohio. Headquarters, Statler Hotel; ex 
hibit, Public Auditorium. John P. Conk 
lin, 198 So. High St., Columbus, is 
secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 1-3, 
1949, at Oklahoma City. Headquarters 
and exhibit at Municipal Auditorium. 
Robert K. Thomas, 711 Wright Bldg., 
Oklahoma City 2, is secretary. 

Panhandle Hardware and Implement 
Assn., convention, Feb. 13-15, 1949, at 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., executive secretary. 

Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, 1949, at Bal 
timore. Hotel headquarters, Lord Bal- 
timore; exhibit 5th Regiment Armory. 
W. Glenn Pearce, 400 No. Broad St., 
Philadelphia 30, Pa., secretary. 

Southern California Retail Hard 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. Headquar 
ters, Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, 1949, at Sioux Falls, S. D. Head 
quarters, Cataract Hotel; exhibit, Coli 
seum. F. J. Hodoval, Ft. Pierre, sec 
retary. 

Tennessee Retail Hardware Assn 
convention, Feb. 21-22, 1949, at the Ho 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secretary 

Texas Hardware and Implement 
Assn., convention and exhibit, Feb. 7-9 
i949, at Dallas. Hotel headquarters, 
Baker Hotel: exhibit, Adolphus and 
Baker Hotels. R. M. Souder, 814-15 
Texas Bank Bldg., Dallas, is association 
secretary. 


Triple Mill Supply convention 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSRALL TOWN, IOWA 


—— MARSHALLTOWN 
RG) cre Un 


— best customer 


« The man who uses his head and hands to create and improve. 


¢ The man who never forgets that it takes good tools and hard- CAS My IN '@) N 


ware to do a good job. 


* The man who keeps coming back to buy something new he 
needs for a building or repair job. a o te A 
+. 


The 4% MILLION readers of Popular Mechanics are men 

just like that. And every month we’re using a full page BEST KNOWN BRAND 
in color to remind them that BRANDED tools and hard- 
ware—bought at the HARDWARE store—are BEST. with the 


Watch for these ads in every issue of GREATEST DEMAND oe 25 to I; / 
POPULAR MECHANICS 


ine-\Vlonte 


ELECTRIC POWER MOWER 


A new-type electric power lawn mower 

- operate it with one hand... 14” blades 

.- specially-designed, built-in 4% H.P. 

motor. Equipped with 75 feet of cord with 

plug and handle-switch. No tools needed for 

adjustment. .. no lubrication . . . no catcher 

«+... Operates on 110 AC. Complete in every 
detail. Retails for only $74.50. 


DEALERS: Reliable dealers and dis- 
tributors reserve territory now! Write for 
details on this quick profit-moker. 















































WRITE FOR OUR CATALOG 
of PROFIT MAKERS 




























HALL-WESSEL CO. 
1719 North Second Street 
PHILADELPHIA 22, PA 


ReMONTE MANUFACTURING 
CORSICANA, CTEXAS 











CF) 
wae 


STEEL FENCE POSTS 
"U" flanged posts with 
self-fastening lugs. 

No Staples Required 
Attractive Dealer prices and delivery dates 
fonnthed upon request. 


Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 





PLYMOUTH 


2S POL OO O_O _O5> On 








U 
ROPE YO 
og o ror youR 108 





is ENGINEERE 






Because | 








ROPE - BINDER TWINE 
BALER TWINE 
TYING TWINE 






wee ncn ORIGINATED 1896 _» snd 2S 


MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER “AND DURABILITY = CA 


maves roo.s MAYES BROS. TOOL MANUFACTURING CO. Inc. Port Austin, Micn. 
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April 25-27, 1949, at Cleveland, Ohio. 


ALL ALUMINUM 6ftRULE 


Salers 





Conference booth program at Cleveland Unconditionally 
Auditorium. Sponsoring associations Guaranteed 
‘ . P Here is o NEW and BET. 
5 a LT LA C | N G are: American Supply & Machinery TER Rule of ALL ALU. 
Manufacturers’ Assn., general manager. ee ee 
R. Kennedy Hanson, 1108 Clark Bldg., 4, Ar 
The i ae — 2 Pittsburgh 22, Pa.; National Supply & Brace Rivets waa Ne: 
po tg Mong Machinery Distributors’ Assn., secretary- guered for permanent 
steel binder bars, that: 3-4 ‘ ett ry legibility. 
(1) hold hooks perma- treasurer, Henry R. Rinehart, 505 Arch ba pts, Ideal for Bape Rel 
: ‘ . . Builders, neers, 
nently in alignment, (2) | St., Philadelphia 6; Southern Supply & ae = = pa ol ont Ciamen 
lap over and protect belt 4% Machinery Distributors’ Assn., secretary- STELLAR TOOL & MFG. CO., Inc. 


ends, prevent fraying and 
add to belt life. 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
siveSafetyTU-WAY 


Hammer or Vise Lacer. 


SAFETY VISE LACER 


Operating by any ordinary bench vise 
applies all standard make belt hooks. 





SAFETY BELT-LACER CO. 


530 N. Menard Ave. 


pracess 





‘GUNSH 


arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


Chicago 30, U. S. A. 








GOCDYEAR LOADBINDER 


OPEN 


SWIVEL 


GOODYEAR & MILLER CO. 
BLOOMDALE, OHIO, USA. 














Gripper Clips 


Registered U. S. Pat. Offices 


amall). Retails 
at 10¢ each. Cir- 
culars on request. 


@ GIBSON GOOD 
Box 268 





TOOLS, INC. » 
Orange, Mass., U.S.A. 














170 








“Bldg.., 


treasurer, E. L. Pugh, 712 Volunteer 
Atlanta 3, Ga. 

Virginia Retail Hardware Assn.. con- 
vention and exhibit, Feb. 22-24, 1949, at 
Roanoke. Headquarters, Hotel Roanoke; 
exhibit, American Legion Auditorium. 
i F. 
retary. 

Western Retail 
Hardware Assn., convention and ex- 
hibit, Jan. 18-20, 1949, at Kansas City, 
Mo. Headquarters, Hotel President; ex- 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 
6, is secretary. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, 1949, 
at the Hotel West Virginian, Bluefield. 
James C. Fielding, 1628 McClung St., 


Charleston 2, is association secretary. 


Omohundro, Jr., Scottsville, sec- 


Implement and 


Wisco annual merchandising school 
and sales show, Jan. 10-12, 1949, at com- 
pany headquarters, 15 So. Brearly St., 
Madison, Wis. Sponsored by the Wisco 
Hardware Co. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949, 


at Milwaukee. Headquarters, Hotel 
Schroeder; exhibit, Milwaukee Audi- 
torilum. H. A. Lewis, Stevens Point, 


Wis., 


is secretary. 





Farmer Achievement Night 


The accomplishments of local 
farmers are ¢xtolled in a large 
annual outdoor meeting each year. 
sponsored by the Huntington, Ind., 
Chamber of Commerce. This local 
emphasis on agriculture brings 
large crowds and makes farmers 
happy. When the praising is fin- 
ished, a big fish fry is served to 
farmers. 

Oklahoma Day 

The Chamber of Commerce of 
Hugo, Okla., built a profitable 
Oklahoma Day around an indus- 
trial exhibit train which 
visited by more than 5,000 people. 


was 


The Army put on an air show, 
a ground exhibit and a_ picture 


show. To popularize the area’s 
“green wrapped” tomatoes, a 


Tomato Queen was crowned and 
the chamber of commerce served 
a free barbecue lunch. 


HARDWARE 


93-34 170 Street, Jamaica, L. !. 











| 





Order from your Jobber or write for details 


: SUPERIOR FASTENER CORP., 
2949 ELSTON AVE., CHICAGO 16, ILL. 





TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 

Made of selected kiln- 
dried stock only. 
Now Available 

TERRACE WOOD PRODUCTS CO. 


113 Elizabeth Avenue 
Elizabeth 1, N. J. 














TROY 
BEST 


Asoures better workmanship ond 
can't split 





FILE HANDLE. 
safety to user. K 





FILE CARD—<leans files, taps and dies quickly and 
thoroughly. 
HOG SCRAPERS— ingle or double ond 


TROY F were 


ILE 
Troy, Est. 18317 





WHEN YOU WANT TO BE HEARD 





Speak to the right ''class''—in 
the Classified Opportunities 


Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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RULE © CABINET HARDWARE DISTINCTIVE HARDWARE 
litionall @ BUILDERS HARDWARE ¥ 

EW and ser. | © CABINET LOCKS ALL FROM SOURCE 
mie. 4 iX @ SCREWS AND BOLTS . ome 

vee andl Ml «W © SASH HARDWARE NATIONAL LOCK COMPANY ¢« ROCKFORD, ILLINOIS 
ae —_——— 
comer | Reliable—Clean Cutting 

d Plambers 









@ presentation 
© promotion 
@ distribution 
®@ sales 


+ tne. Long-Lived 


) 


The Choice of Professional 
Hairdressers for over 
three generations. 





Tru-Test is helping other manufacturers 
with this important work. It can help 
you, too. Now is the time to investigate. 





ERS) 









































































r dail BROWN & SHARPE MFG. CO., Providence, R. I. Write today. 
iP. pag yee 
‘ Division of 
wwe BROWN & SHARPE THIET. axis s comeaan 
HAIR CLIPPERS 650 SOUTH CLARK STREET ¢ CHICAGO 5, ILLINOIS 
-E 
ILD 
~ met INSTA SUF TER  quatis 
ITY finest quality 
— BARREL TOP MODEL Improved! 
ble — + All Steel Construction 
DUCTS CO. Here is the first real quality post-war 
venue ash sifter in the same old popular style. 
pe Made of heavy 2!/, mesh, 18 gauge 
steel wire cloth locked and welded 
nanan a i a Diameter — into heavy metal rim. 
ROY "42" Hanule Welded handle loops. 
JOBBERS; If you have 
sEST SOLD THRU JOBBERS not ordered—do it today. 
al DEALERS: Send for name of nearest jobber. 
mship MOST ALL SIZES ON HAND | . . CIRCULAR ON REQUEST. . 
a 
Atlas Nail Co.. Ine. 
20 N. Wacker Drives Phone ANdover 3-3068* Chicago 6, Ill. 
*NOTE: WE WILL BUY YOUR SURPLUS NAILS | 
wickly and | 
2 ; 1100 ALTAMONT AVENUE SCHENECTADY 7, N. Y. 
| oes a ; 
mae ‘VITAL CAULKING GUNS 


HAVE NO EQUAL” 





| A TIP to Goulds Dealers 


Here’s a Christmas present ‘ 
that means years of comfort 4 
and convenience to a whole 
family! 


1EARD 





CARTRIDGES 


The complete original 1st 

2 line of guns and cartidges 

rotary style single unit handles, all styles; sizes 1 pt. 
to 2!/, qts. Nozzles from 1/16" up. Vital Caulking Guns feature the 
new "Clear-flow" one-piece tapered nozzle—no strain, no slipping, no | lF 
excess weight. Vital-Pak top grade compound cartridges keep guns | you, « means — extra Christ- 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges mas profits this year. 


is 
at current prices. Liberal terms. Call your jobber. Goulds Pompe toe [ GOULDS Balanced-Flow JET | 
The VITAL Products Mfg. Co. for Shallow Wells 


7500 Quincy Ave. Cleveland, Ohio GOULDS Water Systems 








Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — nou’! For 
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” FOLLOW THE LEADER IN ‘'Want Ad" ADVERTISING— 

ties Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 

ae HARDWARE AGE Classified Opportunities Devt. 100 East 42nd Street, New York 17, N. Y- 
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assified Aduertising Rates 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words $2.00 
Each additional word......... 05 
Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient i] 
postage for remailing. | 
HARDWARE AGE is published every other 1] 
Thursday. Classified forms close 15 days 1] 
previous to date of publication, 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


Address your correspondence and replies to | 
| 
j 

















[Help Wanted «| 





RETAIL STORE MANAGERS EXPERI- 
ENCED IN hardware, tires and auto accessories, | 
farm supplies, plumbing and heating. Sp lendid 


rapidly expanding organization. | 
Age 25 to 40. Positions available in Ohio, Michi- 
gan, Arkansas, Tennessee and Mississippi. Must | 
| 
| 


opportunity in 


furnish A-1 business and character references. 
Send complete resume to Jim Brown Stores, Inc., | 
6560 Juniata Ave., Cleveland 14, Ohio. Atten.: 
Personnel Department. 








SIDE LINE SALESMEN TO CALL ON De- 
partment Stores, Hardware and Housewares 
Stores. Sell the Marshall Fold-A-Way Utility 
Basket, heavy gauge wire. Commission 10%. The 
Marshall Mfg. Co., 22 Webster Ave., Bridgeport | 
7, Conn. | 








| 42nd St., 


ROPE SALESMEN, MANILA ROPE— 
SISAL ROPE. Long established trade necessary. 
Sideline. Write fully giving references. Address 
Box M-607, care of Harpware Ace, 100 East 
New York 17, N. Y. 


SALESMEN WANTED WITH CAR 
FOLLOWING for Our Large Line of Gifts made 
of pottery, wood, pressed wood, metal, plastic, etc. 
Reterences required. Address S. & A. Sternklar 
Co., The House of Thousand Gifts and Souvenirs, 
2-4 Payson Ave., New York, 34, N. Y. Phones 
LO 7-3710 or LO 7 7-9169. 


| SALESMAN WITH PLUMBING SUPPLIES 
EXPERIENCE to call on plumbing contractors 
and hardware trade. Liberal drawing, against com 
mission; part allowance for travel expenses. Rona 
Plumbing Specialty Company, 1425 Pitkin Ave 
nue, Brooklyn 33, New York. 








AND | 


MANUFACTURER OF NATIONALLY AD 
VERTISED AND POPULAR PRICED HOME 
WORKSHOP POWER SAWS needs Salesmen 
with experience calling on_the hardware trade 

Be and commission. Excellent opportunity 
| 
| 


PAINT BRUSH MANUFACTURER—WELL | 


ESTABLISHED with National Coverage and 


| Offering High Quality Line, has Open Territory 


GOOD SIDE LINE FOR HARDWARE, 
PAINT AND STATIONERY SALESMEN! 
New beautiful line of Reflectorized Decal Alpha- 
bets for Signs that reflect at night. Ready sales 
priced under present competitive market. Act 
quick for available territories. Macha Studio, 
4009 Ogden Ave., Chicago 23, Illinois 


SIDELINE SALESMEN, SMALL - TOWN 
COVERAGE. Houseware, Hardware, Appliance 
Stores. 744% commission. Catalog includes auto 
matic toasters, irons, bathroom cabinets, gas and | 
electric hot plates and stoves, roller-skates, chrome 











stools, play-pens, space-heaters, ironing ee | 
folding rulers, broilers, plastic seats, swings, | 
many others. Address Box M-542, care of 
Harnwaxe Ace, 100 East 42nd St., New York 
cf, ee es | 

| 

GOOD WORK GLOVE SIDE LINE 
WRITE AT ONCE—ALL TERRITORIES 
IMMEDIATELY: Volume 


| 

} 
SALESMEN WANTED | 
Short Line Canvas, Jersey, Leather Palm Gloves. 
Strai nt 5% Commission. Must have Steady follow- 
ing, Hardware, Paints, Implements, Building, Lum- | 
ber, Auto, Farm and General Store Dealers. Advise | 


where, what and for whom selling. 


PARKER SAFETY EQUIPMENT CO. 
N. J. 





785 LYONS AVE., IRVINGTON Ii, 








for men calling on jobber trade in paint, hard- 


| ware and related lines. Very profitable for men 


M-569, care of 


with right contacts. Address Box 
New York 17, 


HarpwareE AGE, 100 East 42nd St., 
me. Y: 


SELL HAND AND POWER LAWN MOW- 
ERS TO DEALERS, DEPARTMENT STORES 
AND CHAINS. Drop ship from factory at low 
prices, fine quality. Midwestern shipping point. 
Commission, No application considered unless it 
states exact type of trade, 
and lines now handled.’ Address Box M-554, care 





of Harpware Ace, 100 East 42nd St., New 
vem i7, BF. 3. 

} HOUSEWARES FURNISHING SALES 
| MEN, WORKING TOWNS UNDER 25,000, 
| North Dakota, South Dakota, Minnesota, Nebras- 
ka, Kansas, Michigan, Ohio, Kentucky. Now sell 
ing housewares furnishings, furniture, depart 


ment, gift and art dealers. Can secure the cele 
brated Borin line pictures 
at 10 and 15% commission. Our show rooms 
and mail order repeats worth the connection alone. 
Tell us why you are The Man to secure any part 
of the above valuable territory franchise. Write 
and sell your services. Borin Art Products Corp., 


1315 South Cicero Avenue, Chicago, Illinois. 








SALESMEN WANTED 


Leading Manufacturer, Complete Line of 
Leather Dog Furnishings, has a few choice 
protected territories open for experienced men 
with following among retail hardware and 
housefurnishing stores. Liberal commission. 
Address Box M-278, care of HarpwarRE AGE, 
100 East 42nd St., New York 17, N. Y. 











THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box M-272, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 








territory you cover | 


and mirrors exclusively | 


Write complete details to Box M-594, care of 
Harpware Aces, 100 East 42nd St., New York 
17, F 

| ALESMEN WANTED. NEW YORK 


Ww MOLES SALE FIRM, distributors for prominent 
manufacturers of tools and hardware, well estab 
lished with excellent following among hardware 
stores and automotive supply dealers, has opening 
for two salesmen in New York (Manh., Bklyn., 
Bx., L.-I.) We offer liberal commission and ex 
penses. Protected territory. Only experienced 
men apply, Address Box M-618, care of Harp 
ware AGE, 100 East 42nd St., New York 17, N.Y 





PAINT SALESMEN AND MANUPACTOS 
"ro 


FOLLOWING. 


| ER’S AGENTS WITH i 
tected territories offered, Liberal commissions. 
No objection side line. Write: Walter Scott Mfg 

North lith & Driggs Ave., Brooklyn 11, 


Corp., 
4 





EXPERIENCED SALESMAN 


Selling knowledge of sporting goods essential. Well 
established Chicago Sporting Goods Jobber has open 
ing in Southern Illinois and Southern Indiana. Ex- 
cellent opportunity to connect with a house featuring 
nationally advertised brands of fishing tackle, guns, 
ammunition and other sporting goods. Give complete 
details as to car, present employment, previous ex- 
perience and references. 
Address Box M-596, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























| SALESMEN WANTED 


ty a long established, well rated manufa 
turer of a complete line of leather dog collar 
Opportunity for experienced me 
and variety store 
commission 


harnesses, etc 
ealling on retail hardware 

Protected territory; liberal 

Address Box M-617, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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[Sales Representatives Wanted | 





[Sales Representatives Wanted} (~~ Accounts Wanted | 





REPRESENTATIVE WANTED. CABINET 
AND BUILDERS HARDWARE LINE. Must 
have good following with lumber yards, hard- 
ware accounts, etc. Popular line, competitively 
priced. Many territories open, protected areas, 
good commission. Write, giving full details to 





P-G Manufacturing Co., 10857 Chandler Blvd., 
North Hollywood, Calif: 





SENSATIONAL NEW HARDWARE INVEN- 
TION NOW ENABLES US TO APPOINT 
ADDITIONAL REPRESENTATIVES, full or 
part time. Up to 20% commission on dealer or- 
ders. Full credit on mail or repeat business. 
Protected territory, Write Box M-609, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. Will 
create openings for several experienced repre- 
sentatives who have good following and under 
stand builders hardware. State lines now carried, 
type of trade covered and territory. Address 
Box M-610, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





SALES REPRESENTATIVES AND MANU 
FACTURERS AGENTS to represent Midwestern 
Manufacturer of precision-made all-steel time- 
tested pipe fittings including unions, couplings, 
caps, plugs, lock nuts, and reducers. Galvanized 








or black. Big demand from hardware retailers. 
Liberal commissions, prompt shipment, protected 
territory. Please state qualifications. Write Box | 
M-620, care of Harpware Acer, 100 East 42nd 
St.. New York 17, N. Y. 





| CALLING ON 


MANUFACTURERS REPRESENTATIVE 
WANTED. TERRITORIES OPEN, exclusive | 
sales contracts, liberal commissions will be paid | 
reputable representatives calling on Hardware | 
Distributors, Department Stores, Chains. 20” and | 
28” lawn sweepers, unequaled quality, lowest sell- 
ing price. Send details to Box M-619, care of 
Harpware Ace, 100 East 42nd St., New York | 
a, B.. F 





MANUFACTURER OF UNUSUAL LINE 
OF PLASTIC MATERIALS WANTS AGENTS 
calling on Variety Chains, Hardware and Paint 





PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumbing 
Supply Jobbers. Akron Supply Co., Inc., 315-317 
Stanton Street, New York 2, N. ¥ 








MANUFACTURERS REPRESENTATIVES 


now calling on hardware jobbers, building supply 
houses, lumber dealers, department and hardware 
stores, to carry the very salable and nationally ad 
vertised, MAGIC MIRROR DOOR DETECTIVE, the 
most modern type of Door Knocker and Door Peep 
Hole yet devised, incorporating the new transparent 


mirror and built in two-way speaker. Many lucrative 
territories available. Liberal commission. 


MAGIC MIRROR ASSOCIATES, INC. 








687 THIRD AVENUE NEW YORK 17, N. Y. 











Wanted 
MANUFACTURERS AGENTS 


Live wire Manufacturers Agents, now calling on 
Hardware Wholesalers and Supply Jobbers wanted to 
handle new line of war-proven, University-tested 
Quick-Acting Clamps and Vises. Address 


RICHARDS’ INDUSTRIES, INC. 


20 Leonard St., N. W. Grand Rapids 5, Mich. 














WANTED—FACTORY REPRESENTATIVE 
WITH ESTABLISHED TERRITORY, to sell 
Hickory Tool Handles, with other allied lines, on 
commission basis. Write Box M-555, 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y., giving territory you cover and all 
pertinent information. 


WANTED — MANUFACTURER'S AGENTS 
BUILDERS’ HARDWARE 
CONTRACT DEALERS AND LUMBER 
YARDS to sell established line of Casement and 
Storm Sash Hardware. Much good territory epen 
Address Box M-575, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


1949 METAL GARDEN-PORCH SUMMER 
CHAIRS. Name brand merchandise in popular 
price brackets. Sold to largest concerns over the 
country Strong short line for volume sales No 
samples required, sold from pictures. Sales Rep 
resentatives Wanted for retail dealer hardware 
and housefurnishing trades Commission 
Representatives all territories invited to inquit 
In first letter furnish resume of experience, terri 
tory covered, type lines now handling. Replies 
considered confidential. Address Box M-621, car 
of Harpware Ace, 100 East 42nd St., New York 


basis s 


17, MN. ¥. 


Jobbers. Some desirable territory open. Ten per 
cent commission, protected territory. State area 
served, lines handled, etc. Address Box M-572, 
care of HARDWARE Ace, 100 bast 42nd St., New 
York 17, N. 

NEW ENGLAND MANUFACTURER OF 


EXCEPTIONAL QUALITY, IMPROVED DE- 
SIGN, INDOOR FLOOR TYPE FOLDING 
WOODEN CLOTHES DRYERS is realigning 
territories. A proven repeat order seller to retail 

rdware, housewares, furniture stores which 
carry housewares and other housewares outlets. 
We do not sell to jobbers. Commission basis. Pre- 
fer salesmen who intensively cover smaller terri- 
tories and not those who just hit high spots in 
large territories. We must have village as well 
as city coverage. Must travel by car and carry 
samples until trade knows line. Several fully pro- 
tected territories open in Eastern, Mid-Western 
and Southern States. No letter considered unless 
it states exact territory, how long and how often 
covered, and all lines now handled. Address Box 
M-603, care of Harnware Ace, 100 East 42nd 
St.. New York 17, N. 


WANTED SALES REPRESENTATIVES 


BY THE LARGEST MANUFACTURER OF 
HIGHEST QUALITY WOODEN-WARE IN 
THE COUNTRY. Sold through General, De- 
partment, Hardware and Gift Stores, Restaurant 


Supplies Dealers, Premium Users. You must be 
capable in dealing with wholesalers and retailers 
Present lines must not conflict. Individual condi 
tions will determine whether you can call one or 
several classes of buyers. Exclusive te pees | 
will be assigned in the East, South, Central and 
Mid-West. Commission basis. Not just a_ side 
line but a major one for established salesmen 
Write fully in confidence; tell us the territory 
now traveled, lines carried, and if you are in po 
sition to do justice to yourself and us. Send let 
ter to Box M-593, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y 


care of | 





MANUFACTURERS’ AGENTS 


(eremseree oevennee BY 4 MEN COVERING 
iLL ND., NSIN. SELLING HDWE. 
josaens * HOWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, mite cease 
MILL SUPPLIERS, All DER 
ES. DEPT. STORE CHAINS = MANUFAC. 
TURERS WHO SELL OUTSIDE An yt odd By THRU 
THEIR RETAIL DEALER ORGANIZATION 
LEE E. LANE COMPANY 
624 So. Michigan Ave. Chicage, Ilinols 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 


Detroit 














SOUTHEASTERN STATES 
Agents. Established 1926. 
Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 


Manufacturer’s 
Staff of 5 men. 











SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 

$1,500,000. References and details on inquiry 
KURT ORBAN CO., INC. 
Exporters Purchasing Agents 
21 West Street New York, N. Y 

















MANUFACTURERS’ AGENT 


Actively selling Hardware and Houseware 
Jobbers, Automotive Supply Jobbers and 
Chains, Department Stores and Syndicates 
throughout Metropolitan New York City and 
Vicinity Can now handle one or two addi 
tional quality lines. Excellent coverage with 
highly a. organization, 

Address Box 


602, care of HARDWARE AGe 
100 East sana Street, New York 17, N 








MANUFACTURER'S 
20-MAN SALES STAFF 
WANTS EXTRA LINE 


Well-rated Illinois Manufacturer can handle 
National Sales of another good hardware or 
houseware line, or item, with substantial volume 
potential Have 5,000 established deolers, 
coast-to-coast, mostly hardware and houseware 
stores in smaller towns. Must have exclusive 
{or private brand) and suitable margin for 
promotion. Will pay cash for merchandise and 
bill dealers direct. Send full details in con- 
fidence to 


Box M-599. 
100 East 42nd Street, 


care of HARDWARE AGE 
New York 17, N. Y 
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[Accounts Wanted | |_ Accounts Wanted |} |_ recounts Wanted | Bu 
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20S) 
RE 
E 
OUR GOAL: THREE MAJOR LINES for long - 
WE WANT A GOOD SOUND LINE term coverage. 
Two men; Ambition; Steady Cov 
You want, we believe, salesmen who work hard and produce. We are OUR OFFER: erage; Knowledge of Hardware, 
nine hard working salesmen, knowing no fricks to take the place of honest Plumbing and Electrical Jobbers 
presentation and plenty of shoe leather. We concentrate our efforts in the in Pennsylvania, Maryland, Dela I 
Atlantic Coastline States, covering our trade thoroughly. We maintain ware, District of Columbia, South- {RIVI 
spacious Fifth Avenue, New York, showrooms and offices for visiting ern New Jersey and Virginia; a 
buyers. $5,000.00 worth of direct mail equipment is kept busy contacting Ten years past coverage with 
se a — ag — eg — — of our salesmen. present, reputable lines. 
e need a financially sound, volume producing manufacturer who needs 
us. ad OUR NEED: ONE ESTABLISHED MAJOR LINE 
on commission basis. 
GLENROB INC., 23 . - - 
Gi Porel 4 O FIFTH AVE., NEW YORK 1, N. Y Address Box M-615, care of HARDWARE AGE, 
enn Parewe Robert Rubens 100 East 42nd St., New York 17, N. Y = 
Lt) 
ee - — —————— ee —— _——$ $$ is 
AR 
PROGRESSIVE SALES ORGANIZATION MANUFACTURERS AGENT WANTS AN INTENSIN E ( OV ERAGE—Hardware Stores Nv. 
SEEKING NON-CONFLICTING LINES of | ADDITIONAL LINE for the States of Okla- ; 22d Farm Implement Dealers in oe 
stoves, heaters, gas appliances, parts and sup- | homa and Kansas. Must be a good volume line | York State and Western Conn Three Salesmer 
plies. Will represent manufacturers only and can | from a reliable manufacturer. Now covering the | Who really Sell. Thorough knowledge Mes Mr 
offer extensive coverage in N. E. States. Address | Jobbers and large accounts in the Hardware, fe Sales Potentialities_ of Accounts Address 
Box M-605,. care of Harpwarr Acr, 100 East Suilding Material, and Paint field. Send cem- lantic States Sales Corp., 200 Main St OPPO: 
42nd St.. New York 17, N. Y plete details with reply. Midwest Products Co., | Poughkeepsie, N. Y. TIES F 
P.O. Box 419, Oklahoma City, Okla Purina ( 
— ‘ . tion prod 
label, ru 
. Find out 
ESTABLISHED MANUFACTURERS REP ria aly 
RESENTATIVE WITH SEVERAL HUN 2505 Che 
DRED PRODUCING CONTACTS, _ wishes 
Items including Work Gloves and a for 
— department, chain, drug stores and _jo ers in 
I ent rial . at — 9 sENCY TE = AN S INDIVIDUAL COVERING TOOL, HOUSE- | the States of Michigan, Ohio and Indiana. Ear! 
Gaetan daskine Suing dies veer) | WARE AND BUILDERS HARDWARE JOB.- | Morgan, 1415 Glynn Court, Detroit 6, Michigan 
: ka ie a ee she fallaving | BERS in Greater New York seeks Additional 
to wholesale hardware accounts in the following 
C ‘ : > : r pete Lines. Reply to Box M-612, care of Harpwari a a 
States Indiana, Ohio, Kentucky, West Virginia, ‘ - | 4 St. ON York 17. N.Y 
Tennessee, Alabama and Florida. Am now selling | **°* 1” East 42nd St., New York 17, } . 
all accounts in said territory. Address Board Sales 
Co., 1646 Cowling Ave., Louisvil le 5, Ky > 
|  Positiows Wanted =| 
WOMAN EXECUTIVE, MID-THIRTY 
= ~ YEARS’ EXPERIENCE WHOLESALI 
FIELD, capable to work as assistant to managet 
LINES WANTED. ESTABLISHED MANU or independent, adaptable, dependable seeking : 
FACTURERS’ REPRESENTATIVE, 4 years sponsible position with future Address Box You ec 
SALESMAN WITH 10 YEARS WHOLE. | covering Retail Hardware, Variety, and Sporting | M-598, care of _ HARDWARE Ace, 100 East 42nd job by 
SALE EXPERIENCE and Excellent Dealer | Goods Trade, Desires Additional Lines acceptable St.. New York 17, N. ¥ SHEETS 


to this Trade. Territory consists of Illinois, In ; 
liana, Iowa, and Wisconsin, excluding the Chi ; as desig 
Area. Merchandise sold only through Whole 


Following wishes to represent manufacturers in 
State of New Mexico Major and traffic appli i 


















nal semper pe ao See aes, Oe yor ad nd Jobbers also invited. Address Hoove 
v AGE 10¢ 2 n N y : saiers an Jo s if € Adadres Tr ‘ 7 
as y AGF, 1 East 42nd St., New York i Kelley, 802 East 3rd St., Sie Illinois MEXICAN, AGE 33 YEARS, COMPLI rE From 
» ie KNOWLEDGE OF HARDWARE, also know! to sell 
edge of accountant business and business in gee 25¢ mai 
eral, seeks position pr eferably with Export Ha of white 
ware Firm in Eastern Pa of America. Kr 
ernie ‘ : 7 7 edge of English limited, but c dent of mastering record § 
within six months. Good references. ress Your $] 
Box M-601, care of HARDWARE Ace, 100 st 
$2nd St., New York 17, N. Y. i 
SALES REPRESENTATIVE WITH ESTAB ESTABLISHED LINES WANTED FOR ‘ — 
LISHED RATED ACCOUNTS wishes to con- MANUFACTURERS REPRESENTATIVE call ~ oem hepa 
nect with manufacturer for representation in the | '"% on hardware, housefurnishing, chain = de ee : ; " nventor 
New York Area. 15 years experience, well known partment stores, and wholesale drug jobbers ABILITY TH. AT YOU MAY BE ABLE ! ind han 
in trade. Could render extensive coverage in terri- | New York Metropolitan Area References. Ad- | USE AT A PROFIT—is available in a 1 
tory Age 38, married, personable, university | dress Box M-613, care of HARDWARE AcE, 1 | who has twenty years of effective experience in 
graduate Address Rox M-616, care of co | East 42nd St., New York 17, N. Y. | hardware and builders products He is well edu 
AcF. 100 East 42nd St., New York 17, N. Y. | cated, a trained accountant; has sold for jobbers, 
, | estimated for contractors, and managed retail ¢s eeena: 
tablishments. Employed but available for an_in 
——— terview. Additional facts by mail ddress Box 
M-606, care of Harpware AGE 100 East 42nd HARDW, 
” ena St., New York 17, N. Y. 
St., New York 17 100 East 
ESTABLISHED MANUFACTURER’S ae me Gentleme 
AGENT NOW SELLING Hardware, Mill and . 
TIRED OF ORDER-TAKERS, WANT A | Plumbing Jobbers and Chain Stores desires One EXPERIENCED HARDWARE SAL zu Mere k 
REAL SALESMAN? Intensive coverage of | Major Line for Pennsylvania, Maryland, Dela- | DESIRES POSITION AS SALES ares 
Chicago and Greater Chicago Area offered by | ware, District of Columbia and Southern New SENTATIVE with one major manu = = ns ) 
Aggressive Manufacturers’ Representative selling | Jersey Reputation for conscientious attention to Several years have sold in Philadelphia, he . . ge}. 
Hardware and General Merchandise Jobbers, De customers needs and steady, regular calls confines Pennsylvania, Central and Southern New jobbing 
partment Stores, Chains and Mail Order Houses. | interest to established high cl line with good Established, know credit standing of —- NAME 
Will accept qualified line of hardware or house potential commission. Full details furnished to | retail and department stores in this ohn ~ y 
ware. Valuable contacts, best references. Write | interested Manufacturers. Address Box M-614, | Use auto, Furnish A-l reference Address _ 
Box M-546, care of Harpware Acr, 100 Fast | care of Harpware Ace, 100 East 42nd St., New } M-552, care of Harpware Ace, 100 East 42n¢ ADDRESS 


42nd St., New York 17, N. ¥ York 17, N. Y | St., New York 17, N. 
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RXOSPEROUS MILL AND HARDWARI ae . —- — , 
RE FOR SALE on main street_in Camder WANTED— GLASS COUNTER DISPLAY We are overstocke B 
}. Established over 50 vears. Could dout CASE FOR BRUSHES th 24 Bins. Address mm repent carteed 
ess if salesman were sent t Box M-611, care of Har ARE .\ ] East New Holland White Treated 
care of Harpware Ace, 1! nd St., New \ N. ¥ 2 Ball Bales $10.20 per bale 
: New vax it x ¥. : New Holland Black Treated 
New York 17, N. ¥ 2 Ball Bales $11.20 per bale 
Yueatan 100% Sisal 
4 Ball Bale $ .30'2 per Ib 
MANUFACTURER (>) MAKE. PROMOTE FARM SUPPLY COMPANY 
\ND MARKET. or alty basis, 17 for Marshall, Missouri Phone 1874 
)UE TO OTHER BUSINESS WILL SELL | Stretching and ho vetting. Hard- | Le 
{RIVING HARDWARE in Richford, N. ¥ re and ( cye-appeal to 
County Very good locatio1 Equipe me owners for repair ) \ 
plumber tinsm l Ge 1 lis B M \RDWARE AGE. 1 hast 
‘ rer ; St.. N ~~ S 
rtl R N. ¥ SUCCESSFUL HARDWARE, — ELE¢ 
rRit AND HOUSEHOLD EQUIPMENT 
BUSINESS erating several stores in Western 
Pennsylvania for ov 50 years desires to sell 
is¢ 1 age of t incipal Owl ( t plete 
ASSOCIATE WANTED | © 5.0 oc 
. ~ ° 3 75 U rit 1 al vner ll Ace opt 
OR SALE: RETAIL HARDWARE STORE , t . n buildir rent or s¢ bu ngs with 
FLORIDA. Excellent location in heart of csinaan Male ocr SE-595. case of Wianowaul 
NQUbs Eeucttimos ® || ORFOR SALE | Ses Sceek ee ge, hae 
Ne stock. Building and stock must go together . . ia 
Approx. $21,000. Address Box M-608. care f WHOLESALE HARDWARE, only house in 
I ARE AGE, 100 East 42nd St., Ne \ fifteen mile area, specializing in Builders 
Nn. ¥ Hardware, Screw Thread Products and Tools, 


in Large So. California City, doing good 
volume adjacent to R.R. carrying National 





OPPORTUNTIES IN MANY COMMUN 
TIES FOR THE PURINA FRANCHASE — 
Purina Chows for livestock and poultry, sanita 
tion products, farm supplies under Checkerboard 
label, rural America’s best known trademark 
Find out what being a Purina Dealer can mean 


lines. Growth of business necessitates addition 
of partner capable of Administration with 
Executive ability, would require $40,000, for 
half interest or $80,000, to purchase, if pur- 
chased owner will stay with buyer three 
months. Most any deal within reason con- 
sidered, owner pretty tired, hears the fishin’s 
good in the mountains. 


WRITE BOX 8637, COLE STATION 


Wanted— 
GOOD RETAIL 
HARDWARE BUSINESS 


PREFER PENNSYLVANIA, MARYLAND, 
VIRGINIA OR WEST VIRGINIA. 








to you. Write i. C., Ralston Purina Co., 
2505 Checkerboard Square, St. Louis 2, Mo. 


HOLLYWOOD, CALIFORNIA 


Address Box M-597, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















Simplify Your Stock Taking 


with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


_ You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
as design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple. convenient 


ind handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 


to order your supply today. 


Cneneneceecncscaseceecescessaces USE THIS COU PONecowcenscecsencecsencecceseaccce 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Sentlemen: 
Here is my $ Please send me 
charge). Also send me Binders (50¢ each). 
NAME 
ADDRESS 


HARDWARE AGE, DECEMBER 2, 1948 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


Send these to me by return mail. 


FIRM NAME 


CITY STATE 












Paine “Sudden Depth” drills, Carboloy tipped, 
cut through wood, concrete or any non-metallic 
material faster, easier than ordinary drills. Be- 
cause they are “diamond-hard,” they last longer 
. require less sharpening. Priced lower than 
ever. Use in any slow speed Electric Drill. 
“Sudden Depth” drills are available in two 
styles ... Fluted Shank for deep holes, and 
Round Shank for shallow anchor holes. Exten- 
sions can be easily welded to either model for 
any length drill. Send for descriptive literature. 


THE PAINE COMPANY 










2963 Carroll Ave. 
Chicago 12, Illinois 





PAINE “Sudden Depth” DRILLS 
CUT HOLES FASTER WITH LESS EFFORT Qudex No 


























Tame actiom 


Preferred by hunters for Rifles, 
imrnoves 


Shotguns, Scopes and Sights. 


RETAIL OEALER PRICE 

Size PRICE FOB JOBBER 
EACH PER DOZEN 

3 Oz. Cans $0.40 $ 3.20 

Pints 1.60 12.80 


Gallons 9.60 76.80 


McCambridge & McCammeites] 


BALTIMORE, MARYLAND 





PREVENTIVE 
LUBRICAN 
u ease mnasiTo* 














































sive 
1 zune 


LOWER IN PRICE... 


Lasts longer! Does the work better! That's 
= why more and more customers demand Flexiseal 
Glazing Compound. Used for glazing wood and metal 
sashes, pointing, etc. Flexiseal adheres tenaciously, sets 
firmly forming a tough weatherproof surface, remaining 
plastic underneath. Flexiseal is the perfect seal against the 
elements. Makes money for you. 
For additional data and prices write 


iT ay 4 


WOR EES 


45 IRVING STREET MALDEN, MASS. 






@BD/GLAZING COMPOUND 





















Genuin° DOMES 2X SILEN ICE] 
SLIDE SILENTLY - SOFTLY - SMOOTHLY meee tty - SOFTLY - SMOOTHLY 
SOc SET-15¢ SET-10c SET SAVE FURNITURE 
















& FLOORS-CREATE QUIET 
Nome "'Oomres of Silence 
= on each genuine | 
Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and &£ room Flosr 
Noiseless. Sizes for metal ced: 3 
chairs and all furniture 


Ask yeur Jobber 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 






If he Is not supplied write to 
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Ace Window Screen Co. of 
America 


Aluminum Compeny of America 
Amalite, Inc. 
American Grease Stick Co. 
American Import Co. 

American Steel & Wire Co. 


American Thermos Bottle Co., The 


Archer-Daniels-Midiand Co. 
Armstrong Bros. Tool Co. 
Armstrong Co. . 

Atlantic Tubing & Rubber Co. 
Atlas Nail Co. 

Autoyre Co., The 


Barridon Oil Burner Products, Inc. 


Basford Co., H. R. 
Bassick Co., The ect 
John, 


Bean Mfg. Co. Div., 

Mch. Co. 
Black & Decker Mfg. Co. 
Blackstone Corp. ............. 
Bolens Products Div., Food Mch. 
Corp. ... Fae 
Bommer Spring Hinge Co. 
Boss Mfg. Co 


Bradford Machine Tool Co., The 


Brearley Co. . 
Brooks & Sons, M. S. ; 
Brown & Sharpe Mfg. Co. 


Burpee Co., W. Atlee 


Cc 


Camillus Cutlery Co 

Carpenter-Morton Co. 

Central Die Casting & Mfg. Co 

Chair-Loc Co. 

Champion Hardware Co. .... 

ge Implement & Mfg. 
°. é 


Cheney Hammer Corp., Henry 
Chicago Lock Co. 

Chicago Screw Co. ........ 
Chicago Spring Hinge Co. 
Chicago Wheel & Mfg. Co. 
Chicopee Mfg. Corp. 
Chisholm-Ryder Co. ...... 
Clarke Sanding Machine Sa... 
Clemson Brothers, Inc. 
Cleveland Chain & Mfg. Co. 
Cleveland Quarries-Co. ........ 
Cleveland Twist Drill Co....... 
Club Aluminum Products Co.... 
Collins Co. ..... 

Columbia Steel Co. 

Columbian Rope Co. ...... 
Congress Die Casting Div. .. 
Corning Glass Works 
Country Gentleman 
Crandell-Ricker Sales Corp..... 
Crescent Bronze Powder Co. 


D 


Damascus Steel Products Corp. 
Dare Products, Inc. 
Davis Mfg. Co. 
DeLaval Separator Co., The 

Diamond Calk Horseshoe Co. 
Diamond W Mfg. Co., The .... 
Dietz Co., 
Disston & Sons, Inc., 
Domes of Silence 


Henry. 


Food 


HARDWARE AGE, DECEMBER 2, 


| Du-Fast, Inc. 137 








| du Pont de Nemours & Co., ie 
Cell. Sponge Div. ....... , 2! 
35| Durham Company, Donald ..... 168 
4| Durkee-Atwood Co. ‘ 67 
$2 | 
155 | 
167 E 
24 | 
22 Eagle Lock Company .. 2% 
17| Eagle Mfg. Co. 44 
164| Eagle Rule Mfg. Corp.. 135 
48 | Eastern Commercial Travelers ... 155 
50 | Edlund Co. 58 
171 | Embree Mfg. Co. wk 168 
177 Embury Mfg. Co. ; 118 
F 
10 Federated Metals Div. 167 
60 | | Foley Mfg. Co. 140 
129 | | Fulton Bag & Cotton Mills 105 
157 
63 | 6 
9 | 
| Gary Steel Products Corp. 6 
147 | General Filters, Inc. ‘ 
101 | | Gibson Good Tools, Inc. 170 
132 | Gilbert Clock Co., William L 139 
| Gillette Safety Razor Co. 4-5 
129 | Gladding & Co., Inc., B. F. . 139 
171 | Goldblatt Tool Co. ...... . 52 
6 Goodyear & Miller Co. : 170 
| Goshen Churn & Ladder Co... 126 
| Goulds Pumps, Inc. ....... 17 
| Groat Neck Saws Mfrs., Inc. 122 
| Greenlee Tool Co. Dipleienis 123 
Griffin Mfg. Co. .... 134 
140 | | Grimes Co., Bradley E.. 178 
110 | Grumbacher Inc., M. . 167 
52 | 
128 
58 | H 
115 | Hager & Sons Hinge iat Co., C. Ié 
64 | Hall-Wessel Co. . 169 
147 | Hanson Co., Henry L vineer ae 
27| Harrington & Richardson Acs 
54 Co. Jdgaihadtentenewarone ee 25 
118 | Hawkins wen Co., inc. 130 
2| Highland Industries, Inc. nae, 
178 | Hinsdale Mfg. Co. ... cow OF 
57 | Hodgman Rubber Co. ... 18 
131 | Holt Mfg. Co. ....... 40 
95 | Hoover Co., The ........ ine ‘ 
50| Hoppe, Inc., Frank A. ....... a 
53 | Horrocks-Ibbotson Co. ... \44 
6 | Hotpoint, Inc. ; 153 
. 156 | Hoyt & Worthen Tanning Corp. 170 
24 | Huenefeld Company, The ... 180 
14| Hull Mfg. Co. icdnses: aacuelen COR 
62 | Hurd Lock & Mfg. Co. 134 
20 
30 | 
48 | r 
12 
Ideal Cabinet Corp. 49 
Iinois Glove Co. 38 
independent Metal Strap Co., Inc. 132 
Indestro Mfg. Corp. .. : 38 
54 Iverson Mfg. Co. 1s 
4a 
126 
32 | J 
48 
171 | Jackson Mfg. Co. 44 
104 | Jacobsen Mfg. Co 47 
68 | Jacobus’ Sons, Inc., A. G 59 
. 176 | Johnson Steel & Wire Co., Inc 9 


1948 
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K-D Mfg. 
Kay-Tite 
Kenname! 
Keuffel & 
Kilgore } 
Kromex ¢ 


Lafayette 
Laitner B 
Landen | 


Lincoln S$ 
Co. 


Lockwooc¢ 
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Magor C 
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1S woe 1 
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18 


167 
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a 170 
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170 
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134 
178 
167 
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169 


seomee 159 


130 


167 
18 
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K-D Mfg. Co. 
Kay-Tite Co. 
Kennametal, Inc. 
Keuffel & Esser Co. 
Kilgore Mfg. Co. 
Kromex Corp. 


L 


Lafayette Saw & Knife Co., Inc. 
Laitner Brush Co. 
Landen Putty Works 


Lincoln Schlueter Floor sateeumusannd 
GBs covesevees 


Lechwood Hdwe. Mfg. Co. 
Lodge & Shipley Co. 
Lyon Metal Products, Inc. 


M 


Magor Car Corp. 
Maid-O'-Mist, Inc. 
Marshalltown Trowel Co. 
Mast-Foos Mfg. Co. 
Maurey Mfg. Co. 


Mayes Brothers Tool 
Inc. 


McCambridge 
Co. 


Mig. Ce. 
k McCambridge 


McGill Metal Products Co. 
Mechanix Illustrated 
Merchandise Mart 

Metal Engineering Co., 


iv. 
Miller Mig. Co., lec. 
Miller, Inc., Robert E. 
Millers Falls Co. 
Milwaukee Stamping Co. 
Minute Mop Co. 

Moline Iron Works 
Moore Push Pin Co. 
Morton Salt Co. ... 
Murphy's Sons Co., 
Myers & Bro. Co., 


Metco 


Robert 
. & 


N 


National Lock Co. 
National Mfg. Co. .. 
New Haven Clock & Watch Co. . 
Nicholson File Co. 
Noblitt-Sparks Industries, Inc. ... 
Noma Electric Corp. 


° 


Ohio Foundry & Mfg. Co. 
Okonite Co., Tape Div. ......... 
Orchard Industries, Inc. 
Oster Mfg. Co. ...... 


Paine Co., The 
Pearl-Wick Corp. 


Peerless Freezer Co., The 
Peerless Pump Div., Food Mch. 
Chem. Corp. 


Perfection Automatic Machine Co. 
Phoenix Table Mat Co. 
Pioneer Rubber Co. 


Pittsburgh Plate Glass Co., 
ront Div 


Platt & Co 
Plumb, Inc., 


Store 
, Arthur I. 

Fayette R. 

Plumbing Products Co. 

Plymouth Cordage Co. 

Popular Mechanics Magazine 
Portable Electric Tools, Inc 
Premax Products Div. 


Reardon Laboratories, Inc., 
Red Devil Tools 


W.G 


HARDWARE AGE, 





DECEMBER 2, 


| Remington Arms Co., Inc. 93 
136 Remonte Mfg. Co. ........ 169 
is Reo Motors, Inc., Lawn Mower 
Serene ; 33 
165 Richards-Wilcox Mfg. Ps ise 31 
: | Rockwood WR. Gs. cscncccess . 129 
- 140 | Royal Electric Co., Inc. ....... 4 
Rudolph Poultry Equipment Co. 169 
| Russell, Burdsall & Ward Bolt & 
| Nut Co. vioes 37 
Ryerson & Son, Inc., Jos. T. 163 
178 
. 14 
1% s 
| Safety Belt Lacer Co. ; 170 
Sargent & Co. 54 
| Schultes Level Co. 177 
| Scovill Mfg. Co. 45 
Seal Rite Caulking Co. 167 
Sharon Bolt & Screw Co. 160 
Sheffield Bronze Paint Corp 56 
fos | Shelby Spring Hinge Co. 163 
145 Skillman Hardware Mfg. Co. 52 


169 | Southington Hdwe. Mfg. Co., The 56 
60 | Spraying Systems Co. .. ti 





158 Standarn Horsenail Corp 62 
Standard Steel Cabinet Co 42 

169 | Stanley Works, The 49 
| Stor Brush Mfg. Co. 13 

176 | Stellar Tool & Mfg. Co. 170 

128 Stewart Iron Works Co., Inc 138 

55 | Superior Fastener Corp. 170 

141 | Swartzbaugh Mfg. Co., The 127 
| Swift & Co. 157 

65 | 

177 | 

176 | \ 

29 Tate Co., E. H. 177 

164 | Templeton, Kenly & Co. aes ee 

140 | Tennessee Coal, Iron & Railroad 

36 Co. 24 

140 | Terrace Wood Product Co. 170 | 

1 | Toro Mfg. Corp. 99 | 

58 | Townsend, B. W. 165 

46 | Traubee Products, Inc 166 
Troy File Works 170 
Tru-Test Division of Oakes & Co. I71 
Turner & Seymour Mfg. Co. 148 

. WWE) Twix Mfg. Co., Inc 64 
. 125 

103 | uv 

66 | 

il | Union Pacific Railroad , 28 

169 | United Brush Manufactories 117 
United States Plywood Corp. 62 
United States Rubber Co. —— 
United States Steel Corp. .... 24 


54 | Utica Drop Forge & Tool Corp... 100 





23 v 
136 
Vaughan & Bushnell Mfg. Co 160 
Vital Products Mfg. Co., The 171 
| Vichek Too! Co 162 
176 | 
43 | Ww 
159 | | 
| Walton Products Co 62 





34 | Wappat, Inc., Fred W 3b 
140 | Washburn Co., The 113 | 
121 | Werner Co, R. DO 133 
4” Western States Cutlery Co 119 
Western Tool & Stamping Co 178 
Wilson-imperial Co 56 
167 | Wiss & Sons Co., J 18-19 
39 | Wissota Mfg. Co 163 
56 | Wooster Rubber Co 126 
169 | Wright Steel & Wire Co., G. F. 4 
169 
154 Y 
178 
_— & Towne Mfg. Co 3 
| Z 
44 
179 | Zim Mfg. Co 166 | 
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*Reg. U. S. Pat. Off. 
The MODERN 


Precision Level 


with Pre-Adjusted 
Spirit Vials 
| e@ Schultes Spirit Vials are adjusted at Factory. 
e@ Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 
| e A great selling point to user! Eliminates bother of returning Levels to 
| factory for repair. 
| e@ Interested in handling complete line? Write for details. 


SCHULTES LEvVvEet INC 


17403 GABLE e DETROIT 12, MICHIGAN 


* Schulles Leved | 


*PATENTED AND PATENTS PENDING 








“designed to 


make the 


ae en 





passer-buy” 


| Uh 
| ‘4 
| 2 ACCESSORIES FOR | 


BATHROOM AND KITCHEN 


* 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


















HERES GOOD TE vr with 


EWS iss" 


LITTLE GIANT 
FOR MERCHANTS 







Automatic 
Poultry Fountains 


| WHO SELL for BIG PROFIJS 
POU plus the ene and feed ‘situa: 
EQUIPMENT Little Giant Fountains 





The Little Giant saves time and labor, 
fresh water at all times, promoting growth and increas 
ing egg production Adaptable to gravity or pressure 
water systems. Made of brass and hard durable plastic 
Retails at $4.: 

Order from Jobber or Write for Dealer Discounts 


AILLER MANUFACTURING COMPANY 
Dept. 6, 251 W. Kellogg Bivd., St. Paul 2, Minn. 


provides clean 


’ 

















PICTURE 








HANGERS 


TATE 


Closet Rod Brackets > Wardrobe Loops 
Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire+ Coiled Wire Spooled Wire 






Estab. 1872 











251 Causeway St. 
BOSTON, MASS., 


e.u.}ATEco. 








Nationally Advertised 


BUTT RESTS 


AND FISHING ACCESSORIES 


B LO a . 
=— 





Complete line of Butt Rests in fine 
leather, both oiled and plain. Also 
Surf bags, Rod Covers, reel cases, 
creel straps, etc. 


Send for Catalog 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 








HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 


THROUGH JOBBERS 
GRIPTROL ! 
The amazing 
new Homke 
feature — fin 
gertip control 
through the 
handle grips. 


TRULY A 
QUALITY 
PRODUCT 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° Des Moines, lowa 








Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 

Circular Sows, Band 

Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


errrrtr sie & KNIFE, INC. 


115 BANKER STREET URLS! ee Pe 








UNO as 
Tempered Steel Rods 


Because Premax Combines 
High Quality With Appealing 
Special Prices 

You can meet—and beat—all competition in pop 
lar priced Tempered Steel Fish Rods with the 
Premax Line. Attractively priced, starting at @ 
list of 95c for a straight-handle rod and $2.49 for 
a cork-grip, detachable offset handle number. The 
fastest selling line available. 


Send for special Bulletin, showing fourteen splendid 
rods, as well as trolling reels and landing nets. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 
4921 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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